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Eveready’s Christmas drive 
bigger and better than ever 


THERE will be large, full-page 
Christmas advertisements in the 
great national magazines, the farm 


press and the metropolitan news- 
papers with their wide-spreading 
circle of influence. There will be 
a special Christmas color page in 
The Saturday Evening Post that 
alone will reach 2,500,000 people. 

There will be a full page in col- 


ors in The American Weekly that 
alone will reach another 4,750,000 


people. There will be pages in the 
preferred rotogravure sections of 
newspapers all over the United 
States, with follow-up insertions 
to keep the pot boiling. 

Eveready’s Christmas advertis- 
ing will reach a grand total in 
excess of ten million readers. Be 
ready to meet the certain demand 
that will follow this big drive! 
Stock up for Christmas now. Send 
your jobber an order. 





EVEREADY 


FLASH LIGHTS 
& BATTERIES 


they last longer 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc., New York—San Francisco 


Canadian National Carbon Co., Limited, Toronto, Ontario 


SALESMEN—A great national advertising campaign is helping dealers sell Eveready Flashlights. 
And intensive advertising in all the important trade magazines is helping you sell Eveready Flash- 
lights to the dealers. This is a reproduction of the current advertisement in trade papers. 
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ATCH the train “butcher” on 

the hottest day you ever rode. 
He comes through with ice cream in 
cones or some other attractive pack- 
age. You think he will sell every- 
body in the car who is a prospect— 
and surely everyone is a live prospect. 
Nine times out of 10 he will sell only 
a few. In a very short time he comes 
back through with the same thing and 
the people fight for a chance to buy. 
Perhaps he makes a third trip 
shortly and garners almost as many 
sales as on the second. What’s the 
answer? Simply this, it’s not the 
nature of people to buy precipitously 
—not even a 10-cent package of ice 
cream that they are dying to have. 
Mostly, people let the first two or 
three chances go by before they make 
a purchase. It is the second or third 
sales call, the third letter, the fifth 
advertisement that finally lands them. 


* * * 


T IS related that a certain man got 

rich by adding dormer windows to 
houses overlooking baseball parks. 
He, being a wise bird, dodged all 
discussion of shingles, and casings 
and costs. The main thing he talked 
about was the wonderful opportunity 
to sit comfortably at home and see 
every baseball game without paying 
a cent. He even enlarged upon the 
possibility of renting the window for 
a modest sum and thus making the 
window pay for itself in a single sea- 
son. This would seem to be the only 
logical way to proceed in making such 
a sale, as it is. But how many mer- 
chandisers are still attempting to sell 
radio equipment for instance, on the 
basis of its technical advantage over 
some other make, instead of what it 
will bring to the home; or the electric 
range on the argument that with cur- 
rent at six cents it will only cost one 
and seventy-seven seventy-eighths as 
much to operate an electric range as 
a gas range. 


y. 





CHICAGO: 
R. D. Flavin 





“bo iT nuecraY 


Wabash 0144 


Western Adv. Mgr. 
53 W. Jackson Boul. 


Publishers also of the EMF ELECTRICAL YEAR BOOK 


HOWARD EHRLICH, Pres. 


LECTRICAL TRADE PUBLISHING COMPANY 


CHAS. W. FORBRICH, Vice-Pres.-Gen. Mgr. 


53 West Jackson Boulevard, Chicago 


NEW YORK: 
D. G. Pilkington, Mgr. 
280 Madison Avenue 


Subscription: U. S., $1; 





CLEVELAND: 
H. F. Frick, Mgr. 
409 Marshall Bldg. 
Telephone Caledonia 0270 Telephone Cherry 2067 
Canada, $2; Foreign, $3 

Member Audit Bureau of Circulations 


BOSTON: PACIFIC COAST: 

Geo. E. Pomeroy, Mgr. R. H. Thiess, Mgr. 
170 Summer St., 216 Byrne Bldg. 
Room 524 Los Angeles, Calif 


No. 11 4 


y 

































THE JOBBER'SfA)SALESMAN 








































Wg iA A J See how thewire 
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HREAD it through the hole! With National Brackets, 

wires can be run, attached or merely threaded. Easier, quicker, 
neater and at far less cost. Every insulator is designed to withstand a load of 
350 lbs: and if it is broken, there still remains a stout U-bolt that will hold 
the wire secure. 


National Metal Molding Company 


WORLD’S LARGEST PRODUCERS OF ELECTRICAL 


CONDUITS AND FITTINGS 


4 1118 Fulton Building, Pittsburgh, Pa. pi 


Represented in All Principal Cities 


| National 
IJBrackets 





















NATIONAL BRAOKE) 









November, 1924 





THE JOBBER’SIJSALESMAN 











Frank Albert Merkel 


January 14, 1883—October 4, 1924 


None knew him, but to love him 


None name him, but to praise. 


genuine emotion of sorrow, that we an- 
nounce the passing from this life of our 
friend and fellow worker, Frank Albert 
Merkel, secretary 
and general man- 


1: IS with profound regret, a most 





ager of the Elec- 
trical Trade Pub- 
lishing Co., on Sat- 
urday, October 4, 
1924. 


With unflinch- 
ing courage and a 
sweetness of spirit, 
extraordinary in 
its constancy and 
consistency, he 
kept his face to- 
ward the light and 
battled and hoped 
for several years 
against the en- 
croachment of a 
malignant and ap- 
parently incurable 
disease. He was a 
gallant soldier, 
and fought with 
honor the battle of 
life. Though suf- 
fering greatly for 
a long time, he 
shirked no duty, 
asked no quarter, 
and at the end 
passed from slum- 
ber into unconsciousness, withholding from 
family and friends any tincture of despair or 
distress on his account. 

Frank Albert Merkel. was born in Brook- 
lyn, N. Y., January 14, 1883. After attend- 
ing public school he entered the employ of 
the old Electrical Review as an office boy, 
his willingness, winning personality and his 
unusual aptitude as a student of publishing 
and advertising bringing him rapidly to a 








position of responsibility and major impor- 
tance. With the purchase by the Electrical 
Review of the Western Electrician, he came 
to Chicago in the fall of 1908, although a 

' very young man 


= : for the post, prac- 


tically assistant 
business manager 


of the publication. 
In 1917, with the 
change in owner- 
ship of the Electri- 
cal Review, he re- 
mained with the 
International 
Trade Press 
until January, 
1920, when in 
association with 
Mr. Howard Ehr- 
lich and Mr. 
Charles W. For- 
brich he became 
one of the organ- 
izers of the Elec- 
trical Trade Pub- 
lishing Co., pub- 
lisher of The Job- 
ber’s Salesman 
and the EK MF 
Electrical Year 
Book. 

In June, 1911, 
he married Rose 
Thompson, of Chi- 
cago, IIl., who sur- 
vives him with two sons, Frank Thompson, 
12. and John Howard, 8. There are also 
left to cherish his memory his mother, Mrs. 
Katherine Merkel, and two brothers, Arthur 
John and Howard Seton Merkel. 


He was a delightful companion, a valued 
friend; a constructive, powerful influence 
for good in his chosen work. A noble hus- 
band, son and brother has passed on. His 
place will be hard to fill. 


THE JOBBER’SfA)SALESMAN 








ELECTRIC 





won Electric “Hot Water Bottle” 


that needs no water 


HE Westinghouse Electric Warming 
Pad more than answers the need for 
a hot water bottle. 


For bodily discomforts of any kind — for 
pains and aches—it is like a gentle, warm 
massage. It is also convenient for warm- 
ing babies’ beds, and for furnishing added 
comfort to. the old folks. 


The Westinghouse Electric Warming Pad 
has a popular appeal that creates sales 
wherever it is displayed. 


Westinghouse Electric & Manufacturing Company 
Merchandising Department 
Mansfield Works Mansfield, Ohio 
Sales Offices in All Principal Cities of 
the United States and Foreign Countries 


Westinghouse 
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When a Jobber Came Back— 
What He Found 


Jim Bateman Listens to the Call of the Wild and Returns to the 
Jobbing Business After Seven Years—Problems of the 
Industry as He Sees Them Today 





Reported by FRANK B. RAE, JR. 


> 





Cleveland Branch of the Western Electric Co., and 
In 1924 he sat down 
officially behind the glass door marked “general manager” 
in the office of The Erner Electric Co., also of Cleveland, 


[ : 1917 Jim Bateman resigned as manager of the 


left the jobbing business flat. 


anywhere as jobbers?—and if so, where —and why: 

It occured to me that the observations of a man who 
had known the jobbing game intimately in the old days, 
who had played it fast, fair and successfully before the 
war, and who now returned to it in a position of import- 








and proceeded to renew his acquaintance. What changes ance after seven years in other fields, would be worth 
Were the old problems of 
Were the 
new problems easier, harder, or of the same general 


other got 


had seven years wrought? recording for the readers of THe Jopper’s SALEsMAN. I 


sought Jim out, pumped him with patience. The results 
of the interview are respectfully submitted. 


No need here to flatter Jim Bateman. The oldsters in 


the electrical jobbing industry still unsolved? 


degree of toughness? In words, had we 


Tr g 








the “father of co-operation” in the electrical industry and with 
H. A. Tremaine, former treasurer of the National Lamp Works. 
He returned to the electrical jobbing business this year as gen- 
eral manager of The Erner Electric Co. of Cleveland, O. 


James M. Bateman resigned the management of the Cleveland 
ranch of Western Electric Co. to become president and gen- 
ral manager of The Tabor Ice Cream Co., Cleveland, O. Later 
ie was associated in various enterprises with J. Robert Crouse, 
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this trade of ours know him well. He is one of those 
oversize jobs—oversize in inches and pounds, oversize in 
good and tolerance, and, what doesn’t often 
happen, with an oversize container of common sense. 


nature 


What he says about 


what could and what could not be done for the customer, 
and how long it would take. They could cover up and 
protect the firm’s weaknesses and cash in on its strength. 
Their knowledge of the inside workings gave them a 

chance to use their 





the jobbing _ busi- 

ness, after being 

away from it for High Lights in Bateman 
seven busy and suc- . 

cessful years, he Philosophy 


says in the spirit and 
words of a man who 
wants to help make 
things better. I 
make this point 
plain to you because 


tion is past. 


Jim made it plain to 


Multiplicity of 


me. 

“The change which 
impresses me most,” 
says Bateman, “is 
what may be called 
the localization of 
the jobbing business. 
It seems no longer 
possible for a job- 


red. 
thumb. 





HE DAY of the far-flung jobber’s organiza- 


Intensive selling means intelligent salesmen. 

A card index is not a mere “list.” 
an accurate visualization of all the buyers. 
lines—the take-your-choice 
basis of selling—does not permit of enjoying one 
of the most profitable things in the business— 
the sales franchise offered by the supplier. 

Lady Lucky will no longer keep us out of the 
Substitute the slide rule for the rule of 


heads, to grasp op- 
portunities, to side- 
step trouble, and to 
deal in performances 
rather than promises. 


“T find few sales- 
men today _ so 
equipped—and I 
claim it is not fair to 
the salesmen. We ex- 
pect them to accom- 
plish things without 
preparation, and it 
can’t be done. The 
solution I have per- 
sonally hit upon is 
to bring the outside 
men closer to the in- 
side organization, to 
encourage these men 
to study and under- 


It should be 








bing house to cover 
big territory efficiently. In our case, the territorial limit 
placed upon us by the new competition is an approxi- 
mate circle of about 150 miles radius. Adequate, eco- 
nomical and competent coverage beyond that limit does 
not appear to be practicable either from the standpoint 
of service to the customer or profit to ourselves. I am 
convinced that the day of the far-flung jobber’s organi- 
zation is past. 

“This restriction of territory is not entirely a matter 
of competition: The reduced gross profit rate is prob- 
ably just as important a factor. We cannot spend as 
much time and money selling. We cannot jump a sales- 
an order that, at present 
margins, may not pay his salary and expense. An 


analysis of the business which I made soon after coming 


man a hundred miles for 


here, showed that we had five good producing salesmen 
on whom the house was not breaking even, simply because 
they were operating too far away and trying to cover 
too much ground. Intensive cultivation of a limited 
and naturally circumscribed territory appears to me to 
be almost the first rule of present day jobbing. 

“Intensive selling means intelligent salesmen. Perhaps 
the greatest shock I received on returning to the jobbing 
business was given me by the salesmen. Please believe 
I am neither ‘knocking’ the present generation nor glori- 
fying the older men when I say that the salesmen we now 
have need a lot of coaching. They are the same good 
men at bottom, and probably they put as much, or even 
more, into their jobs than the men I worked with seven 
years ago, but it is a fact that they have not the same 
grip on their trade. 


“There are a number of reasons for this. A majority 
or present day salesmen started as salesmen, whereas in 
my previous day most salesmen worked their way up 
through the organization and finally graduated onto the 
road with an intimate knowledge of the firm’s stocks, 
policies, resources and capacity for service. They knew 


stand the _ service 
facilities of the house and even the personalities which 
control the operation of these facilities. ‘Tom’ on the 
inside will somehow manage to do a lot more for ‘Harry’ 
on the road than Department X will do for a pink order 
form. Personality is still the most powerful factor in 
We cultivate it. 

“It appeared to me when I first returned to the busi- 
ness that present-day salesmen also lack the same inti- 
mate knowledge and close contact with the trade that 
used to be 


business. 


common with salesmen of 10 years ago, 
Here, again, it is easy to dismiss the matter with a snap 
criticism—easy to say that the younger generation has 
fallen down on the job. But have they?—and if so, 
whose fault is it? 

“As a matter of fact, the number and diversity of 
buyers has increased to such an extent, and they are 
found in such a wide variety of trades and industries, 
that anything like the old personal contacts are practi- 
cally impossible. But it appeared to me when I came 
to study this phase of the present-day jobbing business 
that, lacking the personal contacts, we face the neces- 
sity of substituting ‘something just as good.’ In other 
words, the industry cannot afford to sit down and bewail 
the good old days when our salesmen knew every buyer, 
and every buyer’s baby, by their individual front names; 
we cannot afford to lose our knowledge of the field even 
though we have lost to a considerable extent, the inti- 
mate personal knowledge of men. 


“Our own solution of this problem is a card index 
of every purchaser of electrical material, actual or pros- 
pective, in the limited territory we have set ourselves 
to serve. This index is not a mere ‘list.’ It is an actual 
and accurate visualization of all the buyers, their esti- 
mated yearly purchases of everything we have to sell, 
and what proportion of these purchases we should nor- 
mally expect to supply. On this card we keep also the 
record of calls and sales, and each (Turn to Page 116) 
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Problems of the Industry 


Frank Expression From Many Jobbers Concerning the Major Problems 
Confronting the Electrical Jobbing Business Today. 
Suggestions for Improvement 


HE IDEA was conceived that it might be well for electrical jobbers to have all the major 
problems confronting them neatly tabulated for ready reference, that none might be over- 


looked, particularly at the Cleveland convention. 


Some 60 representative jobbers, well distributed, 


were asked to write their opinions as to the four most important problems confronting the industry. 
Their replies are herewith printed, except in the case of those who enumerated problems like over- 
head, profit, organization, etc., which might be classed as individual problems rather than prob- 


lems of the industry. 


All these letters are interesting and worth careful 


study. To visualize 


the replies, a table has been compiled and appears on the next page giving the “votes” on the 80 


” 


odd “candidates. 


It is not surprising to find certain favorites, like education of the dealer, financing 
the dealer, reduced margins and manufacturers’ selling direct, in the lead. 


In the main, the things 


or troubles enumerated are the ones that co-operative effort may relieve—Eprror’s Nore. 


H. R. Worthington, pres., Florida Electric Supply Co., 
Jacksonville, Fla. 
(1) 


educating him to be a business man, so as to insure a 


The building up of the contractor-dealer and 


permanent outlet in his particular territory. 
(2) 


holding companies and forming them into a syndicate, 


The purchase of local central stations by large 


using a central purchasing agent to purchase all their 
requirements. This is making deep inroads on the job- 
bing business, and as to what the answer will ultimately 
he regarding this class of business the writer is unable 
to foresee. 

(3) 
is commonly known as his natural territory and doing 


build 


from the business. 


A jobber covering territory which is not what 
this to up a volume regardless of profit derived 
I find in a great many cases where 

jobber does not intensively work his natural terri- 
tory but goes into other territories to build up volume 
that he has one set of prices for his natural territory 
and another one for the territory that can be economi 
cally supplied by some other jobber. 


P. Stern, pres., Interstate Electric Co., New Orleans, 
La. 

(1) 
turers by selling the jobber, the dealer and sometimes 


Lack of business ethics on the part of manufac- 


large consumers at jobbers discounts. 
(2) The 


the electrical dealers are not merchants, but 


of 


engineers 


seleetion of retail outlets. Too many 


and the development of the dealer and the consumer 


30 as to place them on a profitable operating basis is 


our second big problem. 


(3) 


The consolidation of the power companies into 








a few large combinations, eliminating the distributor and 
reduces his sales possibilities tremendously. 

(4) 
the manufacturer, jobber, dealer and central stations, 
each now working along their own individual lines for 
their own interests. 


Last but not least, is lack of co-operation between 


Walter Williamson, gen. mgr., Alpha Electric Co., Inc., 
New York, N. Y. 

(1) 
ply jobber in the United States today—of doing business 


The problem that confronts every electrical sup- 


on the staples of the electrical line at an average gross 
profit of from five to 10 per cent against a wartime over 
head of from 12 to 17 per cent comes first. The average 
jobber is paying his overhead on the staples of the line 
with the profits derived from his sales on specialties and 


radio. The staples of the line are not paying their own 
way. This problem is not local or peculiar to any special 


district or territory, the situation exists all over the coun- 
try. 
(2) 
sion to electrical contractor-dealers, who have taken on 
the handling of 


The problem of the control of credit exten 


radio, but who have not gotten addi 
‘apital into their business to finance the added 
volume created by radio. 

(3) The ever increasing number of small manufac- 
turers of heating devices and other specialties, as well 


tional 


as staples, who cannot find jobber outlets so are selling 
direct to the contractor-dealers at jobber’s prices. 

(4) The total lack of concerted effort on the part of 
the jobbing industry as a whole to consistently work to- 
gether-—forgetting factional differences—so as to first 
recognize and_ state of the fundamental 


some wrongs 








John J. Cooper J. S. Kimmel W. R. Herstein 


P. Stern 





W. B. Satterlee 
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of the jobbing industry, 


Charles W. 
Pittsburgh, Pa. 

(1) Industrial plants 
are 


forming separate 


departments or are 
using their purchasing 
agents’ departments in 
for 
the 


discounts on 


an effort to 
their 


secure 
employees 
dealer’s 
electrical appliance s, 
such as radio, washing 
machines, vacuum clean- 
etc. When they 
are able to 


ers, 
persuade 
wholesale house 
at the 


s, and 


some 
to sell them 
dealer’s price 
these dealer’s prices 
are turned over to their 
employees, the 
the employees 


hear that their 


neigh- 
bors of 
neigh- 
bor has purchased cer- 
tain appliances at deal- 
er’s discounts. Immedi- 
they 


every means possible of 


ately start to use 
purchasing such appli 
ances as they may need 
also at the dealer’s dis- 
this way, 
especially in the Pitts- 
burgh district, 


counts. In 


has gotten abroad that electrical appliances can be pur- 
chased at considerable discount from the regular estab- 
lished retail prices, and which at best do not leave the 


dealer too much profit. 
(2) 


(3) 





H. R. Carroll 


Ridinger, 


and then work to correct them. 


pres., 





Pittsburgh district, and knowing that since they cam 


give as good service as the local wholesale house, t! 


Iron City Electric Co., 


cut the market price to get orders. We 





Results of a “Vote” by Leading Jobbers 
on the Most Important Problems 
Faced by the Industry 








lL. “Midacalion OF Sie Caer ass masse ee cern 10 
2. Manufacturers selling direct to dealers and industrials... 8 
8. Credit extensions—financing the trade...................-..---.-..-+--+-+ 8 
4. Reduced margins allowed by manufacturers...................-------. 8 
5. Central stations buying direct—syndicates............................-. 7 
6. Manufacturers appointing wholesalers loosely................ me 
= MIDI DER ION NOT RUNNIN a ware co mc eng as net cs Gere a openaces 4 
8. Too easy for irresponsibles to go into jobbing business... 4 
9. Lack of co-operation by various branches of the electrical 
industry Ee nn oe Sr ae eee 3 
10. Destructive competition pam DODGY Sasso acne ences 
11. Too many jobbers.......... AN RC 
12. Too many manufacturers seeking WIE ssc oc cceecccderoll 
18. Allowing dealers’ discounts to other classes............................ 2 
14. Operations of jobbers foreign to a given territory............ 2 
15. Too many non-electrical jobbers handling electrical goods.. 2 
16. Pirate manufacturers and jobbers... Rach a LEE 
17. Co-operation among jobbers... pest Parca cee 2 
18. Standardization and simplification oF ETI , 2 
19. Manufacturers requiring jobber to take risks through long 
time, non-cancellable orders a en Ae Rehan oe, 
20, ommionea- CWeks § ...2. ae ee ee ae a 
21. Operations of unethical manufacturers’ agents..................... 1 
22. Average size of jobbers too small..............-................-40....--. a 
23. Jobbers’ anxiety for volume regardless of price................ | 
24. Penalizing merchandiser through illogical taxation.............. 1 
25. No profit for dealer in merchandise lines.............................. 1 
26. Small average size of invoices since the war.......................... 1 
27. How is the jobber to hold the appliance business.................. 1 
28. Inability to establish standard retail prices because of 
OVOFIMNGINE TERRIBURONNS oi. ose sen hs ons ttnce Sepesatee 1 
29. Lack of public knowledge re — merits of electrical 
goods Bens eee sade bee soausprs nots e Unvaunycoses te ReAa me cetece 1 
the idea (1) 


or any other industrial district, 


There are so many manufacturers making com- 
peting lines that it is impossible for them to get estab- 
lished wholesale houses to take on and push their lines, a 
and then they go direct to the dealer or industrial, and 
put the dealer on a wholesale basis, and sell the indus- 
trials at dealer’s prices for the reason that they must 
give them this concession on account of not being able 
to give as good service as the local wholesale house. 


Jobbers through other districts come into the to 


(2) 
great many 


least which does not have 


(3) 


business. 


the fact that so many 


Paul Tafel O. Fred Rost 








manufacturers of 


L. L. Hirsch 


believe t! 
the time is coming w! 
the 
will 


wholesale jobly 
have to draw 
closer to their home t 
ritories, and 
trate. 

(4) We find that 
number of manufactu 
ers in war times ai 
since have doubled a: 
tripled their 
and when business sloy, 
up they appear t 
think that they can 
stimulate 
appointing addition «| 
wholesale distribut or s 
for their lines, and pick 
out some responsible 
dealer, or would lx 
dealer, and put him on a 


conce 


factori: 


business })\ 


wholesale basis. In this 
way they take away 
from their old esta) 


lished wholesalers _ thie 
particular territory co\ 
ered by the local dealer. 


Browne, 
pres., Ele: 
trical Supply Co., Chi 
cago, Ill. 


Charles E. 


American 


Consigned stocks placed by manufacturers in 
the hands of dealers who are unethical in their business 
principles is one of the problems. 
consigned stocks should be carried by any but legiti 
mate electrical supply jobbers. 


In my opinion no 


The next problem experienced by old line job 
bers is the duplication of various lines of goods causing 
jobbers to carry abnormal inventorivs 
thereby tying up capital which is non-productive or at 
proper turnover. 

The next problem in my opinion is the simplic- 
ity and ease with which any one can go into the jobbing 
I presume this situation is more or less due 


electrical 





C. E. Browne 
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appliances are springing up all over the country, and in 
order to find a market for their product it becomes neces 
sary for them to establish some one as a distributor. 

|) The fourth and by no means the least impor- 
tant of any of the reasons is the activity displayed by 
manufacturers’ agents, especially the one who has a 
warehouse and carries a large stock for distribution in 


his territory. I would not care to go on record as 


stating that all manufacturers’ agents are a menace, 
but I am convinced from experience covering a great 


many vears, that a large percentage of them are unethi- 
cal and use very little judgment as to whom they should 
make distributors, and they bring their influence to bear 
upon their manufacturing connection in such a way that 
tley are prompted in a great many cases to place their 


good 


z 


wares with people whom we would not consider 
jol bers. 

Willard W. Low, pres., Electric Appliance Co., Chi- 
cago, Ill. 

1) Keeping the electrical lines in the hands of the 
electrical jobber. Too many non-electrical jobbers han- 
dling electrical goods. 

2) Tendency of some manufacturers to go after busi- 
ness direct instead of keeping to the electrical jobbers. 

3) Too many manufacturers for volume of business, 
thereby making it too easy for a new “would be” jobber 
to be put on a jobbing basis. 

t) Lack of co-operation the different 
branches of the industry—-manufacturer, jobber, central 
station and dealer-contractor. 


between 


E. J. Spencer, sales mgr., Brown & Hall Supply Co., 
Si. Louis, Mo. 

(1) Difficulty of educating the buyer to the use of 
the better class of fixtures and materials. 

2) The contractor-dealer without this education is 
unable to pass this along to his customer. 

3) Lack of cooperation of many manufacturers in 
such a campaign of education. 

t) Senseless and destructive competion in the ordi- 
nary lines, 


Frank H. Stewart, pres., Frank H. Stewart Electric 
(o., Philadelphia, Pa. 

1) There are too many jobbers and manufactur- 
crs’ agents covering the field and quadrupling the sales 
expense. 


2) In the large centers there will have to be con- 
solidations of capital, stocks, etc., in order to improve 
s-lling costs. 





(3) The same thing applies to manufacturers in a 
great many lines. 
(4) The average jobber today is too small to render 


a complete service and spreads his efforts too much in 


consequence, 


J. C. Davidson, mgr. elec’l. dept., The Hendrie & Bolt- 
hoff Mfg. §& Supply Co., Denver, Colo. 


(1) Too anxious to get volume of business, regard- 
less of price. 

(2) Unlimited credit given by manufacturers to new 
jobbers. 

(3) Manufacturers establishing stock warehouses in 


various locations, enabling small and new jobbers to 
enjoy the best discounts and quick deliveries, with prac- 
tically no. investment. 

(4) 


ties, resulting in manufacturers seeking a market direct 


Over-saturation of market on various commodi- 


with the dealer. 


W. M. Perry, pres., Perry-Mann Electric Co., Inc., 
Columbia, S. C. 

(1) 
and financial status of purchasers. 

(2) 
rial that move regularly. 

(3) 
modations to a greater extent. 

(4) 


jobber and the consumer, either by cutting out or im- 


Proper limitation of credit in relation to moral 
Confining purchasers to standard lines of mate- 
Getting more dealers to use local banking accom- 
To raise the plane of the man between the 
proving the unfit. 

R. H. Scott, adv. mgr., Carter Electric Co., Atlanta, 
Ga. 


(1) 


« merchandise profit. 


The inability or impossibility for dealers to make 
There is practically no dealer in 
our entire territory, regardless of his volume, who can 
show a real profit on pure merchandising, without tak- 
ing into consideration contracting or big fixture business. 

(2) 


direct to big central stations with certain of their mer- 


The increasing tendency of manufacturers to go 
chandising lines. Although central stations in many in- 
stances want to support the jobbers and do their busi- 
ness through them, it is being made increasingly hard 
on account of some few manufacturers who are willing to 


sell direct, in order to get the business. This, of course, 


tempts other manufacturers to follow suit. 


(3) 


trial customers merchandise goods, 


The drawing of a definite line on selling indus- 
(Turn to Page 64) 
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Closer Credit Extension 
Co-operation 





Thousands of Dollars Are Charged Off Annually Because of Loose Credit 


Extensions. 


Those Not Guilty Throw the First Stone. 


Evil Can Be Remedied if All Pull Together 


By J. B. TERRY 


OR EVERY dollar’s worth of merchandise shipped 
from a jobber’s warehouse, a dollar in cash, or 
the equivalent, must be returned to the jobber. I 
wonder how carefully each sales manager tries to drive 


this important point home to 
his men? I wonder how many 
times each month some sales- 
“takes a 
recommends to_ his 


man chance” and 
house a 
questionable credit risk? Why 
should the question of credit 
be such a delicate subject with 
salesmen and their customers? 

Let’s consider this problem 
Why 
The 


exchange of merchandise for 


from back to this point. 
is a transaction made? 
money is made as a conveni- 
ence to people to secure the 
necessities of life and happi 
ness. For this convenience all 
are willing to pay a fair 
profit, toll or transfer charge. 
Necessarily, then, the greater 
done 
the greater should be the in 


the volume of business 
crease of pleasure and profits. 

But wait! Does Bill Seller 
stop, as he should, and think 
of all the preliminary steps 
that are necessary before 
a safe exchange of his mer- 


chandise for his  prospect’s 


money can be completed? He 
boss has impressed volume on his brain until he entirely, 
or at least very often, forgets profits. 
sales is sacrificed each year by sales effort spent on 


Presideat Terry-Durin Co., Cedar Rapids, Ia. 


are literally thrown away. 











J. B. Terry 








wants volume, 


and 


More volume in 


unworthy credit risks than any of us can realize. 


efforts should be devoted entirely to the fellow who has 
a reputation—the fellow who is known to pay for what 


he buys. 


Why does not every jobber in the electrical industry 
who extends credit make a hard and fast rule govern- 


ing credit extensions? 


Why do each and every one of _ ing. 
us extend the average customer more credit than any 
one individually should extend? 
that each of us can name dozens of customers who have 


You know, and I know, 


received as much credit each from as many as six to 


10 supply houses as any one of them should extend 
And at the end of each year we all go carefully over 
our accounts and charge off thousands of dollars that 


“Well, what can 
What remedy can 
you use?” I’ll make a sugges 
tion: Suppose you, Mr. Credit 
Man, and you, Mr. Sales Man 


You 
you do? 


say, 


ager, just have a conference 
and agree that the sales de 
partment will ask credit only 
where it is conscientiously 
credit should be ex- 

And then let the 
credit department stand firmly 
on giving credit only where 


known 
tended. 


credit should be _ extended. 
Why Sales 
Manager, have your salesmen 
sold on_ this 
point that the first thing they 
do about a new prospect or a 


lame duck customer is to se 


don’t you, Mr. 


so. thoroughly 


cure satisfactory credit cre 
dentials? Have them know 
without question that it is 


useless to send in orders with 


out proper references. Have 
them understand that their 
customers must know’ when 


they give references that good 


reports will follow. When a 


his salesman begins to learn that time spent on poor credit 


Our 
sentative. 


to spend his time where it will count. 


risks is killing his volume of business he will soon learn 


If he does not 


grasp this slant of his business quickly he is not a busi 
ness man, and neither you nor I want him as a repr 


Now, when you have your sales force well trained 


and enthused on the correct business principles of ex 





from your competitor? 
General Manager, of building a 


tending credit, you should look to the policies of the 
general management for final support and proper back 
How many hours are spent by salesmen in trying 
to secure business from prospects who already are recei\ 
ing more credit, or at least their rightful limit of credit. 
Why not establish a policy, Mr 


(Turn to Page 122 
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Mc Kew Parr, President and Sales Mana- 
ger, Parr Electric Co., New York, 
N. Y., Gives Views on Six 
Major Problems. 





Eternal Problems 


Sales Manager 


Answers to Six Questions Relative to 
the Operation of a Sales Department 
Given from Month to Month by Lead- 


of the 


ing Sales Managers 








Hiring and Training Salesmen 
UR business was started in the post-armistice 
depression. We had no young men in the busi- 
ness to promote. Experienced salesman at that 
time were clinging to their jobs like leeches and would 
not risk starting with an entirely new house. So our 
experiences in first securing men might well be termed 
special and no general conclusions could be drawn from 
them. 

One thing I would say, however, and that is, it pays 
to study your man carefully and be sure that if he has 
any latent powers, they are not being stifled through 
pure lack of experience. This can best be explained by 
telling a story of an actual experience we had with one 
We at the 


He had never sold anything and had never been 


salesman, hired this man time mentioned 
above, 
in the electrical business, all his previous experience hav- 
ing been as a draftsman and clerk in a government 
bureau. 

\t the outset he was given a high-class district, though 
not exclusively. For the first six months he hardly turned 
in an order. He would not have lasted that long if we 


He 


He was quick to grasp 


lad not noted some promising qualities. was con- 
stantly studying the material. 
instructions. Always tractable, he did what he was told. 


One Thursday he came in and said he was going to 


it on the next Saturday; that he thought he was no 
geod as a salesman and was going to take a clerkship at 
a small salary and considered that in view of his hopeless 
showing, two days notice would be enough for us. To 
tell the truth I was reconciled—almost. 

But something told me to go one step farther and I 


ked that in the two days left he go around with me to 
And what I saw and heard was a 
The reception that he received everywhere 


soe his prospects. 


~y 


elation. 


was cordial. Everybody knew him from the elevator men 


Some of the buyers whom I knew had reputations 
for grouchiness had a kindly word for him. I could see 


once what he could not—that he was making progress. 





We got back to the office at 7 o’clock on a cold, slushy 
night. Everybody had gone home but I stayed over to 
I told him he was not a failure 


But he was depressed and insisted 


argue it out with him. 
and should not quit. 
on resigning. He took all his turn-downs very much to 
heart. All his golden hopes had turned to clay. 
licked very nearly to a frazzle. 

Then, as a last resort, I made him this proposition; 


He was 


that if he would stay on for another six months I would 
buy his possible commissions, whatever they might be, at 
a figure well above that of the clerkship he was contem- 
plating. He told me I was foolish that we would lose 
badly on such a deal but after considerable persuasion 
At the end of the six months he had more 
He stuck to 


job and in a few years he became a really first class 


he agreed. 
than earned what had been promised. his 
supply salesman. 

It is my belief that he succeeded primarily because in 
addition to having latent selling ability, he was tractable. 
attributes 
salesman 


I place the latter quality among the primary 
of a salesman. Watching the course of this 
after that, I observed that he passed through what you 


might call five epochs. I find the same is true of nearly 


all new men and must be taken into account. 
(1) 
Anxiety comes and he turns in a bunch of rotten credit 


He falls for all the 


The period of training and learning the line. 





risks—anything to get business. 


dead-beats. 


(2) Begins to promise unreasonable service to ac- 
counts—this also in an effort to build up his slim quota. 
(3) Being a new man in an organization, he gets 


the left-overs. When he does finally break in finds he 
has picked the lemons and gets discouraged. 

(4) Then he attempts to 
extremely low prices. 

(5) 


in it for him until the firm makes money, begins to get 


drag in business at 
Finally comes to realize that there is no money 


some trade established on a sound basis and is off on the 
right foot. 
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A salesman, no matter how bright must lend himself 
to the sales manager’s ideas. In other words, he must 
be tractable. At the same time it follows, that the sales 
manager must be tolerant and as far as possible, after 
laying down the general rules or plans, be indulgent in 
letting the man take care of the detailed procedure in 
arriving at results. If a sales manager is dogmatic or 
bureaucratic with a high-strung man and tries to make a 
marionette out of him he only succeeds in upsetting the 
man. 

I do not think I am fanciful when I say that if a 
sales manager has had experience in handling and caring 
for horses, that the same methods of securing the most 


from individual horses will result equally well 
handling men. They have the same characteristics, 
willing, spirited types, the faithful plodders, the s: 
tive imaginative ones, the sluggish, indolent shufflers ; 
the occasional slacker who should be disposed of at o1 

Both salesman and horses alike have a very keen se 
of injustice when directed toward themselves and } 
should be given the benefit of any doubt when t! 
appear to miscarry. 


Selling a Salesman on the House’s Lines 
In this direction we prefer to follow what may 


termed the “private school” plan. (Turn to Page 6 





Co. of Philadelphia has capitalized on the name 
of its building which is called “The Old Mint” 
building. It will be interesting to many to know why 


I + a long time the Frank H. Stewart Electric 


the name was selected and of more interest to know 


how deeply Frank H. Stewart, ——EEEe 


president of the company, has gone 
into the subject. It may be re- 
marked that Mr. Stewart is an his- 
torian of national reputation, not an 
amateur historian by any means, so 
when he moved their headquarters 
to 37-39 North Seventh street, 
whereon had stood the building 
occupied by the first United States 
mint, he dug much deeper than 
was required for the mere founda- 
tion of the building. He has traced 
the history of the mint back to 
the very beginning and the result 
of his findings will appear shortly 
in a book. 

The “History of the First United 
States Mint, its People and _ its 
Operations” has been compiled by 
Mr. Stewart from a great number of original manu- 
scripts in the form of letters, diaries, documents and 
account books also from contemporaneous newspapers, 
Government reports and interviews with descendants 
of persons connected with the mint more than a century 
ago. Month by month, year after year as his time 
permitted, for the past 17 years, he has found frag- 
ment by fragment the facts contained within its pages. 

Anything that engaged the attention of men like 
George Washington, Thomas Jefferson, Alexander 
Hamilton, Robert Morris, David Rittenhouse, Elias 
Boudinot and Benjamin Rush, the foremost patriots 
of America, is surely American history of interest and 
importance. All of them were active participants 
either in the creation or the operation of our first 
United States mint. Historians, teachers and numis- 
matists paid so little attention to it that even its exact 


location at one time was a matter of dispute and debate 








Frank Stewart, Historian of the Old Mint 


despite the fact that it was the first building erected 
for a public purpose by an act of Congress. 

In making excavations for the present Stewart 
building, many queer things were found. At least 
half a dozen wells were found in the foundation which 
had been covered up and for years 
no one had known that they were 
there. In the foundation they 
found many old coins, mostly of 
copper, some of them helping Mr. 
Stewart to place in the history 
real facts concerning the coinage 
of cents and half cents in 1793, ’94 
and ’95, the account of which will 
appear in print for the first time. 
These coins are exceedingly rare 
and no one knew exactly how many 
had been coined. In his investiga- 
tions he found the exact coinage of 
the dates. 

The old building was the first one 
ever erected by authority of Con 
gress and construction was started 
in 1792, Alle the money in_ the 
United States from 1792 to 1832 
was coined here. During that time they had free 
coinage of silver. People would bring silver and get 
back the identical amount in coin with no expense for 
coinage. During the first 40 years of its operation the 
United States lost money on coinage to the extent of 
$630,000. The only thing that showed a profit to the 
Government was the coinage of copper. At first, it 
was Thomas Jefferson’s duty to buy the copper. All 
copper was imported. There were no mines in this 
country. 

In the early days they had one watchman and a dog 
to guard the mint at night. For a time the motive 
power was oxen and two horses, also some man power 
was used, or until 1816, when a 10 horse power steam 
engine was bought. They used coal in 1793 as fuel and 
this is the earliest use of coal in this country that has 
ever been recorded. The mint was the largest user 
of coal in Philadelphia, burning besides coal, also some 
charcoal and wood. 
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Jobber Executives to Discuss 
Problems of the Industry 


Fall Meeting of the Electrical Supply Jobbers Association Promises to Break 


Attendance Records. 


Evolution of the Jobbing Business Brings For- 


ward More Questions and Policies for Consideration 


PPORTUNITY lies before the jobbers this month 
at Cleveland to formulate, officially or otherwise, 


plans to meet conditions in their very rapidly 


vrowing industry. The 
jobbing business is get- 
complicated 
More work- 
ing at cross-purposes is 
evident within the job- 


ting more 
every day. 


bing branch of the elec- 
trical industry as well as 
between it and the other 
branches than was the 
case even a few years 
avo. Some of the old 
problems of the industry 
are becoming acute, while 
sticking 
As evi- 


new ones are 
their heads up. 
dence of this, note the re- 
marks by 30 prominent 
jobbers which are printed 
elsewhere in this issue. 
So as stated in the be- 
vinning, there is a possi- 
bility, and certainly there 
is opportunity, for this 
meeting to go down in 
history as one at which 
there was more brass 
tack discussion and more 
real results accomplished 
than at any 
meeting of this old and 


previous 


honored association. 
Cleveland welcomes the 
ssociation back, and the 
ates of the meeting are 
November 17 to 21, in- 
lusive. As usual, the 
irst two days are devoted 
» meetings of the ex- 


cutive committee, and 
lso the merchandising 
ommittee. At the open 


ieeting on November 20 


program of much promise will be carried out. 
‘uy E. Tripp, chairman of the board of directors of the 
Vestinghouse Electric & Mfg. Co., will address the meet- 
ig on the subject—‘‘Manufacturers’ Distribution Prob- 


” 


ms.’ With all the discussion that is now going on 


bout there being too many manufacturers seeking out- 


¢ Bd 
Rie 


f 





The Hotel Cleveland, Combining Comfort, Dignity and Good 
Taste, Has Once More Been Chosen As the Place for the 
Fall Meeting of the E. S. J. A. The Management 
Extends a Hearty Welcome, and, As in Years 
Past, the Jobbers Are Sure to Feel At 
Home There. 


E. S. J. A. Program 


Cleveland Meeting 
Hotel Cleveland 


November 17—Meeting of Executive and Merchandising 
Committees. 


November 18—Meeting of Executive and Merchandising 
Committees. 


November 19—Executive Session. 
November 20—General Meeting (Open). 
November 21—Executive Session. 


General 


mon sense, 





lets, appointing distributors loosely, etc., this address by 
the high official of one of the largest manufacturers in 
country, on the subject named will be followed closely. 


E. Pen Denton, presi- 
dent of the Denton Elec- 
trical Engineering & Con- 
struction Co., Kansas 
City, Mo., and chairman 
of the committee on Na- 
tional Electrical Code of 
the Association of Elec- 
tragists, International, 
will discuss the subject— 
“Enforcement of the Na- 
tional Electrical Code.’ 

“Local Electrical 


League Formation and 


‘Organization,’ an address 


by Earl Whitehorn, com- 
mercial editor of the 
Electrical World, will 
conclude the program of 
the general meeting. 
With the presidential 
election out of the way. 
with a vear of fairly good 
returns practically com- 
pleted and a bright out- 
look for 1925, it is prob- 
able that the 


Cleveland will not be 


faces at 
long drawn out. The 
medicine men who have 
been abroad in the land, 
and this year in the ether 
have 


also, will quieted 


down and the noise of 
their tom toms and their 
died 


cymbals will have 


away in the distance. 
Now everybody can get 
down to work. 
a ; 
This is a new era in 
the 
business—but an era of 


electrical jobbing 


problems, not of prin- 


ciples. Each problem must be weighed and tested through 
the old basic principles of economics, honesty and com- 


The thoughts expressed, the co-operative movements 
that may be started at Cleveland this year will be of 
upusual importance to the well-being of the industry. 
































































THE JOBBER’S(A)SALESMAN 








Principles That I Have Followed 
in Building an Organization 


Every Laborer Is Worth His Hire—He Is Also Worth His “Higher” 
as Soon as He Earns It, and Without Asking 


By C. E. LUDOVICI 


President and General Manager, Jones-Beach & Co., Philadelphia, Pa. 





O DOUBT a_ long-winded 
N article could be written by 
the right man on “How To 


Build Up An Organization.” It 
could be stretched book 
After all, however, it boils 


ral 


out into a 


by some. = 
j on his job. 


down to this—that every executive 

recognizes his own set of a relatively 

few principles. His success, I im- given charge of 
; i * — | Co., which Mr. 

agine, ae pe nas on 10W wise y 1€ He has fulfilled 


chooses this set of rules, and, more 
important, how consistently and per- 
In work- 
ing with my organization there are 


home. It was 


sistently he follows them. Sy edlustch tak a 





a few things that I try to bear in 


HE success that Mr. Ludovici 

has attained in Philadelphia he 
nas earned by developing a natu- 
bent for organization work, 
by a rigorous course of training 
and finally by being “let alone” 
He spent 18 years 
under the eye of Mr. E. B. La- 
tham in New York, and then was 


Latham controls. 


building up a flourishing business, 
recently moved into a large new 
believed that Mr. 
“message” and so 
it turned out.—Eprror’s Norte. 


fied” but is continually seeking to 
broaden his field of activity he will 
go far. 

Once I went away on a vacation 
and I asked four men in my organi 
zation to write me a letter each day 
to visualize as best they could th 
day’s business. They all did this, 
but as is always the case, one man’s 
letters stood head shoulders 
above all the others. Try it. 

Who is the man in your office, who 
is the old standby when you go away? 
When you telegraph or call up by 
long distance. who always relieves 


Jones-Beach & 


and 


the trust by 








mind always, and they all may be 
very briefly stated. 

Surround yourself with self-satisfied individuals and 
you will always remain small. 

This may sound at first like a contradiction. But | 
want around me men who do some straining at the har- 
ness, who will not let well enough alone and who chafe a 
bit, if you please. They want to expand themselves, and 
in so doing they will expand you. 

Get the man who is willing to gamble with you on a 
future. 

If a man has not the vision to see where your busi- 
ness is headed and that he and likewise his success. are 
to expand with it, he is living in the present only. He 
wants to be in the self-satisfied class. 

The young organization cannot afford to go out and 
hire the readymade man. 


If vou hire a salesman or any other man who can 
command a price that is so high that the limitations of 
your business will not permit him to earn it for some 
little time to come, no matter how long you may be 
reconciled to “stand the gaff,’ he will become worried 
and dissatisfied. If he is the real, high-calibre type 
that he professes to be he will almost certainly “‘fire”’ 
himself before he goes far. 

Constantly watch your man and pile the work on 
him. See how he handles it. 

This does not require much in the way of elabora- 
The power to assimilate work and dispose of it 
in an orderly, systematic way is one of the first requisites 


tion. 


in this or any other business. 
I watch the man who tries to make a job for himself. 
This is the next index of expansion in a man following 
the one in the preceding paragraph. After a man has 
proven his ability to absorb, if he is still not “self-satis- 


your mind? He is the man who will 
sit in your chair. 

When a man is stymied he comes to you for advice. 
When he does, turn the question back on him. 

In a case like this, see if he will go through the mental 
process of thinking it out. If he will not, and will not 
attempt to give you an answer he is shifting responsibility 
to you. He is not the kind of man that you want. He 
should give an answer, right or wrong. 

The 100-per-cent-perfect organization is able to do 
everything without you. 

The perfect executive is a man who in reality has no 
job at all. , 

In placing men in a territory you must cater to the 
family or home-tie element. 

Every man has a right to a happy home life. He 
cannot do good work if the executive deliberately dis 
regards this and arbitrarily makes assignments of terri 
tory that interfere with this right. It pays to put a great 
deal of time and study on the matter to bring about as 
good an average condition in this respect as possible. 

Length of service does not necessarily make a star, 
but we recognize it nevertheless. 

A man should not be compelled to come up and ask 
for an additional stipend if he has earned it. We always 
see to it that men of long service and good service are 
fully paid. 

We like to bring home to a salesman the sting of pain 
of the lost order that comes with a commission arrange 
ment. . 

In developing a sales organization, we have had men 
on our staff under practically every method of compensa 
tion. But very largely for the reason given above w 
have a decided leaning toward a salary arrangemen'! 
coupled with some commission (Turn to Page 51 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 



















































































































































































EASTERN STATES* | CENTRAL STATES* | WESTERN STATES* 
MARKET PRICES | MARKET PRICES | MARKET PRICES 
Sept. 15 to General Sept. 15 to General Sept. 15 to General 
COMMODITY Oct. 15 Trend Oct. 15 Trend | Oct. 15 Trend ; 
Transformers, insulators, distribution equipment ee 14 7 as lasek _ 3 | 16] 1 Bad baal 2 3 1 0 0 
Poles and pole-line hardware ............... ae Le it feud 4 20 4) * Ww je Ba a 2 he fees oe Hs me Es 
Switchboards and accessories .................. = foal 10 Back Maca Rad’ Foxit 13 | 15 Mes faa 1 1 3 2 5 0 
Motors and control apparatus ................. 2 Ww 9 me hot | . 18 | 10 eee Fon Rud 0; 7{ O| O ims 0 
Saleliy Meriemeie cei oe oe er ecene cease een had Band 4| 2 inal 1 idl anal 2 Es : 0 Si 7] @} 2 ond 0 
Wii GRUNIES Sick cde cace sess eoeumcemamers 16 isd 3 adh baal ms 18 | 16 0 1 om 0 7 3 0 1 9 0 
Condintt Ga UG. < 5 os sdze. sn s'caioss eitemens 19 hea 1 met ad * 20 14.| 0 1 26 7 5} Sj 1 uh o 0 
idee oo. ec eale e eiee SI es we oe ee eed 11 | 16 ae 25 Bai 11/19 1 0 | $1 0 5 4 0 0 9 0 
RB. C. Wite aa Chee sce occ hans sncee oe ee Be 17 ans Masall Ral 18 | 15 lead bed (a soe ae 1}; 4] 5 
Wy WR ye niche ce eaters arlene 4 | 22 2 Hest 13 9 | 20 + 1} 8 + 5 2 + 
PAOD 2 cot rene Lees Gate Der neue ees fond Feel 0 3 fino he 20 | 14 0 ed 30 + 8 1 1 1 
industrial ROROCKOES. ©. so500 cases wale vou cwevs 7.221 6; 2733s 1|| 8 | 20] 6 1/33] 0 4 2}; $ 8] 0 
Commercial Pru tiie WHNGS. ccs wc ca ee ne oe es 9/15] 6 me vd SA 18/181 & 1] Se} @ 5 1 1 6 | 0 
Residential aS aera an ere wars ers Mle 10 | 11 4| 0} 25 0 9116] 2&2] 0} @}-54 Si SS} O 1 + 1 
Street highting Gauipiient.. .... 200.666 65 os dees 1 8] 8 | * 17 0 2); 10] 15 1} 24] 2 GO] S31 2} OF &} @ 
ae Me, : sccm T TERETE Te 18|16| 4] 1); 380} @]/11]/19} 4] 1/30] 3]} 4] 5] of O} 7] 2 
Motor-driven appliances ...... ..ccceecccess 5/14] 6| 0| 2] 1 17} 9| O| 27] 1 1] 4] Sf] O; 7] 3 
WNT Ga acy ees ie isaa ian ners 0} 2|e2] 0/21] s|| o| o| 2} of 21} si] of} o| 7] of 7 
Radio crave cub Gaine tela SWd oes oe ei eretk bie erarmen eta aaa s 20 6 0 24 1 25 4 28 1 5 2 0 1 5 1 
‘lashlights and batteries...................02. 12} 18 3 1 | $2 0 || 20 | 18 1 33 0 5 + 0 8 1 
I iia din dik dices ene ds St Si €@i Ci vt 6 0; 56|;12] 0/17] 0 Oo}; 1} 2] O}] Si] O 
eee TTR ne 4] 11 $! 0] 18] 0 ee 7) Cty te" 6 $i.$) 1 0| 6 0 















































*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucku, Tennessee and Alabama; 


Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla- 


ioma and Texas; Central States all between. 
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When the French Say 
“Fires of Joy” They Ex- 
press the Deepest Ancestral 
Feeling 

































K HAVE often noticed children danc- 
ing and yelling and otherwise making 


merriment about a fire in the open. 
These bonfires are called “Fires of Joy” by the 
French. 'They go back probably the farthest in 
our ancestry, as the first 
pleasure of man was the 
discovery of fire. It was 
this which was celebrated 
by the Greeks in the le- 
gend of Prometheus, who 
was alleged to have stolen 
fire from the gods and 
given it to man, and was 
punished for it. 

This legend contains 
the idea that somewhere 
in the time past man 
made what was probably 
the greatest discovery in 
the world, which was the 
discovery of fire. ‘They 
probably got it first from 
voleanic clefts and nat- 
urally regarded it super- 
stitiously as being some 
kind of a gift of the gods 
which elevated the race 
of men above that of the 
animals. No animal 
makes fire. A fire is the 
thing that all animals are afraid of. It repre- 
sents that device of mankind by which man 
demonstrated his superiority over the beast. 

Our earliest parents, probably after shiver- 
ing all their lifetimes in caves, rejoiced in the 
prophet who brought them fire. This discovery 





rs 
Fire 
The Secret of Its Fascination for the 
Human Race 


By Dr. FRANK CRANE 


enabled them to control climate, to exist indee:| 
in climates that were unfavorable for them anc 
otherwise unsuitable for human life. 

A curious German has drawn the origin o! 
the Christian religion from the making of fire. 
The sun, he declared, as 
the source of all power 
upon earth was the type 
of the Universal Father. 
Wood was the Virgin, 
wind was the Holy Spirit 
which, blowing upon the 
wood fanned the wood 
into flame and fire. Final- 
ly the product of burning 
wood was the Only Be- 
gotten Son of the Father. 
the Savior of Mankind. 
The earliest emblem of 
the Christian religion was 
the cross, which was made 
by laying two sticks of 
wood across each other to 
form a fire. This explan- 
ation is curious to say 
the least and goes back 
to the beginnings of man- 
kind. Most inventions 
are new ways to make 
fire and are valuable as 
being representative of 
man’s dominion over the earth and its multitude 
products. 

In children dancing around the open fire. 
therefore, we see an illustration of mankind 
rejoicing over that invention which represents 
his dominion over the earth. 


Copyright, 1924, by Dr. Frank Crane 












An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Pictorial Review of Electrical Developments 


‘*Rainbow Fountain,” 
which was located on Pleas- 
ure Island in Chester lake 
fronting the club house at 
Chester Park during the 
midsummer’ electric and 
radio show in Cincinnati, O., 
from August 16 to 80. This 
was conducted under the 
auspices of the Cincinnati 
Electric Club. 

The fountain was _ oper- 
ated by electric pumps pro- 
jecting water in a_ spray 
that rose 75 ft. 

Searchlights having 10,- 
000,000 beam candlepower 
and equipped with colored 
prisms, played on the cas- 
cade of falling water and 
the mists that broke and fell 
from the crests of the 
sprays. As the color combi- 
nations were continually 
changing, many wonderful 
effects were achieved. The 
fountain was designed and 
erected by a crew of electri- 
cal engineers under the su- 
pervision of C. W. DeForest, 
chief electrical engineer of 
the Union Gas & Electric 
Co. 
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Rainbow colored streams will flow from 
the fountain in City Hall Park, New York, 
N. Y., when this installation of electrical 
apparatus is ready for exhibition.—Photo- 
grams, 

The rotor of a steam turbine being un- 
loaded at the Crawford avenue station of 
the Commonwealth Edison Co., Chicago, III. 
This rotor weighs 87 tons and when assem- 
bled will travel at the speed of eight miles 
a minute. 

The vast generating station under con- 
struction for more than a year past and 
which will far out-rival in size not only any 
other station of the company, but any in the 
world, was expected to “take life” by Octo- 
ber 15. Three giant turbo-generators will 
constitute the first section. One unit, for 
which this rotor was built, was made at 
Newcastle-on-Tyne.— Underwood. 
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This is said to be the 
world’s largest loud 
speaker—at the Radio 
World’s Fair. Miss Doro- 
thy Nesteel took a dare 
and climbed on top of it. 
—Kadel and Herbert. 
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In the toy vehicle parade just held in Cincinnati at Chester 
Park, little Frank Richard Norton, 14 months old, won a special 
prize for the little Go-Bi-Bi upon which he rode. It was not 
the vehicle alone which entitled him to the prize but the novel 
way in which his father equipped it with a Crosley radio set and 
an aerial. The set was complete with batteries and as the child 
went along in the parade the music from broadcasting station 
WLW was heard. 


Col. E. H. R. Green, son 
of Hetty Green, and the 
world’s foremost amateur 
radio fan has been con- 
ducting experiments in 
his specially built labo- 
ratories on his estate for 
18 months and now prom- 
ises movies by radio. He 
has been able to broad- 
cast movies 60 feet and is 
now working to perfect 
it. Col. Green’s WMAF 
broadcasting station near 
Buzzards Bay is one of 
the best in the east and 
from letters he has re- 
ceived from England, the 
strongest trans-Atlantic 
transmitter in this coun- 
try. Colonel Green is 
shown in this photo “lis- 
tening in” in his radio 
studio.—Photograms. 
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Somebody is always coming out 
with a “smallest electric motor 
ever built.” The latest aspirant 
for the honor is H. C. McBroom, 
of Houston, Tex., who put in a 
couple of hours every day for two 
months to complete the tiny ma- 
chine. The motor is less than an 
inch in height ad weighs exactly 
a quarter of an ounce. It is an 
exact duplicate of a large motor 
of the Jenny Electric type. There 
are three inches of wire in the 
small armature and nine inches in 
the field.—International., 








G. <A. Jackson, undersea 


diver, successfully broadcasted 
an address on the joy of deep 
sea diving, describing every- 
thing he saw, walking on the 
ocean’s bed off Atlantic City. 
The photograph shows Miss 
Alma Tell, presenting Mr. 
Jackson with a cup, after his 
adventure. The microphone can 
be seen in the helmet he has 
just removed.__‘Kadel & Her- 
bert. 




















A radio set made out of a 
German wine bottle was one of 
the many interesting exhibits 
seen at the Radio World's 
Fair, New York, N. Y. This 
two slide crystal set was made 
by radio operator, John Cox, 
U. S. N. He says it brings 
back memories of the Rhine to 
him, at any rate, he looks that 
way.—Kadel & Herbert. 
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G. E. Cullinan 


General Sales Manager, Supply Dept., Western Electric Co., New York, N. Y. 
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MEN YOU SHOULD KNOW 


G. E. Cullinan 


HERE are 49 houses of the Western Electric 
Te Supply Department, including main and 

branch houses. Together, they did a business of 
so many millions in 1923 that the volume represented 
buying and selling on a tremendous scale even in these 
days of big business. The chief responsibility for both 
sales and sales -policy for all of these houses centers in 
one man—G,. E,. Cullinan. 


General Sales Manager 
Supply Dept., Western Electric Co. 


loses no time in telling the man so, looking out for 
him and helping him to get started in some other work 
where he can make a real success—if you care to call 
that firing.”’ 

Mr. Cullinan is wrapped up in the merchandising 
game—for it is a game with him and he gets more 
pleasure out of it than most men do out of straight 


play. He is a great believer 





What manner of a 
holds the reins of a merchan 


man 


dising business of this magni- 
tude? Time must be the very 
stuff of which life is made, to 
one with a job like this. Is 
he autocratic and domineering 
Is it a week’s task to get to 


see him? If you do, will it 


be bang! bang! One, two 
three and out! The writer 


must confess that questions of 
this came to mind in 

get from Mr. 
some of the facts 

his life history. 
usual in crossing 
bridges prematurely the 
“dope” was all wrong. In 
100 East 
street in New 
York all was as serene as a 
day in June. The man 


nature 
planning to 
Cullinan 


lars annually. 


concerning 
But as 


the big office at 
Forty-second 





him- 


“Automatic” 
Merchant 
EK. THINKS through to the 


end of : 
problem and sees the finished 
picture without getting tangled 
up in the preliminary details. 
In him centers the responsibility 
for the purchases and sales of 
a great many millions of dol- 


organization of great size and 
unusual efficiency to handle a 
business of such magnitude. He 
has sold himself to this organiza- 
tion in wonderful style. 


in using his organization to 
the utmost and_ he 


never 
fusses with the details down 
the line. Nevertheless he is 


a great worker. His duties 
call him away from the office a 
great deal and he goes and 


merchandising comes 


duties 
call—day or night, week days 
or Sundays. 

Another man could not say 


whenever these 


enough about him as a team 
worker, saying that he sells 
himself to his organization in 
wonderful style. Without be 
ing in the least easy-going he 
gives great consideration to 
those working for him. He is 
a believer in putting respon- 
sibility where it belongs. If 
a man is given a job to do 
undertake it and 
carry it through in a manner 


It takes an 


he must 








self was calm, unruffled by 
the day’s work and, what is significant, absolutely unin- 


terrupted while the affair of the moment was taken 


in hand. Somewhere back of him was the quiet, smooth 
running machinery of his. organization but it was 


nowhere in evidence. 


Conditions were right for a good: story, but what- 
ever the merit of this one may be there is much of it 
that had to be compiled from sources other than Mr. 
Cullinan himself. He was amiability itself, with a 
rank desire to say anything which might be of inspira 
tion to other salesmen who are coming along the route 
that he has traveled. But when it came to talking of 
himself—well he was good on dates. 

“He is an automatic merchant,” one man says of him. 
‘He thinks through to the end of a merchandising prob- 
lem -sees the finished picture without getting tangled 
up n the preliminary work that must be done before 
it is finished.” 

“ullinan has two kinds of friends,’ said this same 
mar, “the ones he has helped on in the organization 
ind those he has fired out of the organization, and I 
beli ve that the latter like him fully as well as the 
others. By this I mean to say when Cullinan finds a 
mar in his employ who is much better fitted by his 


ibil ty and training for some other line of work he 








to produce the necessary re- 


sult, but in so doing he is given every opportunity to 


make good. Strange as it may seem in an organiza- 


is said to 
of the sales force. 


tion so large he know personally nearly all 


G. E. Cullinan was born in Genese, N. Y., August 
5, 1878. His birthplace was on a farm near the town 


and his principal schooling was at Genese, about four 
miles distant. Later he entered a Normal School where 
he prepared himself for the occupation of teacher. Be 
fore going into teaching work, however, he decided upon 
a college course and went to Williams College, Willias 
tewn, Mass., from which institution he graduated with 
the 1901 

To those who chased the sheepskin in the classrooms 
of any of Williams’ collegiate foes, Cullinan was that 
wild athlete from Williamstown who used to delight in 
smashing up the most carefully prepared interference 
on the football field, the most distant of fences by his 
“Babe” 


field records in the hammer throw. 


class. 


Ruth tactics on the diamond, and all sorts of 
He was a fit develop- 
ment of the boy who had often walked four miles to 
grammar school and who, if he did ride, usually was 
found barebacking it on the most untamed colt in the 
neighborhood. 

114) 


(Turn to Page 


The same tendencies to fight 
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Profit-Making Pointers for Your 
Dealers and Prospects 


 Rercmngte for a well-known Milwaukee jobbing 
house tells us how he helped a dealer in Racine 
clean out an assortment of odd sizes, makes, and slow- 
sellers, which made it possible for that dealer to place 
a fair sized order with the salesman’s house for a stock 
of radio supplies. When approached on the question of 
putting in a radio department the dealer stated that he 
didn’t have the capital to make 


“blotter-man”! In the first place blotters as an advertis 
ing medium have a practical value beyond the messay 
that they carry They are seldom thrown in the waste 
basket, and are kept where the prospective customer can 
continually read the message. At the right hand side of 
the blotter cut two diagonal slits about one-half inch long 
and insert in the slits, each month, an announcement of 

some new item placed in stock, 





the investment until the first 
of the year, but the salesman 


etc. In other words, use tl. 


insert on the blotter to keep 


oan wh) a . 3 
quickly saw the reason when E' ERY  jobber’s — salesman the prospect or customer in 
he checked over the stock of can open new accounts, formed of the new things that 
items that had been in this build up old ones and create are taking place in the dealer's 


dealer’s place of business for 
year. Some of the 
“novelties” had “stuck’’ since 
the day that he bought his first 
stock of goods to open his 


over a 





good-will by passing on mer- 
chandising ideas to the dealer. 
Lift one of these, give it a new 
coat of paint and put it to work 
for you this month. 


place of business. The blotter 
can be a miniature house organ 
—with a short editorial print 
ed on the blotter itself each 
month, or on the piece that is 
inserted in the slit. The 
editorial could be called ‘Van's 








store. 
The salesman found -two 
tables in the stock room, 


cleared them and placed them at the back of the store. 
Then he and.the dealer went through the stock and picked 
out enough slow movers to pile the first table full. They 
went back through the stock and picked out about 25 
popular items which they placed on the second table. 
Both tables were placed in the window with an announce- 
ment saying that on the following week all of the items 
shown in the window would be mixed, and each tied up 
separately in bundles. All of the bundles would be 
placed in the window, and bargain week would be de- 
clared. Each bundle could be purchased for 50 cents— 
the purchaser taking a chance on what he drew from the 
assortment. It was advertised further that nothing 
would be placed in the window that had not at one time 
been priced at 50 cents or over. 

The jobber’s salesman said that the Racine’s dealer 
cleaned out the window in two days, and placed a nice 
order for radio supplies and other appliances with his 
house, and that the bargain window has become a monthly 
feature. 


VERY dealer, no matter how small, is looking for 
He wants 
to do something that builds up the good will of the 


some inexpensive method of advertising. 


house; but at the same time, his advertising must pull 
immediately to the extent that it at least pays for itself. 
He prefers using the mails, but the average type of book- 
let, or other printed matter runs into so much money 
that he can’t afford it. 
an Omaha jobber salesman is passing on to his customers 


Here is an advertising idea that 


that may appeal to you as worth telling your trade about. 
The idea is for the dealer to mail to all of the architects, 
builders, contractors and other prospects, each month, 


a colored blotter. He should get to be known as the 


Bulletin’, or some such name 
The salesman who is passing on this advertising stunt, 
takes one of the blotters at the hotel and prepares it 
as described above before he presents the idea to the 
dealer. 


NOTHER stunt similar to the one described above. 

is to suggest to the dealer that he go over his books 
each month and take off the names of customers that 
have not bought anything during the month. This list 
should only include those who have their accounts clear 
to date. Then take one of the dealer’s statements and 
sent it out at the first of the month to this list with the 
following message typed or written across the face of 
the statement: 

“Our books“show that you owe us nothing! We wish 
that you did. We want to tell you at this time that 
we have received a shipment of ........ and that 
we believe that you would be interested in seeing these. 
We are, going to keep open until eight o’clock in the 
evening all of this week, and trust that you will find 
time to come in and see us.” 


Fp ct travelling Indiana, handling a lin 
of washing machines only, tells us of an inexpen 
sive advertising stunt that he uses to open new accounts 
When he strikes the town the first thing he does is to 
call on one dealer that he wants to sell, observing, wil 
he is in the dealer’s store, some of the larger items tliat 
he has in stock. He picks out one of these, say a vacuum 
cleaner, gets the name and a circular describing this 
cleaner. He goes back to the hotel and purchases ‘iv 
government postal cards. On one of these cards. hi 
letters in large type one word that best describes thi 
merits of this cleaner. Below (Turn to Page 5? 
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Super: Light! 
Super-Lighting means more light 
with greater economy. 


GIANT and LEVIATHAN are the 
two new: reflectors developed ex- 
pressly for super-lighting. Each 
takes a standard 500 watt lamp. 


Day and night these new reflectors 
prove the “‘dollar and cents’’ value 
of more light in the window, Super- 
Light for super sales! 


Curtis Lighting, Inc. 


1131 W. Jackson Boulevard Merchants Nat’l Bank Bldg. 


New York 


With “Center Spot Beam” 


Like a ‘“finger,’’ it points out the most impor- 
tant item in the display window and adds ad- 
vertising value to window space. 


Tell your dealers to point this compelling 
“finger” of light at something in their own 
window. Then they can show other merchants 


how FLOOD-RAY gives that “look-this-way”’ 


command! 


No. 33 is to be used day and night. Easily in- 
stalled. Requires only one standard 200 watt © 


lamp but it does the trick! 





CHICAGO Los Angeles 
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Post-Glover’s Thirty-Second 
Milestone 

On September 12, 1924, the Post- 
Glover Electric Co., Cincinnati, O., 
celebrated its thirty-second anniver- 
sary. The date also marked the com- 
pletion of the company’s first year as 
a General Electric distributor. 
‘Ground has been broken for the 
new warehouse at Third, Mulberry 
and Pearl streets, to be occupied 
jointly by Post-Glover and G. E. 
Add to this news the announcement of 
a new catalog on the way and it looks 
like the beginning of a new era for 


the company. 
reise 


Crescent Buys Out Tri-City 


The Crescent Electric Supply Co., 
Dubuque, Ia., has purchased the Tri- 
City Electric Supply Co., Davenport 
and will operate it under the same 
name as the parent company. ‘Thos. 
F. Kelley, formerly sales manager 
at Dubuque is now manager at 
Davenport. Changes in the Daven- 
port sales personnel will be announced 


jac ord 1 


SLT Ry, 











z ve) 


Axa V SG 





Seattle Jobber Sells Out 
The Globe Electric Co., Inc., Seat- 
tle, Wash., has bought the entire in- 
terests of the Tri-State Electric Co., 
of the same city. The Tri-State plant 
at 108 Prefontaine Place will close, 
the business moving to the Globe 


headquarters at 312 Second avenue. 
* * * 


New Location for Sibley-Pitman 


Brooklyn Branch 

The Sibley-Pitman Electric Corp., 
New York, N. Y., announces that its 
Brooklyn jobbing house, formerly 
the Brooklyn Electrical Supply Co., 
which was purchased about two years 
ago, will move to larger quarters at 
the corner of Clinton and _ State 
streets, Brooklyn. 

The new location will take care of 
the company’s expanding business 
throughout Long Island and offer 
better transit facilities to the trade 
purchasing in Brooklyn, and for de- 
liveries throughout Brooklyn, 
Queens, and Long Island. The new 
telephone number in Brooklyn is 
Main 8500, and business started at 
































Harry Havey Promoted 
The Electric Appliance Co., Si: 
Francisco, Calif., announces the « 
pointment of Harry D. Havey 1s 


sales manager, succeeding Grover 
Andersen, resigned. Mr. Havey is 
a native of California and has been 
with the Electric Appliance Co., for 
over 13 years. For several years |) 
has traveled for them in Nevada. Hi, 
success has been hastened by the ni- 
ture of his experience, which includes 
construction, stock and purchasing. in 


addition to sales work. 
* * * 


Percy Shows ’Em 


Percy Oblinger came up to Chicago 
from Indianapolis a short time ago 
and fell in with Spaulding of Trum- 
bull, Merrill of Appleton and Weaver 
of Rome Wire. They took him out 
to Olympia Fields either to show him 
off or show him up, it makes no dif 
ference which. At any rate Perc) 
proceeded to get busy with his tools, 
and before the afternoon 
shot two birdies. Esop said 2000 
vears ago: “It is better to swing a 


was over 





later. the new location October 1, 1924. good mashie than to acquire riches. 
“Service With a Smile” 
Above is the slogan of which bank they may hap 
the Republic Electric Co., pen to be on they will bé 


Davenport, Ia. They have 
been in business eight years. 
Every man takes an interest 
in the business and counts 
his customers as part of the 
House. Their territory ex- 
tends on two sides of the 
Mississippi and no matter 


T. W. ROSEEN 


Salesman 


H. F. SIEMSEN 
Asst. Treas. 











O. H. FRICKEL 
Sales Mgr. 


J. S. KIMMEL 


Pres.-Treas. 














ORA PHARES 


Salesman 


OTTO KERN 
Salesman 






G. E. CHAPMAN 
Gen. Mer. 


found constantly trying to 
keep the electrical suppl 
business on as high a plan 
as possible. From Mr 
Kimmel, the president, t 
the voungest salesman the) 
are regular fellows. The) 
certainly make you feel at 
home in Davenport. 







WM. ASMUS 
Chief Clerk 


P. L. ASBURY 


Salesman 
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“Wotice the Lighting Lguipment” 


Ceiling Fixture No, 505 
Diameter—7”—Height 2% 


” 


VitriFigcD Pottery LIGHTING FIXTURES 


(Patents Pending) 
They do not tarnish or corrode 
Always easy to clean 
HESE fixtures have the beauty of the Potter’s Art 
combined with their utilitarian value. 


The fixtures are finished in a brilliant white glaze and 
beautiful, endurable colored pottery glazes: 





White Blue 
Gray Golden Brown 
Old Ivory Bronze Green Nickel plated fastening screws; fitted with ad- 
Black justable bridge to fit amy standard outlet box 
Waterproof pigtail sign socket. Packed 12 to 
the carton. Excellent for the outside porches; fine 
THEY {RE for bathroom, small kitchen, hall or bedroom 
4 . ee 
Ornamental Sanitary 
Decorative Moisture Proof 
W ashable Shock Proof 
sO -lye-acid 
will cel fr sl W eather proof 


No. 505 as a ceiling unit, in any color mentioned above, 
and a pair of No. 510 WALL BRACKETS make an 
unsurpassable bathroom fitment. They agree in design 
and can be selected to match in the Pottery finishes. 


“Standard package quick moving lighting fixtures for 
the jobber and retailer” 

WALL BRACKET No. 510: 

Pull chain socket. If keyless is desired chain can be 


fastened inside so it is not visible or hole objectionable. 


All fittings heavy nickel-plated. Equipped with adjust- 


able bridge or strap to fit any standard outlet box. 


Two color No. 14 stranded wire pigtails. Packed in 


individual boxes; 12 to the carton. 


ua ort FRANKLIN POTTERY 


Width 4” ( A CORPORATION) 


ice aies LANSDALE PENNSYLVANIA 
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The House of Andrae 

The Julius Andrae & Sons Co., of 
Milwaukee, Wis., has had a birth- 
day. Founded in 1860, the house of 
Andrae is 65 years old. It has given 
uninterrupted service to the dealers 
of its for almost  three- 
quarters of a century. 

Attaining leadership years ago, in 
being the largest electrical whole- 
house in the Northwest, the 
company then used the same princi- 
ples in building its large automotive 
equipment business. 

Seeing the possibilities offered 
through the extension of radio to the 
homes, the house of Andrae was one 
the first large electrical whole- 
salers to enter the field on an ex- 


territory 


sale 


of 


tensive scale. 

Such nationally recognized names 
as Westinghouse, Radio Corporation, 
Gould Battery, have become 
popular locally through association 


Cit. 
with Andrae. 
* * * 
Salesmen Buy Montreal 
Jobbing House 

J. H. Perrault, manager of the Auer 
Light Co., Ltd., Montreal, Quebec, 
has sold his interest in the business to 
two of his employes, L. A. St. Amand 


and J. E. Cote. Mr. St. Amand is 
manager and Mr. Cote secretary- 
treasurer. Both are fine fellows and 
deserving of success in their new 


activities. 


Moock Stages R C A Exhibit 


A Radiola educational exhibit held 
forth from September 29 to October 4 
at Canton, O., under the auspices of 
the Moock Electrical Supply Co. 
The affair was a great success, and 
was very well attended. On Wednes- 
day, October 1, a luncheon and meet- 
ing for Radiola dealers drew an en- 
thusiastic attendance of 90. Meade 
Brunet, Chicago district manager for 


the Radio Corp. and P. E- Moock 
were the speakers. 
* * * 
Changes in Personnel 


M. F. Goodheart, formerly man 
ager of Wm. H. Taylor & Co.’s elec- 
trical department, has been appointed 
manager of the Coghlin Electric Co., 
He succeeds Mr. 
Felker who is going into business 
for himself in Ft. Wayne, Ind. The 
Coghlin folks are in the midst of an 
extensive Mazda lamp campaign. 

Howard W. Minchin has been made 
office and credit manager of the Requa 


Worcester, Mass. 


Electrical Supply Co., Rochester, 
NN. F. 
O. L. Ferguson, formerly branch 


manager for the Varney Electrical 
Supply Co., at Evansville, Ind., has 
the In 
Richards, 


been appointed auditor of 
H. 


sales manager will assume the man 


dianapolis house. J. 


agerial duties at Evansville. 
Frank Steinbeck takes charge of 
the telephone quotation department of 





the Parr Electric Co., of New Yo: , 
N. Y. He succeeds Harry Brace, 


who is to manage a new Parr branc'). 
* * * 


Perlewitz Promoted 

When A. J. Callaway left the St 
Lake office of the Western Electric 
Co., to be sales manager in charge of 
the Indianapolis branch he was suc 
ceeded by J. M. Perlewitz of the 
sales department. Mr. Perlewitz his 
been a Salt Lake man since 1906 and 
a Western Electric man the greater 
part of that 18 years. He has been 
in sales work almost continuous!\ 
He was born in Illinois, went to 
grammar school in Chicago and hig), 
school in Pueblo, Colo. He is very 
well known in the Salt Lake terri 
tory and has a host of friends. 

2 & 

Electrical Inspectors to Meet 

in Louisville 

The Western Association of Elec 
trical Inspectors will hold its annual 
convention at the Brown Hotel, Lou 
isville, Ky., on January 27, 28 and 
29, 1925. 

Every one interested in specifica 
tions and regulations the 
installation of electrical equipment is 
invited to attend. Programs 
other detailed information may be 
obtained from G. M. Miller, chairman 
arrangements committee, care Louis 
ville Gas & Electric Co., 1304 South 
Seventh street, Louisville, Ky. 


covering 


and 








Here are 92 executives and employes of the Philadelphia Elec- 
Thirty-three and one-third 


tric Company Supply Department. 


per cent are smiling, which is a good percentage. 
was the annual outing at Howard McCall Field. 

The main feature of this annual outing is a baseball game 
between the office force and the warehouse, which is always 
played with much enthusiasm and watched by all with great 
The game was won this year by the warehouse team, 
who now take possession of the silver cup until the following 


interest. 


«8 


Jae) 


wet > 


«a 
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=> 
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year. 
The occasion in the club house. 
dancing. 


right are: 





During the remainder of the afternoon miscellaneous 
sports were held, and at 7 o’clock an excellent dinner was serv 
After dinner the prizes were awarded to 
winners of the various events, and then followed an evenin 


The six men sitting together in the front row, from lef 
S. C. Cooper, sales manager; R. F. Power, mana; 
G. H. Salmon, salesman; W. E. Moore, credit manager: 
Parsons, assistant manager, and S. C. McFall, buyer. 
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“BULL DOG” 


ENCLOSED SWITCH 








The Great “LUMINIZED” Process 


The safety switch made safer—no more groping in the dark. The 
“LUMINIZED” process makes the Bull Dog Safety Switch luminous 
in the dimmest light. It is the result of years of exhaustive research 
and practical tests by Bull Dog electrical engineers and is used 
exclusively on Bull Dog products. This luminous aluminum finish 
is applied by our own special process, involving the depositing of 
aluminum flakes under high temperature. 


After all, can you 


think of any good The improved “LUMINIZED” finish is not only luminous, but 

reason why Safety has an attractive appearance and stays clean. It is durable; resists 

; Switches should be rust, acids and alkalies; and permits a direct ground for wire or 
_ finished in black? fitting. Bull Dog Safety Switches add this greatest improvement of 


all to their many.quality features, and at no increase in price. 


You will want to use these improved safety switches. Descriptive 
circular and prices will be sent on request. Let our engineers 
work with you on your requirements. 


MUTUAL ELECTRIC AND MACHINE COMPANY 
DETROIT, mE 





SAFETY SWwirCHES 


SWITCHBOARDS«PANELBOARDS-CABINETS 
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Said Harry Czech (on the left,) city 
sales manager of Julius Andrae & Sons 
Co., Milwaukee, Wis.: ‘“Here’s your 
chance to show the folks down home what 
real cops we have up here.” So we 
dragged “Jack” into the picture. He 
watches over the Andrae corner. 


Nashville News 

The Braid Electric Co., Nashville, 
Tenn., announces the promotion of 
Phil P. Porch to the position of road 
salesman. Mr. Porch, who has been 
an inside man with Braid for several 
vears, will cover eastern Tennessee, 
his at. Chat- 

Phil’s training and ability 
will make him a success in the field. 





making headquarters 


tanooga. 


The Tennessee Association of Elec- 
trical Contractors and Dealers met in 
Nashville, October 27 and 28. Elab- 
orate plans for the entertainment of 
the guests were carried out in true 
Nashville 


note in the business were on hand. 


style, while speakers of 


ease 
42808 2500s scLemeesesseces cases ages! e . 


Electragists Discuss Merchan- 
dising at West Baden 


Merchandising relations between 
the jobber 
manufacturer came strongly to the 
fore at the twenty-fourth annual con- 
vention’ of the Association of Elec- 
tragists, International, held at West 
Baden, Ind., Sept. 29 to Oct. 4. This 
question occupied the whole of the 
second day’s business session, begin- 
ning with the address of W. R. Her- 
stein, chairman of the policy com- 
mittee of the Electrical Supply Job- 
bers Association who presented the 
distributor's viewpoint. George E. 
Purvic, assistant to the president of 
the Hurley Machine Co., and Albert 
Wahle, president of the Albert 
Wahle Co., spoke from the angle of 
the manufacturer. The speakers ad- 
mitted that there were faults in the 
present methods of distribution but 
asserted that neither thé jobber nor 
the could be wholly 
blamed for this, and that the way to 
work out the question of adequate 
compensation and an equitable dis- 
tribution policy was through co-oper- 
ation of all commercial interests in 
the industry. No action was taken 
on the question until after the con- 
vention had heard a talk by John F. 
Gilchrist, vice-president of the Com- 
monwealth Edison Co., of Chicago, 
Ill., and vice-president of the N. E. 
L. A., which was made on the follow- 
ing morning. Following that the re- 
port of the trade policy committee 
was approved and the committee was 
its efforts to 


contractor-dealer, and 


manufacturer 


instructed to continue 


* 


This is a fine likeness of Bill James, 
sales manager for L. A. Woolley, Inc, 
Buffalo, N. Y. Miss Billeb, bookkeeper 
of the company introduces him as the only 
“Hole-in-Twelve” member in the company 
But if the others told the truth—nuf sed 





improve distribution policies. 

L. G. Ross, chairman of the stand 
ardization committee, in presenting 
his report at the last session on Fri 
day brought out the fact that an over 
whelming majority of 
queried by the committee 
stocking of white pipe only, and 
eliminating black. The convention 
passed a_ resolution 
that hereafter, in the interests of 
standardization, members stock onl) 
the zine-treated wrought electrical 
conduit, commonly known as “white 
pipe.” 

One of the most notable 


s 
members 
favored 


recommending 


features 


— 2 ” 
asee” 


* 





Assemblage of Electragists in the West Baden Hotel During Their Twenty-fourth Annual Convention. 
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HANDE 


amps 
SIMMONS APPLIANCES 


Simplex 


ELECTRIC #CORD-SET 





DE VILBISS SPRAYERS 
RENULIFE 


VIOLET RAY 


STAR-Rite 


CURLING IRON 


O. C. WHITE 


FIXTURES 


TIFFANY STUDIOS 
LAMPS 


Hotpoint 


CURLING IRON 
MARCHANT 


ADDING MACHINE 


Excel 


LX" COOKER 


ABC 


Vacuum Electric Washer 








CONN 


ECTICUT 


“Not CHEAPER 
But BETTER’”’ Plugs 


HE Connecticut Electric Manufacturing 

J Company has decided definitely and 

conclusively to continue its drive for leader- 

ship in the manufacture of high-grade wiring 

devices. One of our latest efforts toward 

supremacy in this field is the development of 
the All-Bakelite Attachment Plug. 


x 


ADE of 1oo% Genuine Bakelite, they 
will not break, crumble or chip when 
dropped or stepped upon. The contact blades 
may be bent and straightened until the metal 
gives way, but they will not loosen 1 in the cap. 


x 


HE rich colors and attractive design are 

J distinctive features of Connecticut Plugs 
and add prestige to any appliance. The 
trade-names appearing on this page represent 
a partial list of the concerns that appreciate the 
full meaning of our slogan, ““NOT CHEAPER, 
BUT BETTER”, and have adopted our plug 
as standard equipment. 


x 


All colors of the Connecticut-Bakelite Plugs 
are permanent ‘‘through to the core’’. 
Often imitated but never equalled. 


THE CONNECTICUT ELECTRIC 
MANUFACTURING COMPANY 
Man OFFICE & FactorY BRIDGEPORT, CONN. 
NEW YORK CHICAGO SAN FRANCISCO 


© 
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he HO OVER 


Vacuum Cleaner 


SHELTON SPECIALTIES 





WASHING MACHINE 


HOLWICK GRINDERS 


Simplex 


ELECTRIC, IRON 





HOBART 


GRINDING MACHINES 


HAVENS LAMPS 


SLAUGHTETe 


“BOBBY CURLER 


A. C. GILBERT 


CURLING IRON 





WASHIN MACHINE 


NICHOLS 
Wired Furniture 


Woodrow Washer 
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The oven at the left 
is used for ageing and 
testing for free sulphur. 
Dial at side records ac- 
tual oven temperature 
for 24 hours. The pres- 
ence of active sulphur 
is determined by wrap- 
ping clean copper rod 
with tape and baking 
for 16 hours at 100 de- 
grees C. The composi- 
tion shall not discolor. 


























Tests More Exacting 


Than Those of Government 


or Industry 


Firestone Friction Tape is submitted to a 
series of the most rigid laboratory tests. In 
fact these are stricter even than those of the 
government or the big electrical concerns. 

They cover adhesive, tensile and dielectric 
strength, freedom from active sulphur and 
resistance to deterioration. And they assure 
the maintenance of the high standard of 
quality for which this famous tape is known 
everywhere. 


The reliability of Firestone quality has 


ji 





restone 


FRICTION TAPE 


brought preference among the big industrial 
users. It has meant, too, a steady, profitable 
sale for themany dealers marketing Firestone 
Tape in the convenient and attractive car- 
ton. Leading electrical jobbers distribute 
Firestone Friction Tape. It can be furnished 
in bulk, under jobber’s name, or in standard 
Firestone cartons. 


Complete specifications and discounts 
promptly supplied from the Home Office at 
Akron, or from any Firestone Branch. 
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MANUFACTURERS AND JOBBERS 

Gale, Benjamin Elec., & Mfg. Co., 
pitcher. 

Fleming, Central Elec. Co., Chicago, 
third base. 

White, Crouse-Hinds, second base. 

Byres, Trumbull, first base. 

Provost, I. A. Bennett, short stop. 

Stutz, “Fada,” left field. 

Olson, Central Electric, catcher. 

McCrellish, Western Electric, center 
















field. 
Weiss, Western Electric, right field. 
captain. 






Steber, Bussmann, utility. 
_ Davenport, Wahle, utility. 







Frank Hagerman, Electric Appliance, 





mascot. 









For three innings the score stood 








Equestrians and equestriennes who were in attendance at the fourth annual meet- 12 to 0 in favor of the jobbers. 
ng of the Great Lakes Division of the National Electric Light Association at French During a wait for a new supply of 
Lick Springs, Ind., and the meeting of the Association of Electragists, International, : 
it West Baden Springs, Ind. Left to right: C. L. Rice, purchasing agent, Con- : ; ae , 
sumers Power Co. Jackson, Mich.; Mrs. J. H. Gleason, Mrs. T. J. Rider, Jr.: head whispered to Bill Weiss that it 
|. H. Gleason, Western Electric Co., Chicago, Ill.; T. J. Rider, Jr., Western Electric might be good policy to—well, you 
Co., Chicago, Ill.; M. A. Curran, Western Electric Co., New York, N. Y. Punning : , 
s cheap wit and we refrain from saying anything about the Riders, Curran the 






balls, a jobber with a good business 


































know, Bill—loosen up a little, there 





iorses and that sort of thing. are other places these birds can buy 
stuff—b-z-z-z-z—etc., ete. Anyhow 
of this convention was the elaborate Fox, catcher. Gale blew to the extent that the final 
exhibit of electrical manufacturers’ Seiler, Kansas City, first base. score was 16 to 10 and a good time 
products staged in the great inner Hydon, Detroit, second base. was had by all. 
court of the West Baden Springs Denton, Kansas City, short stop. About the time the contractors hit 
Hotel. There were 44 exhibits in all. Dailey, third base. their stride, the field was turned into 
This was the first manufacturers’ ex- Morgan, center field. a veritable livery stable by the sudden 
hibit held under the auspices of the Pearce, Detroit, left field. appearance of a dozen or so cute little 
\ssociation since 1905 and present Hatfield, Indianapolis, right field. Charlie-horses, capering about and 
plans are to make this a feature at Carl Nutting, Muncie, Ind., utility. whinnying for Mustang  Liniment. 


future conventions. 





* * * 


That West Baden Baseball 
Game 


It is reported that the heads of 
some of the largest electrical concerns 
in the country are making strenuous 
complaints to Judge Landis as the 
result of a baseball game held at 
West Baden, Ind., during the Elec- 
tragists’ convention. 

Not that there was any taint of 
ishonesty in the game—nay, nay! 
‘hey do charge however, that big 
ague scouts, (tipped off by jealous 
mpetitors), saw the game from 
mcealment and have since offered 
ibulous salaries to various players 

an effort to sign them up. As the 

ss of said players would seriously 
‘ipple the electrical industry, Judge 
andis is requested to call off his 








uunds at once. Four men are here seen meeting casually. They were in front of the West Baden 
Springs Hotel at the recent meeting of Electragists. The one on the left is J. R. 
Olson, general sales manager of the Central Electric Co, Chicago, Ill.; next is 
CoNTRACTORS W. A. Stacey, western manager of the Bryant Electric Co., Chicago, Ill.; third 
is E. Zinsmeyer, sales manager of the Frank Adam Electric Co., St. Louis, Mo.; 
on the extreme right, demonstrating the latest reverse English stance, is R. E. 
Major, president of the Major Equipment Co., Chicago, III. 


The line up follows: 





. V. Trautmann, Peru Ind., captain. 
anick, pitcher. 
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Janick 
warned bat: 
‘Don’t step up on my fast one, kid, 
it'll knock your brains out.” That 
didn’t worry Bill—he hit one on the 
nose with three men on and started 
around the bases. Alack and 
as he rounded first his left leg gave 
He bravely continued to second 


Bill Weiss had the worst case. 


him when he went to 


alas! 


way. 
on the other leg and that gave out. 
Nothing daunted, he made third on 


“Darling, I 
terrific 


singing. 


Old,” 


his hands, 


Am 


cheers. 


Growing amid 


* * * 


News of the Salesmen 
The South Bend Co 
South Bend, Ind., announces the ad- 
of O. C. Webber to its out- 
sales force. E. H. Potter 


counter salesman. 


Electric - 
dition 
side is a 
new 
Paul Wood comes to the Protective 
Electrical Supply Co., Fort Wayne, 
Ind., to work in the order depart- 
ment. 
Arthur L, 
sales force of the Indianapolis Elec- 


Loucks has joined the 


tric Supply Co., Indianapolis, Ind. 

L. Sager is now behind the city 
counter for the Sager Electrical Sup- 
ply Co., Lynn, Mass. 

The Columbian Electrical Co., Kan- 
sas City, Mo., has employed I. B. 
Boyer as salesman. Harry Hopkins 
comes to the city counter. 

Walter E. Reed has joined the 
of the Freeman-Sweet 
Chicago, Ill., as assistant to 
Maine, manager of the branch store 
at 426 South street. Mr. 


forces Co., 


Louis 


Dearborn 


Reed is an authority on radio, hav- 
ing been associated for years with 
eminent radio engineers. 

Arnold Glass, formerly with the 
North American Lamp Co., St. Louis, 
Mo., is now selling in St. Louis and 
vicinity for the Crown Electrical 
Supply Co., of the same city. 

Frank Kaiser and H. J. Dritt are 
new electrical salesmen with the Na- 
tional Mill Supply Co., Fort Wayne, 
Ind. 

H. Nurnberg is covering Troy, Al- 
bany and Schenectady for the Hins- 
dill Electric Co., Troy, N. Y. 

Leo P. Bray will live in Spring- 
field, Mass., and sell for the R. V. 
Pettingell Electric Supply Co., of 


Boston, in that neighborhood. R. H. 
Stacy, formerly treasurer of the 


Rogers Electric Supply Co., Hart- 
ford, Conn., will operate in that city. 

The Revere Electric Co., Chicago, 
Ill., has two new salesmen, E. M. 
Watts and E. H. Murray. 

The Peabody Electric Co., Mus- 
kogee, Okla., has employed Wm. A. 
DeBold as radio salesman. 

Our old friend Irving Rooney is 
back with the Steiner Electric Co., 
Chicago, III. 

The of the Hessel & 
Hoppen Co., New Haven, Conn., has 


sales force 
been augmented by the signing of R. 
Mitzger. 

Lloyd R. Hanlon, radio specialist, 
Chas. G. Hearley, who joins the Ap- 
pliance Sales, and R. Travers, lamp 
man, are recent additions to the sales 
of the & Lavenson 


force Alexander 


Electrical Supply Co., San Francis: 
Calif. 

H. P. Praether has been added 
the sales force of the Duluth Electr 
cal Supplies Co., Duluth, Minn. 

O. J. Helvie, formerly with Ot: 
Reiman, Chicago, Ill., has accepted 
position with the Hyland Electrics 
Supply Co., of the same city. He wil 
have his headquarters at Valparaiso. 
Ind., covering the Indiana territory, 
Mr. Helvie is an electrical engineer o| 
wide experience, and has made a syx 
cialty of panel board and high lin: 
material. This will be of great valu 
in his sales work in planning and lay 
ing out installations. 

* * * 


Virginian’s Fine Catalog 
Virginian Electric, Ine., Charleston 
W. Va., has issued catalog No. 24, a 
handsome cloth bound volume of 345 
It is an 
other of Donnelly’s fine jobs as to 


pages, size 714 by 11 in. 
printing and construction, while th: 
text matter and illustrations are sin 
gularly complete. The book is 

credit to the company and no doubt 
will receive a warm welcome from tl 


dealers. 
* * * 


Denver Jobbers ‘Double Up” 


The Poindexter Supply Co., Den 
ver, Colo., has moved from 1440 Stoat 
street, into the building of another 
jobber, the New England Electric 
Co., at 1591 Lawrence street. This 
is not a merger, but the two firms 
will co-operate very closely. 








Everyone around the office of the St. Paul Electric Co., was 
somewhat skeptical about the weather August 26, as the picnic 
they had been looking to had been postponed before on account 
However, the morning dawned fair and bright for an 
So everyone put a basket on his or her arm 
and journeyed to Wildwood Park at White Bear Lake. 
races, contests and fun for the kiddies. 
the married men proved their superiority by winning the Kitten 


of rain. 
ideal picnic day. 


were games, 


tug-of-war. 


There 
Of course 





Ball Game from the single fellows. 
their marvellous pulling power over the shipping force in 


The accompanying picture, you can 
pleased expressions, was taken just after everyone had enjoyé 
a sumptuous picnic lunch. 

Mr. Jockers, vice-president and manager, can be seen at t 
extreme left of the picture, sitting in the front row. 


The office men also show: 


readily see from t 
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WAHLE SALES SERVICE 
AND SALES HELP 


1924-1925 


HIS page is a facsimile of the cover of our. Book entitled, “Wahle 

Sales Service and Sales Help” which has been prepared for and dedi- 
cated to WAHLE DISTRIBUTORS and the Dealer and Contractor 
Dealer Trade who are buying and selling Lighting Fixtures and all Other 
Things Electrical for the hone—BACKED—by a 100 per cent Jobbers’ 
Policy 





HIS Book, consisting of sivteen pages, has been compiled to unsel- 

fishly present complete and constructive Merchandising Information, 
Suggestions and Ideas, that will prove of incalculable Service to the Elec- 
trical Merchant throughout the Country in Selling His Services—AND 
—Quality Merchandise, to Mr. and Mrs. Publice—With a Profit. 


HIS Book contains the details of a Dealers Complete Advertising 

Campaign and Direct Publicity to the Consumer—FURTHER- 
MORE—t establishes the method whereby the Dealer and Contractor 
Dealer can render a real Service to his Consumer Trade, as a guide and 
help for more “Convenience” Outlets—ALSO—Better Home Lighting 
and Equipment—The Most Important Furnishing in the Home. 





R. JOBBER’S SALESMAN —You Should have this Book—you 

owe it to your Dealer Trade to procure it for them—They are 
your Salesmen—They need this Sales Service and Sales Help, and will 
be glad to Pay For It—You will lay the foundation for increased busi- 
ness on everything Electrical you Sell to Them. 





Write your Sales Manager for a Copy of “Wahle Sales Service and Sales 


Help”—THEN—Pass this MESSAGE along to YOUR TRADE. 
This Is Material For The Go-Getter. 


ALBERT WAHLE CoO. 


Incorporated. 




























224 Fifth Ave. at 26th St., New York City 
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Chicago Jobber’s Sales Meeting Rocky Mountain Electrical 


The American Electrical Supply 
Co., Chicago, IIll., elected to hold a 
sales ‘meeting in September for the 
_ purpose of getting together on new 
and old lines and the proper methods 
for going after all the business pos- 
sible during the fall. There 
three all-day sessions at the Hamilton 
Club and the activities leaned more 
toward instruction and discussion of 
material than to speeches on abstract 


were 


subjects. 

Among the new lines gone over was 
the Wakefield “Red Spot’ 
taken up in meeting, for the first time. 
Others the 
company dis 
tributor and Speedway electric drills. 
‘“Romex”’ also received a goodly share 
of attention as it is being pushed by 


hanger, 


were Ivanhoe, on which 


has been appointed 


American salesmen. 

The 
were taken by H. E. 
He is to be compli- 
In the 
large group, reading from left to right, 


accompanying photographs 
Laning in the 
company’s office. 


mented on his photography. 


the men are, front row: A. F. Hearl, 
W. E. Fischer, C. J. Brickley, L. W. 
Shaw, F. L. Ferreira, G. W. Ziegler, 
H. M. Hemphill, M. C. Austin, E. F. 
Soutar, E. H.-Ames, vice-president 
and sales manager, and F. C. Lauf- 
ketter. Middle row: F. A. Rhode 
(trying to hide), F. V. Harwood, J. 
D. Schwimmer, J. W. Draper and H. 
B. Gilbert. Front row: H. E. Laning, 
J. E. Laufketter, L. Mangione, W. S. 
Smith and Paul Riechert. 


In the next picture is shown the 
city sales department and appliance 
display. . In the last picture are the 
“old timers” in a bunch by themselves. 
The pipes are to kill the smell of the 
flash powder, and they sure look able 
to do it. 


Sales Force, American Electrical Supply 


Ge. 


Men Meet 


More than a dozen eastern, western 
and southern states were represented 
at the joint convention of the Rocky 
Mountain division of the National 
Electric Light Association and_ the 
Colorado Public Association 
in Glenwood Springs, Colo., Septem- 
15, 16 and 17. Almost 200 
persons attended the convention 
which was really a huge house party 
held in the Hotel Colorado. 


A feature of this year’s convention 


Service 


ber 


was the large attendance of women. 
More than a_ half 
employes and wives of delegates were 
present. Women speakers included 
Miss Sarah Sheridan, vice-president 
and manager of sales Detroit Edison 
Co., Mrs. Florence E. Tate, secretary 
of the Kentucky Hydro Electric Co., 
Louisville, Ky., and Miss Inez 
Thompson of the Public Service Co., 
of Colo., of the Woman’s 
public information committee in the 


hundred women 


chairman 


Mountain division. 

Another major feature of the con- 
vention was the discussion pertaining 
to the national Home Lighting Con- 
test and the results obtained, by Clare 
N. Stannard, and 
general manager of the Public Service 
Co., of Colo., serving as 
director of the tenth regional district. 
Fifteen additional communities, 
chiefly in Wyoming and New Mexico, 


vice-president 


who is 


were lined up to participate in the 
activity and the finishing touches were 
given to the plans of operation of 
various Colorado companies in over 
40 communities. Kenneth A. Me- 
Intyre of the Society for Electrical 
Development represented the Light- 
ing Educational Committee and had a 
place on the program. 


Officers elected by the Rocky 


City Sales Department. 





in the jobbing business 


Sixty years 
That is the total of the time spent by th 


Reading from left to right, H. I 
DeMoss, store manager; M. J. Mullen, 
secretary and sales manager, and John 
Bowen, one of the originals in Baltimor: 
electrical affairs. The time they took of 
while this picture was taken constituted a 
vacation for them as they are busier’n 
bird dogs pushing the Lee Electric Co., 01 
Baltimore, out in front. 


above. 





Mountain division, N. E. L. A., to 
assume office July 1, 1925, are: Pr 
sident, Charles A. Semrad, commer 
cial manager, Public Service Co., ot 
Colorado; first vice-president, Arthur 
Prager, manager, Albuquerque (\ 
M. Gas & Electric Co.; second vice 
president, Clare N. Stannard, vic« 
president and general manger, Public 
Service Co., of Colo.; third vice-pr: 
sident, E. P. Bacon, 
Natrona Power Co., Casper, Wyo.: 
treasurer, A. C. Cornell, manager. 
Western Electric Co., Denver. O. A. 
Weller, Public Service Co., of Colo.. 
was reappointed secretary. 

John J. Cooper of the Mountain 
Electric Co., a prominent Denver 
jobber, was chairman of the enter 


A. C, Cornell ot 


- 
‘ 


manager. 


tainment committee. 


the Western Electric Co., Denver 
was assistant chairman of the genera! 


convention committee. 





The “Old Timers” Club. 
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Bulletin 53 





Bulletin 52 











- These Recent R. & S. Bulletins 
Contain Valuable Information for You 


The new R. & S. Bulletin No. 53 is just 
from the printers. 


From cover to cover in both No. 53 (Wall 
Receptacles) and No. 52 (Floor Outlets) 
there’s a world of valuable material ap- 
| plicable to the jobbers’ entire organi- 
zation. 


You should have both of these bulletins 
of selling aids at your service. They 
mean more sales and more profits. Tell 
us how many copies you can use. 


RUSSELL & STOLL COMPANY 
53 Rose Street New York, N. Y. 


DISTRICT SALES OFFICES 


Buffalo Birmingham Cleveland Philadelphia Boston 
Chicago Detroit Los Angeles San Francisco Portland 
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Peabody’s Better Merchandis- 


ing Conference 


The Peabody Electric Co., Mus- 
kogee, Okla., was host on Octeber 9, 
at a “Better Merchandising and Bet- 
ter Business Methods Conference” 
held at the Hotel Severs for the 
customers of the company over the 
states of Oklahoma and Arkansas. 

Over 80 representatives of the 
retail electrical stores and contractors 
from these two states were present. 

To aid the local organization 
several national manufacturers sent 
representatives to the gathering. 


The addresses 


principal were: 
“How to Sell More Residence Light 
ing Fitments,’ by J. N. Riddle,” 


“Systems of Accounting’’, by. Wilson 


Henry, local accountant; *“‘Retail 
Credits and How to Collect’, by 
H. H. Calvin, credit manager of 


Halliburton Abbott Department Store, 
Tulsa, Okla., “Merchandising Methods 
That Win’, by Phill 
Manufacturing and Application of 
Mazda Lamps”, by Mr. Snyder of 
the Westinghouse Lamp Co. 


Pfenning; 


The evening program following the 
main banquet was featured by selec- 
tions from Muskogee musical artists. 
The Oklahoma Gas & Electric Co.'s 
orchestra played a variety of selec- 
tions. A quartet composed of Mrs. 
Wayman Crow Jackson, Mrs. Pauline 
Chapell Keaton, Floyd Craft, and 
Lon Payne sang. Miss Mary De 
Graffenreid rendered several numbers 
on the violin. 


Miss Dorothy Naylor, 10 year old 








musical prodigy of Tulsa, 
several selections on the piano. 

This is said to be the first attempt 
ever made in that section of the 
country of a wholesaler calling his 
customers together for the purpose 
of instructing them in better busi- 
ness methods and better merchandis- 
ing. By a vote of those attending, it 
was declared an annual event. 

* * & 
Recent Parr Campaign 

The Parr Electric Co. of New 
York City in a recent campaign on 
super service cord, mailed out 4,000 
sample pieces 5 in. in length together 
with three mailing folders and a spe- 
cial sales letter on a specially printed 
4-page letterhead. Coincidently it 
ran advertisements on this cord in 14 


gave 


local newspapers. 


Kk 

Western Electric News 
There will be no shortage of 
Western Electric men in 1946. The 


latest candidates are George March- 
mont, Jr., recently arrived son of 
G. T. Marchmont, manager of the 
Richmond, Va., branch, and J. H. 
Pearson Third, born to J. H. Pear- 
son, Jr., sales manager at Charlotte, 
N.C, 
won. 

E. Lunn formerly with the Omaha 
house has been placed in charge of 
He succeeds 


Wonder if any new hats were 


Columbus, O., branch. 
A. J. MeCall, who is now sales man- 
ager at Baltimore, Md. 

Sid Greenfield back 
Baltimore to Philadelphia as assistant 
to Manager A. L. Hallstrom. 


goes from 


——| 


Banquet of the Peabody Electric Co., Muskogee, Okla., At Which It Entertained 


Dealers and Contractors From Two States. 











G. L. Ralston, representative of the 
Matthews Electric Supply Co, Birming 
ham, Ala., who makes his headquarters at 
Mobile, in addition to turning in a satis 
factory amount of business is also a cham- 
pion fisherman as is evidenced by the 
catch shown in this picture. The latter 
was secured through the courtesy of M. G. 
Williams, sales manager. 





Delinquent Accounts Average 
Lower 

The accompanying tabluation shows 
the number of accounts reported to 
the National Electrical Credit Asso 
ciation by member manufacturers and 
1924, 
September, 1924, as compared with 


jobbers during August, and 


the same months the previous year, to 
gether with the total amounts and 
average amounts of the delinquencies 


Central Division 
Branch Number of 


and Accounts Total Average 

Month Reported Amount Amount 
August, 1923.......... 739 $114,261.15 $154.61 
August, 1924.......... 935. 109,854.37 117.49 
September, 1923....760 95,252.94 125.33 
September, 1924....971 106,842.84. 110.03 
New York 
August, 1923......... 380 70,770.00 186.00 
August, 1924.......... 801 49,874.00 = 167.00 
September, 1923....365 61,731.00 169.00 
September, 1924....338 55,652.00 165.00 
Philadelphia 
August, 1928........ 176 20,660.96 117.39 
August, 1924.......... 244 24,207.92 99.21 
September, 1923....246 27,955.15 118.64 
September, 1924....243 28,231.78 116.18 
New England 
August, 1928.......... 54 5,117.10 94.76 
August, 1924.......... 55 9,953.40 180.97 
September, 1923.... 56 8,156.49 145.65 
September, 1924.... 62 6,885.51 102.88 
Pacific Coast 
August, 1923.......... 17 2,583.80 151.9 
August, 1924.......... 15 2,564.12 170.94 
September, 1928.... 26 6,998.20 269.1 
September, 1924... 25 8,187.67 = 125.5 
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Clearsite Fuses 












The greatest development in design and 
performance in plug fuses since the screw 


shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories, 


Inc., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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Jobber’s Man Shows How It’s 
Done 
Pp. EB. 


cleaner sales for the 


Conley, who specializes on 
San Francisco 
branch of Listenwalter & Gough, 
Pacific Coast jobbers, recently rolled 
up his sleeves and showed one of his 
dealers to stage an appliance 
demonstration at a food fair. 


how 


“All you need is a simple idea to 
catch their eye and make ’em think— 
then land ’em while they’re thinking”’, 
said Conley. 

The idea” he adopted was 
hoary with age but still sturdy and 
dependable. He had made a huge 
silhouette of two men, one washboard- 
ing and the other brooming it, with 
the pertinent question “Would you do 
this?” 


Contagious enthusiasm and convinc- 


“big 


ing salesmanship were the only other 
means employed to make 18 Royal 
during the week's 
besides securing prospects from 


cleaner _ sales 


show, 


RIC! 








made, a 


of 


which 42 later sales were 
total of about $3,500.00 worth 
business. 

The picture shows Mr. Conley, the 
gentleman with the scarce hair, and a 
crowd of 27 of whom three are actual 
purchasers, 

Geo. O. Rolfe, the dealer’s ap- 
pliance man who helped Mr. Conley 
in this demonstration was a_prize- 
winner in the recent Royal Cleaner 
sales contest, in which he made 72 
sales in 66 days. 


Think This Over 


This isn’t a bad suggestion, coming 
from a kodak salesman. “I never 
write a line in the sales book until 
the customer has bought everything he 
came in for plus whatever I have been 
able to suggest successfully. He'll 
begin worrying about the total and 
stop buying if he gets a glimpse of 
the figures going down on paper.” 


Conley Puts On a Sales Stunt That Sells 18 Cleaners in a Week 
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A Salesman’s Prayer 

Look with a forgiving eye on tl 
buyers who lie to us about the lo, 
prices our competitors give them. 

Strengthen the memory of thos 
who are always going to give us 
good order the next time we com 
around. 

Teach us not to complain at th 
roller towels that the multitude hav: 
used before we got there. 

Give us stomachs like alligators that 
we may digest the stale bread and thi 
loin steaks cut from the neck where 
the yoke worked. 

Teach us to be thankful for th 
stump water served us and called 
coffee. 

Toughen our hides that we maj 
sleep soundly in hotel beds that ar 
already inhabited. 

And please, above all things, grant 
our wives patience so they won't ex 
pect our wages until we get them. 

—Author Unknown. 
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MANY DEALERS ENTER THE BIG 
$1000 FOR WINDOWS CONTEST 


Hallowe’en Entrants Show a Lot of Speed — Thanksgiving 
Windows to be a Feature for This Month 





Dealers in every part of the country 
have made a fine entry in the big $1000 
Benjamin Two-Way Plug Window 
Trimming Contest. This Benjamin 
feature, apparently never loses its 
popularity. This year the number of 
entrants is greater than ever and the 
interest and enthusiasm aroused are 
indicating bigger and better returns 
for everyone. 

Those dealers who failed to submit 
photographs of their Hallowe'en Win- 
dows have another chance now to 
make their Thanksgiving Windows a 
feature and thus participate in the con- 
test for forty-three fine merchandise 
prizes, the aggregate value of which 
is Well over $1000. 

Outside of the chance of winning 
one of these fine prizes dealers every- 
where are rnaking splendid use of the 


Benjamin Two- 





ble-barreled set-up the dealers have 
for increasing sales. 

The November window trim is 
ready for all dealers in Benjamin Two- 
Way Plugs. Full information regard- 
ing the distribution of this material, 
list of prizes and rules governing the 
contest will gladly be sent to any job- 
ber’s salesman. It will be found to be 
an excellent means for pepping up a 
jaded conversation or breaking the ice 
when other warming up methods fail 
to thaw out a cold proposition. 


BENJAMIN MAKES 1 
CHANGE IN OFFICES 


The main office of the Benjamin 
Electric Mfg. Company has moved to 


120-128 So. Sangamon Street, Chicago. 


This move has been made necessary 
by the constantly increasing demand 
for a closer physical contact of the 
sales and advertising departments with 
administration, production and_ ship- 
ping. 

The San Francisco Office, Miles F. 
Steel, Manager, has moved to 448 
Bryant Street. 

Both moves assure Benjamin cus- 
tomers even more efficient and careful 
attention than ever before. 


. 


ARE YOU IN THE BET- 
TER HOME LIGHTING 
CAMPAIGN? 


The Better Home Lighting Cam- 
paign, under the direction of the 
Lighting Educational Committee is 
sweeping the country. At last reports 
there were nearly four thousand com- 
munities organized, with 40,000,000 of 
the population out of 63,000,000 served 
with electricity in touch with the 
activity. In addition to the National 


prizes, every com- 





munity is offering 





Way Plug Win- 
dow Trims. Re- 
ports from every 
section prove 
conclusively that 
the public appre- 
ciates the exclu- 
sive Benjamin 
features and that 
these new two- 
way plugs actual- 
ly sell on sight. 
What is more, the 
mere suggestion 
of an easy way to 
connect up the ap- 
pliance and have 
the use of the 
socket for a lamp 
at the same time, 
sells many appli- 


ances and lamps. 








from the dealer 


Benjamin Specialties 


many prizes. 


Tobbers’  sales- 


The 1080 Two-Way Plug men have done a 


By Kes 


big job in spread- 
ing the story of 


It is no wonder the dealer makes big sales of Benjamin the campaign and 


Two-Way Plugs. ‘They are made right. 
to the public. The swivel two-ways that permit the 
outlet to be turned to any position is an exclusive Ben- 
jamin feature. And they are priced right. 

‘Take the 1080, for instance: Brass, fibre, composition 
and semi-porcelain plates go into its makeup. There 
are 26 special pieces each requiring from one to fifteen 


operations, and in assembling these are 


operations. 


very piece of material is inspected, and as production proceeds and after —— 
each assembly operation there is further inspection and reinspection. All 
this care is necessary so that the jobber may not have any come backs 


and the dealer the absolute satisfaction 


sells a Benjamin ‘Two-Way he has not only added to the customer's 


electrical convenience, but made a friend for his house. 


that when he 


Guaranteed : ees 
ge in assisting the 


regional directors 
in setting up local 
activities. 
Benjamin is on 
the job, support- 
rae liad ing the National 
slates Campaign, Kodj- 
banoff active in 
Y ork and 
Steel doing his 
bit in San Fran- 
cisco. In Chicago, 
Harlow is Chair- 
man of the Fi 











It’s the best dou- 





nance Committee 
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BRINGING HOME THE BACON 


Little Stories of Sales Stunts Successfully Used by 
Jobbers’ Salesmen 


MADE ROOM FOR MORE 
PLUGS 


I wanted to sell 
a large quantity 
of Two-Way 
plugs in a short 
time on account 
contest. I 
knew if I could 
help some of my 


of a 


best dealers to 





sell more than the 
normal amount 
for a day or so I could get orders for 
extra quantites. So I suggested the 
following stunt to different customers: 
First a tire holder and spare casing 
was borrowed from a garage on the 
basis of putting the tire man’s name 
on it in the dealer’s window. 

We placed the spare in the center 
surrounded layout of 
1080's, 122’s and 77’s along with the 


with a lavish 
3enjamin prize window trims and dis- 
play cards. The center of the spare 
tire was occupied by a sign reading: 
“Do you carry a spare tire? Of course 
you do! Well, the 
Way Plug is to electricity in the home 


Benjamin Two- 
what the spare tire is to the automo- 
bile. It 


while.” 


makes your service worth 

I also volunteered to help sell the 
Two-way plugs to every customer en- 
tering the store, which was well pat- 
ronized. With myself, two men and 
the girl all calling attention to the 
plugs the result was a foregone con- 
clusion. After staying with them four 


hours I received a substantial order 
for plugs. 


JAMES CARR 
Wetmore-Savage Co., Springfield, Mass. 


DOLLING UP THE SHOW- 
CASES 


I found a dealer 
who had a large 
number of show- 
case lighting pros- 
pects in his neigh- 
borhood but he 
lacked a 
plan for carrying 
the fight to the 
door. 


definite 





consumer’s 
I helped him wire 
up two units of different lengths with 





These made 
outfit 
quickly and 
disarranging the 


a long cord and plug. 


a good demonstrating which 
could be 
without 


cases. I went with the dealer to see 


shown easily 


merchant’s 


the first two or three prospects. This 
gave him flying 
He quickly caught the idea that 
he must call on a large number of 


confidence and a 
start. 


stores to secure a profitable percent- 
age of orders. 

I selected a likely place to go first, 
as the sooner the dealer gets an order 
the sooner he will see the value of 
these demonstrations. I also urged 
him to spend the proper amount of 
time with each prospect who showed 
any interest and to offer his assistance 
on other electrical problems. 

Many stores will be found with only 
an odd case rieeding light, or they may 
have cases already wired but with poor 
lamps. For these special conditions 
the tubular and half shades will come 
in handy. I sold this dealer enough to 
fill his orders and replaced the sam- 
ples used with three new units of each 
style for future business, then carried 
the idea to other dealers. 

F..C.. PHILLIPS 
North Coast Electric Co., Tacoma, Wash. 


7 


BRIC-A-BRAC AND GLUS- 
TERS 


While waiting 
Over an hour to 
see a dealer who 
did a large busi- 
ness in fixtures, 
portables and 
floor lamps, I was 
surprised to note 
the number of 
inquiries about 
changing vases 
and other ornaments into boudoir and 
table lamps. 














I said nothing to the dealer at the 
time but took a few hours off later to 
investigate fully this converted lamp 
business in department and_ other 
stores. I learned all about the drilling 
of holes in vases and antique orna- 
ments, what the demand was as to 
style, etc. I got the Benjamin folder 
on stand lamp clusters and the next 


time I went back to Mr. Dealer I 


showed him how to do it and sold him 
an order for 


3enjamin stand lamp 


clusters, which fill the bill in most 

cases. Before I left I explained all my 

dope to each of the store salesmen. 

This dealer now orders these clusters 
by phone when he runs low. 

DOUGLAS E. CADMAN 

Alexander & Lavenson Electrical Supply 
Co., San Francisco, Cal. 


HE HEARD OPPORTUNITY’S 
KNOCK 


For some time 
I had been trying 
to start a good 
dealer on a can- 
rass for better 
lighting 
in his community. 
I personally knew 
the need in many 
places 
shop was urgent. 
drove my car into a 


business 








near his 


One day [| 
big garage which had only recently 


been completed. While my trouble 
was being remedied I noted a big dis- 
cussion between the proprietor and his 
men on the subject of a wash rack. 
Without horning in I stepped over to 
the phone and called the dealer to 
rush over and sell these people a real 
wash-rack installation. 

Between us we sold them the work 
and material, including elliptical angle 
reflectors, for which I received an 
order at once. 

R. D. CONSTABLE 

Fobes Supply Co., Seattle, Wash. 


ADVERTISING IN 
THE NOVEMBER 
MAGAZINES 


Judging by the sales totals rolled up 
in September and October, so far as 
we are concerned, it would seem as if 
the dealers and contractors, architects, 
engineers and industrials using Ben- 
jamin products had 
election. 


discounted the 


In September we laid down a veri- 
table barrage of trade paper advertis- 
ing, following this up intensively in 
October, and maintaining the pace in 
November. 

The policy of maintaining consistent 
advertising pressure, concentrating on 
those industries where activity is man- 
indicated, in the 
dominating those industries and re- 
lated to the products for which there 
could be sensed an immediate unex- 
pressed demand has been vindicated in 


ifest or mediums 


an unmistakable fashion. 
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NEWS FROM THE 
BIG LEAGUERS 


An interesting and valuable White 
Way secured by O. C. 
Lindsley of the Varney 
Supply Co., Evansville, Ind. 
stallation was sold to the city of Hunt- 


order was 
Electrical 
The in- 


ingburg in the same_ state and 
amounted to $6000. 
* * 


The Terry-Durin Co., Cedar Rapids, 
Ia. has placed J. E. 
Southwestern part of the state. 

* * * 

Emery Gove, W. D. 
Eugene Mathes are new salesmen for 
the Electric Appliance Co., San Fran- 
cisco, Calif. Bill Rosewall is at the 


Vaux in the 


Brill and 


counter. 
* * * 

The H. C. Roberts Electric Co. of 
Syracuse, N. Y., has taken on F. L. 
Hueber and W. H. Mitchell as sales- 
men. 

* * * 

Frank Steinbeck has taken charge of 
the telephone quotation department of 
the Parr Electric Co., New York, 
N. ¥. 

* * 


J. H. Richards, sales manager of the 








oe 
Greetings! 

To the members of the 
Electrical Supply Jobbers’ 
Association in convention as- 
sembled, we extend our cor- 
dial greetings and extend 
our best wishes for a most 
successful meeting. 

We hope you will like the 
“Benjamin Reflector.” We 
have made it over from ‘‘Re- 
marks and Other Things.” 
You ought to like it, because 
we are, in the new layout, fol- 
lowing the suggestions gen- 
erously made by our good 
friends, the jobbers and job- 
bers’ salesmen, during the 
last year, to make our efforts 
more attractive and useful. 




















Varney Electrical Supply Co., Evans- 
ville, Ind., has been appointed man- 
ager of the same house to succeed O. 
L. Ferguson who goes to the Indian- 
apolis house as auditor. 

* * * 


Leo P. Bray and R. H. Stacy are 
new salesmen with the R. V. Pettin- 
gell Electric Supply Co. of Boston, 
Mass. Mr. Bray will operate in 
Springfield and Mr. Stacy in Hartford, 


Conn. * ~ 


The Indianapolis Electric Supply 








Co. of Indianapolis, Ind., has a new 
salesman in the person of Arthur L. 
Loucks. 

* * * 

Paul Tafel, president of the Tafel 
Electric Co., Louisville, Ky., is chair- 
man of the Finance Committee of the 
Louisville Electric Club. 
been appointed 
the Electrical Credit Association. 

* x * 


He has also 


regional director of 


Two proud fathers are G. T. March- 
mont of the Richmond, Va., branch of 
the Western Electric Co., and J. A 
Pearson, sales manager of the Char- 
lotte house. They report the arrival 
of the masculine gender. 

x & 

A. J. McCall is now sales managet 
of the Western Electric Co. of Balti- 
more, Md. 

& & 

The Sands Electric Co., Wheeling, 
W. Va., has acquired the services of 
Chas. B. Price who will cover north- 
ern West Virginia, eastern Ohio and 
western Pennsylvania. 

* * * 

A. C. Cornell, manager of the West- 
ern Electric Co., Denver, Colo., took a 
prominent part in a recent meeting of 
the Rocky Mountain Division of the 
N, BEA 








REFLECTORS AND PICKLES. __ . 


A pickle wouldn’t make much of a 
reflector, but a reflector that hasn't 
been pickled, won’t make much of a 
reflector either. 

A good many steps in process and 
much painstaking care are necessary 
to produce the high quality porcelain 
enameled steel in Benjamin Reflectors 
for Industrial Lighting. 


One of the most important proc- 
outside of 
When 
stamped, 


seldom mentioned 


esses, 
the plant, is that of pickling. 
have 
drawn or spun into shape, they are far 


the reflectors been 
from ready for covering with enamel. 
The tools which have worked on the 
surface have left their marks of dirt 
and grease and the atmosphere has 








1 oa 








Handling the Metal Shapes During the Pickling Process. The Crate is Full of 


Table Tops for Kitchen Tables. Reflectors Are Handled'in the Same Way. 





pe ng By Mack 


likewise left its mark of oxidation. 

It is necessary to sprinkle strong 
acid on the surface and then place the 
shapes in an oven where they are sub- 
jected to an intense heat. The oxide 
is thereby scaled off, taking with it 
any oil or grease. 

Even after scaling and scouring, the 
It must 
be pickled, as it is called, in an acid 
bath. The method of handling steel 
shapes in this bath is illustrated here. 


steel is not chemically clean. 


Large tanks containing solution at the 
exactly correct strength, density and 
temperature, are side by side with 
other tanks used for rinsing. The 
metal shapes are handled in large wire 
baskets and dipped in the tanks in suc- 
After the bath, the material 
is handled with as much care as would 


cession. 


be exercised in the preventing of dirt 
from reaching a new born babe, be- 
cause the surface must be perfectly 
clean when the enamel is applied. 
Similar painstaking care in this, and 
other processes as well, is the reason 
why Crysteel (the name given to Ben- 


jamin porcelain enameled steel) is al- 


ways clear, smooth and tough. 
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Every Dealer is Eligible 
<S\ Here is another chance to get in on the 
&° big $1,000 Benjamin Two-Way Plug 


Prize Window 
Contest 


Send at once for your Thanksgiving Window Trim 
— it’s free. Dealers everywhere are cashing in on 
big sales and profits, in addition to which there is 
the chance at one of those forty-three fine prizes. 
Send to-day for full particulars. 


Benjamin Electric Mfg. Co. 


120-128 S. Sangamon St., Chicago 
247 W. 17th St. 448 Bryant St. 
New York San Francisco 


IQUDAQUNNQNOUEDECUCUYGS4UQ200ECELEUECUOE STEEL AEAOUGEE OUTTA 















y Locatap Duolet Localet 
No. 1080 No. 122 No. 77 


This Advertisement in the Electrical Trade Papers is Carrying the Story 
of the $1000 for Windows to Dealers Everywhere. 


Fe all your dealers in on the Big Benjamin $1000 Two-Way Plug 
Prize Window Contest? The Thanksgiving Window Trim is 
ready. Here's the chance of the year to build up Sales and Profits on 
Two-Way Plugs and other appliances and cash in on the forty-three 
fine merchandise prizes. We will be glad to send you full information. 


Benjamin Electric Mfg. Co. 


120-128 So. Sangamon Street, Chicago 


247 W. 17th St. 448 Bryant St. 
New York San Francisco 






Makers of Things More Useful 
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icGraw Stages Unique Fan 
Display 


An interesting publicity stunt, ar- | 
ranged by the McGraw Co., Omaha, | 


Nebr., attracted great attention in 














Westinghouse Street Display. 











Omaha and Council Bluffs, Ia. <A 
large Westinghouse fan was mounted 
on a small car which ran under its 
own power furnished by two batteries 
operating a motor geared to the rear 
wheels. Whenever the fan was run 
through the streets it attracted great 
interest and people left work and 
business to gaze at it. The Pathe 
News photographed 100 feet of this 
unique display. 

When the car paraded through the 
streets, the motion of the car and any 
slight breeze made the fan blades re- 
volye, giving the impression that the 
motion of the fan operated the car, 


just as a propellor operates an air- 


plane. The illustration shows S. R. 

Necse of the McGraw Co., standing 

beside the machine which created so 

much interest during its display. 
ee 


Banks Supply Co. Increases 
Holdings 


\nnouncement was made by the 
Banks Supply Co., Huntington, 
W. Va., on Sept. 29, of the purchase 
of the Miller Hardware & Supply Co. 
of Logan, W. Va. This makes the 


third company owned by or affiliated | 
with the Banks Supply Co., the other | 
two being the Williamson Supply Co., 


Wi'liamson, W. Va., and the Blue- 
fic’ | Supply Co., Bluefield, W. V. 











Green Purple 
Ruby Violet 
and Frosting 


What Ho!—the 
Colored Lamps Again 


The Holiday Season, with its 
Festive Scenes calls for colored 
lamps of every hue. Whether 
the dealer does the dipping 
himself or sells 
fluid 
there’s lots of 
business and 
good profits 
in coloring 
fluid and 
frosting for 
lamps. 


Crescent 
Coloring Fluid and Frosting 


gives lamp bulbs a beautiful, rich, lasting color. 
It has a brilliance all its own. Easy to use. 


Canary 


the 


Amber 
Pink 


Red 


In sizes ranging from 1/-pint bottles at $1.00 list to 
Dipping Cups furnished with each pint 
and quart. 





News Note—Loxons and Portable Guards 
are in big demand at this time. 
your dealers are well stocked. Catalog 
No. 20 gives full information. 


Be sure 











“| MEIC GILL |: 


MANUFACTURING CO. 


Electrical Specialties of Quality 


ESTABLISHED 1904 


VALPARAISO - INDIANA 
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Garrett Succeeds Hofrichter as 
Secretary of the Fixture 
Manufacturers 


At the September meeting of the 
of the National 
Lighting Fixture Manufac 
H. Hofricher 


elected honorary secretary and H. 


executive committee 
Council 
turers, Chas. was 
B. Garrett, who has been his assist 


ant for the past four years, was 


elected secretary. 

This change was effected to permit 
Mr. Hofrichter to devote more of his 
time to his own personal business in 


terests. He will serve the Council in 


H. B. Garrett. 


a supervisory and advisory capacity 
so that the organization will have the 
benefit of his experience gained in 
his years of faithful service to the 
association and the industry it repre- 


sents. 
Mr. Garrett, who has been Mr. 
Hofrichter’s able assistant, enters 


upon his duties with a knowledge of 
the industry—gained in four and one- 
half years’ connection with the work 
of the association, having been em- 
ploved by a manufacturer of lighting 


to his connection 


organization, 


equipment 
with the 
ishes a splendid back-ground for a 
career of the 
National 


prior 
which furn- 


valuable service with 
Council. 


* * * 


Fixture Market Date Changed 


It was decided at a recent meeting 


of the executive committee of the 
National Council Lighting Fixture 


Manufacturers that the Market would 
not be held this year in January, as 
has been the custom, owing to the in- 
clemency of the weather which is 
thought by some to act as an obstacle 
to a larger attendance. It was de- 
cided at the meeting that the market 
would not be held until after May 1. 
for the 
studying the fixture market situation, 
This committee is to 


A committee purpose of 
was appointed. 
bring back a report to the January 
meeting which is to be held in Phila- 
delphia. 

* * 


Carter Gives Prizes to “A” 
Agents 

From July 15 to August 15, the 
Electric Co., Atlanta, 
ran a contest among its “A” agents. 
The first prize was a free trip to the 
Edison Lamp Works Senior Summer 
The 


second prize was a handsome, all 


Carter Ga., 


Conference at Harrison, N. J. 


leather golf bag. 

The rules of the contest were 
simple. The “A” Edison Mazda 
lamp agent in Georgia, securing the 
largest amount of new Form E con- 
tracts in dollars and cents, between 
July 15 and August 15, was declared 
the winner. To the next man in line, 
went the second prize. 

About 20 agents actively partici- 
pated in the contest which was so 
closely contested between the first six 
agents in the race that the winner 
was not determined until the very 
last day. 

The volume of increased business 
and the number of new E contracts 
secured were greatly in excess of the 
company’s anticipations. 

Because of the excellent results ob- 








tained this year, the contest will be 
an annual affair in the summer and 
will be held one month prior to tl: 
Senior Conference in Harrison, tliat 
The first priz 
each year will be a free trip to the 


runs for one week. 


conference. 

T. H. Fulton of the Fulton Bros.. 
Electric Co., Atlanta (shown on thx 
left in the photograph), won the trip 
to Harrison this year. J. H. McNeill 
of the Whitney, McNeill Electric (o., 
Augusta, Ga. (shown on the right), 
was actively in the contest and at 


| 


| 
| 
| 





T. H. Fulton and J. H. McNeill, Carter’s 
Live ‘‘A’”’ Agents. 


tended the meeting at his own ex 
pense, even though he did not win 
prize. This photograph was taken at 
the Conference. _ 

Carroll McGaughey of the Me 
Gaughey Electric Co., Atlanta, re 
ceived the all leather golf bag, second 
prize in the contest. 

* * * 


Street Lighting Specialists 
Gather 


This year’s general meeting and 
conference of the street lighting s)« 
cialists of the General Electric “o. 
was held at the New Ocean House, 
Swampscott, Mass., September 16 to 
19 inclusive. Discussions of trattic. 
highway and general street lighting, 
and an inspection of lighting devices 
and manufacturing facilities of the 
department at the River Works, V\ «st 
Lynn, were included in the progra™. 
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the , Set Adjustable neck, makes possible alternate use of 
; No, E-2 Designed Siwver i 75, 100, or 150 Watt lamps in the same reflector, 

lat use in high with the lamp filament always in the predeter- 

‘LAE rrow windows. ; mined focal position. No tools, special fittings, 

the Fit standard 34” . springs or clamps are necessary. 


Iders. Adjust- 
ble neck makes 
OS.. ther 75, 100 or 
0 Watt Type C 
mps possible. 


MA 


bod 








Here Is a Way * 
“ To Open New Accounts — 


HERE is not a store in your city that has not been waiting for years No. E-4, For use in low 
deep windows. Because of 





for a window lighting unit like Silverlite—an all metal reflector, more diastole nite alter 35 





im efficient than glass, that will not break, crack or peel, and that is instantly 100 or 150 Watt Type C 

ss adjustable to different size lamps. lamps can be used with- 

a ; ; out change of holder. 
Here is your opportunity to open accounts that you never could sell before. 

{c One Silverlite Reflector sold to a store will lead to a complete equipment 

re of them as soon as their old fashioned reflectors wear out or break. No 

nd new holders or fittings necessary for Silverlite. Sell one, and you sell a 


complete equipment. This opens a great new field for your sales endeavors. 


Silverlite Reflectors do what we claim for them. Over 60 years experience 





in the lighting field guarantees this. They are all metal, pure copper elec- 
trolytically deposited on pure silver. Laboratory tests prove them 15 to t——Sy tt — 








20 percent more efficient than glass reflectors. 





Write us today for complete information and details. No. E-5.| Designed for 
factory lighting, for light 


ing through glass ceilings 
and for other special pur 


‘9 ” poses. Adjustable neck 

: nc allows of alternate use of 

se, either 75, 100 or 150 Watt 
es e e lamps. 


to 
ic, 24th Street and 10th Ave., New York 
1g, Chicago, Ill. Cincinnati, O. Seattle, Wash. Philadelphia, Pa. Pittsburgh, Pa. 
- Boston, Mass. San Francisco, Cal. Buffalo, N. Y. St. Louis, Mo. Los Angeles, Cal. 
po Detroit, Mich. Cleveland, O. Birmingham, Ala. Atlanta, Ga. Portland, Ore. 
> nada: 
he Associated with The Robert Mitchell Co., Ltd., 64 Belair Avenue, Montreal. 
Ss 
t 








—— > + > 
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Home Lighting Contest Fairly 
Rages 

A month has now gone by since 

home lighting contests were started 

throughout the United States and 

Canada and the latest reports reveal 

that 3,681 


such contests. 


communities are holding 
This figure includes 
the majority of the communities over 
1,000 who have electric service and a 
number under that population. 

As 


two 


this is being written, nearly 


million home lighting primers 
these 
still 


contests 


have been distributed to com 
orders 
the 


month to go. 


munities and are being 


received as local have 
another 
These figures are indicative of the 


success that is being had by the light 


ine educational committee in  con- 
ducting this great movement. When 


plans for the campaign were form- 
ulated, it was estimated that a maxi- 


mum of 1,500 communities would 
participate. The figure just quoted 


A million 
primers was the highest expectation 
of the committee and this too had 
been doubled. Other items sold show 


is over double that amount. 


even greater results. 
One thousand 
cut-outs were ordered and so far over 


carboard model 


5,000 are in use. This means that 
5.000 stores are displaying literature 


in their windows. Five hundred 


medals for prizes were purchased 
Over 2,000 will be used. 


2,000 children 


originally. 


Imagine displaying 











Jack H. Cudmore, city salesman of the 
Erner Electric Co., Cleveland, Ohio, 
swings a wicked bat. 





these medals with the pride of a win- 
ner, years and years from now. 
‘About 200 sets of slides and charts 
now in use. This means that 
thousands of lectures are being given 


are 


to clubs and business organizations. 
addition, the committee film is 
being shown throughout the country. 
In Chicago, alone it will be exhibited 
in every motion picture house outside 
the district. of 
persons will see it. 

There is no doubt but that nearly 
every child in the United 
States and Canada eligible for the 
contest, is fully aware of the move- 


In 


main Thousands 


school 


ment. Three million children have 
been personally handed announcement 
folders and registration cards. The 


percentage of entrance into the com- 
petition is not known as yet, but these 
figures when available, are bound to 
show remarkable results. 

Besides the tremendous amount of 
literature that 


been considerable 


and service material 


has distributed, 
space is being taken up in the news- 
papers regarding the contest. Ac- 
cording to the committee’s plan, the 
campaign in the national magazines 
is to be handled nationally and the 
local communities carry advertising in 
the local newspapers. 
Two newspaper ad books were dis- 
tributed to the local communities, con- 
different 
three 


advertisements, 
These 


various 


taining 11 
sizes. 

the 
phases of the contest and _ illustrate 
the $15,000 model electric home and 
Mats 
plates of these advertisements were 
offered to the local contest committees 
to assist them in their newspaper 
advertising. Up to the present time. 
3,424 mats and 4,016 plates have been 
ordered, making a total of 7,440 ads 
which will appear in the newspapers 


each in 


advertisements cover 


the home lighting primer. or 


of the country. 

A clipping service brings to the 
office of the lighting educational com- 
mittee each day, approximately 100 
clippings of ads and articles. Proof 
of the use of the mats and plates is 
and in addition the articles 
appearing in the newspapers of the 
country indicate the tremendous in- 
terest taken by the public in the 
Home Lighting Contest. The light- 
ing educational committee has not 
endeavored to obtain newspaper 
publicity but has left this entirely to 
the local committee. For this reason, 
the widespread publicity is especially 
gratifying. 


shown 





F. W. Seywert, credit manager of th: 
Erner Electric Co., Cleveland, Ohio, has 
all the appearance of a golfer. 





Lighting Equipment Dealers 
Change Organization 
Set-up 


At the board of directors meeting 
of the National Association of Light 
ing Equipment Dealers held in Cleve 
land, August 15, the majority of the 
board felt that in justice to all con 
cerned and for the betterment of th: 
industry as a whole, it was necessar\ 
to discontinue the present workine 
set-up and re-establish the association 
in independent quarters, retaining R 
W. Smith as secretary. 

This action is in no way to lx 
as a the 
working arrangement which has been 
in effect’ for the past two 
With this new line-up none of Mr 
Hofrichter’s time will be devoted to 
this association. 

Effective October 1, the secretary - 
office was located in room 308, Geo 
W. Stone Building, 1227 Prospect 
Ave., Cleveland, Ohio. 


* * * 


Los Angeles Men Lead U. S. 


Roy Beirdneau and C. P. Soder 
berg, of the Illinois Electric Co., Lo: 
Angeles, Calif., led the entire Unite: 
States in new lamp business during 
the recent contest of the Nationa! 
Lamp Works. The prizes consisted 
of a trip for each of them to th: 
annual convention at Nela Park. 


considered reflection on 


years 
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Help You Sell 


Let the “Pie Book” 





HE “Pie Book” tells of 
the splendid advertising 
and merchandising help back 
of National MAZDA lamps. 


Every National MaAazZDA lamp 
salesman should be using a 
copy of this valuable book. 
If you haven't a copy—urite 


for it today. 


TITILIL 
TIT TL hhh 
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ATVI it 


OSCAR AVERY Poesoeet 


AE LOEB Vice Pacsioent Cc W MAMMOND. Secr 


THE AVERY & LOEB ELECTRIC Co. 


ELECTRICAL APPARATUS 
1814-116 NORTH THIRO ST 


Ow'O STATE '1167 BELL MAIN 1365 


Columbus,Ohio May 20, 1924. 


National Lamp Works, 

of General Electric Co., 
Nela Park, 

Cleveland, Onio. 


Gentlenen:- 


At the request of one of our salesman, the writer 
called on a prospective agent with the view of getting him to 
handle National MAZDA lamps instead of the unknown lamps which 
he was handling. This dealer had been selling approximately 
$3,C00 worth of lamps per year and our salesman felt that on 
account of the discount he was receiving he would be unable 
to convert him to selling National MAZDA Lamps. 


In calling on this dealer, the writer found that 
he was very busy getting out statements for his month's bus- 
iness and did not want to give us any time. 


We told him that we appreciated the position he 
Was in and would come back later but we wanted him to take 
@ look at the “Pie Book". After looking at the book the 
dealer forgot about his statements and after going over the 
matter with him more in detail, the man in charge of the 
lamp department was called in. This man frankly said that 
the National MAZDA Lamp advertising would be of a very great 
benefit to them and that they wanted to have something ]ike 
this that they could tie in with in their advertising. 


The result of the talk was the securing of a 


$1,200 A Agency contract which we attribute to nothing else 


than the advertising and dealer helps as set forth in the 
"Pie Book". 


Yours very truly 


e President 
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‘Turning thousands of readers 
into Iungar b 





H | 
iif. 


Tui 
fi 


Forceful selling messages month 
after month in the leading radio and 
scientific magazines are selling the ad- 
vantages of home charging with Tun- 
gar to millions of radio fans and mo- 
torists. 


G-E national advertising is develop- 
ing thousands of Tungar sales for 
dealers whose tie-in tells prospective 
customers that “here is the store that 
sells Tungar—the carefree battery 
charger that charges all radio and auto- 
mobile rechargeable batteries.” < 


| Zam 


Tungar—a registered trade-mark—is found only * Re ye 
on the genuine. Look for it on the name plate. ms wd) 5 


MERCHANDISE 


GENERAL 


GENERAL ELECTRIC COMPANY a 
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‘Turn the Tungar prospects 
into your store 


| 
| 
| 









Every one of these Tungar advertisements 
that is read in your dealers’ communities 
becomes their individual advertisement 
through their tie-in. 

























All your dealers should dress their display windows with 
the 1924-1925 Tungar campaign materials which we will 
send to you free for distribution among them. 


Window Display Cards and bright-colored Bands in their 
windows will say Tungar to every passer-by. They will 
direct purchasers into their stores to buy Tungars. 


Attractive Radio and Automobile Folders that tell a story 
of successful home charging with Tungar should be sent to 
everyone on your dealers’ mailing lists. Get them to enclose 
them in every package they send out. 


Show your dealers how to use Tungar campaign material 
for interesting counter displays. 


Tungar electros in your dealers’ local newspapers will 
localize G-E national advertising. They will establish their 
stores as Tungar headquarters. 


Get all your dealers to use all of this order getting cam- 
paign material. Show them how to use it to greatest ad- 
vantage. 


e 
Guarantee of Excellence 
on Goods Electrical 


DEPARTMENT 


ELECTRIC 


MERCHANDISE DEPT... BST 42h res Fis VCO NR Rs 


AAs 


——. 
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ere you see 


lamps wh 
THIS SIGN” 


AGE is being car- 71° the public i 
is a quality electric 


“Buy your 


tsays: Here 
al dealer. 


THis MESS 
headquarters 
” 


riedintoevery town and city 
py the advertising of Edison 
MazDA Lamps. The sign, 


This store is 
for good lighting. 

For particulars, write Edison 
Lamp works of General 


Electric Company, Harrisom 








To Jobbers’ Salesmen 
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in 
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ew Edison “Petia pres emai 

amp em- 
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Principles That I Have 
Followed 
(Continued From Page 14) 
feature. This now amounts practi- 
cally to a rule. 

I look askance at the “profes- 
sional” commission man. 

By such I mean, the man who in- 
sists on straight commission or 
nothing. At first blush this may seem 
to be a_ favorable indication—as 
though the man were fully confident 
of his ability to earn big money for 


himself and for you, and, further- | 


more, of sufficient financial stability 
to take care of himself without ex- 
pecting you to gamble on his future. 
But experience has taught me that 


in the majority of these cases what | 


the man really wants is to be his own 
hoss and answer to no one. There- 


fore, no matter how good such a man | 
may appear on the surface, in hiring | 


him, I always inject some little salary 
into his commission arrangement so 
that we can control his movements. 
We recognize no difference between 
an order mailed in or brought in. 


The salesman always gets the credit. | 





This is almost axiomatic, but how | 


many men there are who profess to 
have this arrangement with their 


salesmen and fail to live up to it. | 


Then there is always a bone of con- | 


tention. It does not pay. Be fair. 

Think and breathe your work. 

I like a man who applies for a job 
to sell himself to me if he can. To 
do it he must talk. In that way only, 
other conditions being equal, can I 
get a quick line on him and learn what 
le can do and learn where I could 
use him, 

[ have had my share of disappoint- 
ments, men whom I thought surely 
would make good, failed miserably, 
and these disappointments are not 


without their mental and _ financial 





Leaving the Columbus office of Western 
F ectrie Co, on a sunny Saturday after- 

m. Left to right: R. P. Dunning, 
slesman; H. J. Richards of Bussmann 
Mfg. Co.; A. J. McCall, (now at Balti- 


ire,) and Bob Hill. 












Every Jobber’s Salesman 
should have a copy of 
our Booklet 


Commercial 
Lighting 


You will find in it 


units suitable for 


practically every 
kind of commercial 
installation, from the 
little neighborhood 
store to the big de- 
partment store, high 


school, bank or hotel. 


Write today for copy of this booklet. 


218 South Jefferson Street 





X 


All units are priced complete (except lamps) including 
wire, sockets, glassware and boxing, F. O. B. Chicago. 


We can make 24-hour shipments direct to your dealers. 


picking up many orders that you might not otherwise get. 


Beardslee Chandelier Mfg. Co. 









It will aid you in 


Chicago, Illinois 
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Producers of Conduits for more than an average 
lifetime—a pretty good record. 

We are no fly-by-nights, you may be sure; and 
such long service to the Electrical Trade means 
something. It means nothing less than that our 
products have proven very satisfactory for use. 

In both the Rigid Steel Conduit and the Non- 
Metallic Flexible line of conduit we have been lead- 
ers. Note these standard brands: 


“LOOMFLEX” 


Solid single wall non-metallic conduit. 


“CIRCULAR LOOM” 


Double wall old time favorite. 


“ELECTRODUCT” 


The most efficient enameled conduit made. 


“XDUCT” 


Galvanized type—without an equal. 


All well known and generally used brands. 
Each is a labor saver (hence a profit producer) on 
any electrical construction where used. 

We have served you for years, and it is our hope 
to continue our service for many years ahead. 

Let us show you by sample, mailed on request, 
the merits of all or any one of these 


QUALITY CONDUITS 





AmerIcAN CircuLar Loom Co. 
90 WEsT SrT., New York City 
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Profit-Making Pointer; 


(Continued From Page 22) 


this he writes the dictionary det ,j- 
tion for the word. Then he ta es 
another word and its definition «1d 
places it on another card, and so on, 
until he has prepared four “teas: r” 
postal cards—each carrying one word 
—and definition of that word. On 
the fifth card he sums up all ‘|x 
words and ties them up with the nany 
of the cleaner and with a few words 
telling where it is for sale and the 


| price. Then he takes this complete 





mail campaign, costing only five cents 
per name, to the dealer and tells him 
how to use it. He suggests that tli 


| postal cards be mailed at intervals of 


three days. While he is explaining 
this he takes five more postal cards 


| from his pocket, already printed, 


| describing the washing machine that 
he wants to sell the dealer. He sug 





gests that the dealer use the first set to 
get rid of the stock of vacuum clean- 
ers, and that second set be used to 
dispose of the washing machines for 
which he is there to take the order 
The idea is simple, but often 
furnishes the “hook” that gets the 
order. 


ERE’S an idea a fixture manu 

facturing company has _ been 
using to advantage for the last six 
months, that the jobbers’ salesman can 
pass on to advantage to any of his cus- 
tomers. Speculative builders are al 
ways in the market for bargains on 
shop-worn fixtures. For the class of 
houses and apartments that they put 
up, the fixture that is a little out-of- 
date, or slightly shop-worn meets their 
requirements. They are eager to pick 
these up “at a price.” At the same 
time, every dealer has a few fixtures 
in his stock that he bought for 
samples, or “stickers” that look shop- 
worn, and are hard to dispose of. 
Money is tied up, and the average 
dealer likes to get something out of 
them. When they are gone they mak 
way for new merchandise. Before call- 
ing on the dealer, get a list of these 
speculative builders. Take the [ist 
to the dealer and show him how lie 
can mail out a small postal card con 
fidential price list of these bargain 
items to this list each week. You'll 
probably find that the dealer “hadn't 
thought of this,’ and will thank you 
for the suggestion—and he will “s««" 
ready money to pay for the order \0U 
are trying to sell him. 
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When GOOD HOUSEKEEPING Approves 











Good Housekeeping Says— 


‘Liberty Hot Spot is one of the most versatile electrical appli- 
ances on the market. The Liberty Hot Spot is designed to readily 
combine with other utensils and will perform practically every func- 
tion of any specialized heating appliance. Guaranteed one year, 
approved by Good ry - and nationally advertised. 
Remarkable value at only $3. 


ae advertised in Good Housekeeping. 











Millions of women—and men, too—will 
look for Liberty Hot Plates this Christmas 
Buying Season. 


Either Liberty Hot Plate is an ideal Christ- 
mas Gift for Wife, Mother, or other. 


Liberty Hot Plate advertising is focused 
this Fall on the Christmas Buying Season. 


Liberty Hot Plate national advertising 
and Good Housekeeping Institute approval 








And a Waiting Market of Millions is Created 


are acquainting millions of American house- 
wives with the merits and the utility, safety, 
comfort, economy and convenience of 


Liberty Hot Plates. 


The Christmas Buying Season is at the 
doorstep now! November and December 
bring the merchant one fourth of his entire 
year’s business! There is still time for your 
trade to cash in with the low-priced quality 
line of Liberty Hot Plates—business-build- 


ing ‘‘leaders’”’ for any merchant! 


The Liberty Gauge & Instrument Co. 


(World’s Largest Exclusive Makers of Electrical Hot Plates) 
6545 Carnegie Ave., Cleveland, Ohio 


New York Representative 
Industries Sales Co. 
132 Nassau St., New York, N. Y. 


The Complete Liberty Line 


-cestssecsssseeeeeeeee 3.853 West of Rockies $ 4.20 
Original Liberty Improved... 2.50; West of Rockies 2.75 
No. 2-H Super 3-Heat............. 9.85; West of Rockies 10.35 
No. 3-H Liberty Twin ........... 13.85; West of Rockies 14.75 
No. 5-H Super Twin 16.65; West of Rockies 17.6 


Hot 


Liberty Hot Spot 





Pacific Coast Representative 
R. H. Thiess 
216 Byrne Bldg., Los —— Calif. 
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LIBERTY USERS BECOME Ot OP BOOSTERS 
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| Papnineesy a and then a_ building 
suited to the needs of the busi- 
ness, with possibilities for expansion, 
all admirably combined in the 


are 
new home of Jones-Beach & Co., 
Philadelphia, Pa. C. E. Ludovici, 


president of the company, searched 
the city over thoroughly to find just 
what he wanted and finally, as luck 
would have it, came upon this pro- 
perty bit a few blocks from the old 


location on North Seventh street. 


In the matter of location it is ideal. 
It is somewhat out from the congested 
part of the city, yet less than one- 
quarter mile from that part of North 
Seventh street which for years past 
the 
jobbing center, but which is now in 


has been recognized — electrical 
the congested area. 

As will be noted in the accompany- 
ing map, one of the approaches to the 
great new suspension bridge connect- 
ing Philadelphia with Camden, N. J., 
This will 


mean much to the company, not only 


is but a short block away. 


from the point of view of quick truck 
New 
means that 


direct to Jersey cus- 
but it 


tomers coming to Philadelphia via the 


service 


tomers, also cus- 


new bridge arrive almost at the very 

doorway of Jones-Beach company. 
‘rom across open Franklin Square, 

the Curtis 


clear down as 


far as 
Publishing Co’s plant, the great 


Sunlighted Basement Contains Conduit 


and Cable. 


Jones-Beach Achieves Its Building Ideal 


New Quarters of Philadelphia Company Represent Modern Ideas 


Coupled With Horse Sense 


Wh. 
Li AAAS 
+ WY Be x 


“ 
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Buildings Recently Acquired By 
Jones-Beach & Co 


Jones-Beach sign, on top of the tall 
building can be seen day or night— 
for it will be floodlighted at night. 
The main building is 90 by 50 feet, 
five stories and basement, daylighted 
throughout. the entire 
building has daylight coming through 


Practically 


large windows on four sides. making 
artificial illumination unnecessary the 
greater part of the time. 

It is situated as shown by the map 
on part of 10,000 sq. ft., of ground 


owned by the company. Just east of 


Radio Stock Floor for Complete Sets 









the main building are four thre 
story dwellings, two of which ar 
used as radio display rooms, and 
one-story building used as a shipping 
department. These five building. 
offer opportunity for later expansio: 
if required. 

The main building is about sis 
years old and after it was entirel) 
refitted and _ finished over 
stands as perfect as if just built. It 
is of brick and concrete construction, 
and thoroughly fireproof. Comfort to 
all employees and agreeable working 
conditions, were arranged for in plan 
ning the changes in the building. 

Standard case goods and wire ar 
kept on the fourth and fifth floors 
The third is devoted to radio 
Mazda lamps, the second is the offic: 
floor and the first up by 
shelf or broken case goods in the rear. 
with the sales department in tli 
front. 


insid: 


and 


is taken 


Conduit and other heavy materials 
are kept in the basement which is also 
daylighted throughout and which i: 
served by two sidewalk chutes fron 
The build 
ing is served by one passenger and 
Further 
more, there is an outside fire towe: 
to which access may be had from a! 


two sides of the building. 


one large freight elevator. 


the upper floors through fire doors. 
One is impressed by the light and 






Executive and General Office—Da; 
Lighted Throughout 
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Daa Another 
=~ Blectrical 


Sept. 29, 1924. 
Ilg Electric Ventilating Co., 
2850 N. Crawford Ave., 
P Chicago, Ill. 
Gentlemen: 
We have noted your letter of September ’ ® 
26th, and it is the writer's opinion, 
: based on our business so far this year, 
t which shows a very healthy increase 
c from month to month, that our 1925 sales 


for Ilg Fans and Blowers should at least 
I, double our sales this year. This state- 
-( ment is based on a careful analysis of 

prospective business in our territory. 


You have been giving us very fine co- 

operation and the writer feels that a 
: great deal of the increase in our 
business has been due to your work, and 
5 with your help we have been able to 
id educate a number of our general supply 

| i] ting 

, this regard has changed considerably, 
a and practically everyone of our fellows 
30 has procured orders for ventilating 
is fans and a number of them are ina 
position to handle practically any 
n 


men into fairly good ventilating sales-— 
ordinary job which may develop. 


. ee, ILG Electric Ventilating Coa 
e} ROBERTSON-CATARACT ELECTRIC CO. 2834 North Crawford Ave., Chicago. 


Li F. R. Morras. 




















r. At first our general supply men were a 
little bit afraid to handle ventilating 
prospects, as they felt it was more or 
less complicated, Their feeling in 








For Offices, 
Stores, Fackories, 


Public Busddings Theatres 
Restaurants, Houses, Etc. 
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No. 4 HEMCO “Better Business Campaign” Series 






Some Inside Facts About 
HEMCO PRODUCTS 


November 


PRIZES 


for 


Jobber’s Salesmen 
afr 
lst Prize 


A six tube, portable radio 
set of highest quality and 
serviceability worth $135 
list. 


2nd Prize 


A $50.00 gold watch of 
beautiful design and stand- 
ard 21 jewel movement. 


3rd Prize 


A high grade genuine 
leather, inside and out, 
traveling bag, worth $35.00, 


557 W. Monroe Street 


R. Jobber’s Salesman: Did you ever 

stop to weigh the advantages of push- 

ing HEMCO PRODUCTS? First, the 
name HEMCO sstands for quality. That 
means satisfied customers and repeat sales. 
Second, HEMCO PRODUCTS are leaders in 
their field. They are far outselling other lines. 
Pushing this line, therefore, assures easier sales 
and bigger sales. Third, every HEMCO pack- 
age sold by retailers and delivered into home 
or store or factory carries effective advertising 
of other HEMCO PRODUCTS. This devel- 
ops more HEMCO sales and constantly creates 
new business for the future. 


Further, there is another exceedingly impor- 
tant point. As an electrical salesman, you 
recognize the value and the suggestion that 
lies in having many convenient outlets in the 
home. More service outlets means more use of 
appliances and new desires for other appli- 
ances. Every electrical dealer should push 
HEMCO plural plugs for this reason. It is a 
sure and fertile foundation on which to build 
a growing electrical retail business. 


Then there are the THREE SPECIAL 
PRIZES we are offering for November (see 
adjoining column) to the salesmen who induce 
the greatest number of their dealers to put in 
HEMCO Thanksgiving windows. We furnish 
free window display materials on request. 
This November Contest repeats the Septem- 
ber and October Contests which were surpris- 
ingly successful and the full story of which 
will come to you through The HemCo- 
Operator. 





NEW HEMCO 
PRODUCTS 
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HEALTH PAD 
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HEATER PLUG 





GROUN-TITE 


GEORGE RICHARDS & COMPANY Jc 


Chicago Illinois 
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Here is a repro- 
duction of the 
HemCo-Operator 
for November. We 
want this issue to 
get into the hands 
of every Jobber’s 
Salesman. It con- 
tains a careful and 
interesting 
mary of the busi- 
ness outlook and 
much other valu- 
able information 
for salesmen who 
want to achieve 
greater success. 


sum- 


Be Sure We Have Your Name 


If you have not been receiving The HemCo-Operator be sure to send us your 


name and address. 





P. M. 





The HemCo-Operator. 
promptly send us your name. 


Radio Loop 


You will want to get in on the big November Salesman’s 
Contest, that opens November 6, 1924, and closes December 5, 1924, 12:00 


In case of tie equal awards will be made. 


Full details of big November Contest in the November issue of 
If your copy does not reach you 


GEORGE RICHARDS & COMPANY /ic 


557 W. Monroe Street 


Chicago Illinois 
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We dropped ’em in Water and 


Here’s What Happened! 





The washer pictured above is a high The above resembles the leather washer 


grade genuine leather washer used un- in outward appearances. It is the 
der the nail head in all Bull-Dog Split cheaper fibre washer used on ordinary 
Knobs. split knobs. 





The cut above shows the same two washers pictured in the first cut after they 
‘had been dropped in a glass of water and left there for several minutes. The 
leather washer remained substantial while the fibre washer became a soggy 
mass: of pulp. 


G® BG & 


HIS is just one of the evidences of the superior quality 

and workmanship embodied in Bull-Dog Split Knobs 
throughout. This water test is very sgnificant when one 
stops to think of the abuse received by the washer when 
the knob is being driven into place. If the washer is of 
inferior quality, even though it might withstand the hammer 
abuse, in all probability it will deteriorate in time and per- 
mit the knob’s grip on the wire to loosen. This can’t happen 
with a Bull-Dog Knob. You can always be assured of the 
best by demanding Bull-Dog Split Knobs. 


A catalogue showing our entire line of staiudard 
porcelains is yours for the asking. 





MACOMB, ILLINOIS 





ull Dog * 


REGISTERED Have a Grip 
Like Their 


Namesake 


Assembled Split Knobs 
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Location of Jones-Beach & Co.’s New 


Quarters. 


cheerful office quarters on the secoid 


floor. The office force works in whit 
is practically one great glass-wall:d 
room. The only place in it that is 


partitioned off is the girls’ rest room, 
which has been fitted up attractively. 
Mr. 


Ludovici has not shut himse|{ 


| away from the others in a_ privat: 


office. 


one 


His desk stands out in tly 


open in the front of the room, wher 
he is available to all, outsiders «s 
well as insiders, who have any re: 
business with him. If they do’ not 
have real business he very quickly 
manages so that they are moved on. 
but is a principle with him that ever, 
should have an opportunity to 


| get to the executive without ceremon) 


this 


and exasperating delays. He feels 
that he can handle the situation in 
way with the minimum of lost 


| time on his own part and that of tlic 


the 


rest of the organization. 


It was noticeable in going throug) 


storeroom that none of the bins 
were over seven feet in height—all 
accessible from the floor without tlic 
use of ladders. The bins are all mace 
up of boxes about 12 by 20 ins., open 


| at one side, and laid up like a brick 
| wall except that they are so placed 





that the spaces between alternat: 
boxes 


become compartments. = This 


method of construction, shown in tlie 
accompanying sketch, is both flexible 
and cheaper in construction than solid 
cabinet work or steel bins. It is not 
altogether- a new idea, for a number 


TOP BOARD 


BOX SPACE BOx | 
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Method of Building Up Stock Bin: 


From Boxes 
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This is an illustration of 
Central Tube Company’s ex- 
hibit at the Convention of 
Association of Electragists- 
International at West Baden, 
Indiana, where the merits of 
“Central White” and “Cen- 
tral Black” Conduit were 
demonstrated to many in- 
terested contractors. 


PITTSBURGH 
























Contractor Preference 
For Central Conduit 
Makes Sales For You/ 


fe MAR ERICAL. contractors are thoroughly ac- 

quainted with the qualifications of “Central 
Black’’ and “Central White’? Conduit. They 
know the elastic enamel of “Central Black’’ is 
baked on by a process which prevents it crack- 
ing or flaking under the most severe conditions 
of installation and service that entail bending and 
twisting. 


For installations in concrete or exposed con- 
struction where the conduit is to be painted, con- 
tractors give preference to ““Central White’’—an 
electro-galvanized conduit. Its zinc coating is 
uniform and continuous; its exterior smooth and 
all threads are clean. There are no pin holes on 


“Central White.” 


There’s easy sailing for the salesman talking 
Central Conduit. Show your trade you can sup- 
ply them with “Central White’ and ‘Central 
Black’’ Conduit, Elbows and Couplings. 


CENTRAL TUBE COMPANY 


PENNSYLVANIA 
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Proven By YEARS 


SATISFACTORY SERVICE 


‘iain Insulators on low and 

medium voltage lines after 
many vears of hard service, show 
deterioration, 
making elass the ideal Insulator 
because of its first low cost as 


absolutely 


OF 


ho 


well as durability. 


Lynchburg Glass Insulators are 
designed, pressed, and annealed 
with only quality and service in 


view. 


Samples and descriptive litera- 
ture gladly furnished on request. 


Lynchburg (Slase Corporation 


Lynchburg, Virginia 


_ “Supreme Where Quality Counts” 
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It takes a good scout to send in another 


| fellow’s photo with a fish as big as this 


Ernie Lindquist, purchasing agent of 
Sterling Electric Co., Minneapolis, Minn. 
sends the above snap of George Bleecker, 
electrical engineer for the same compan) 
They do say George’s arms are_ three 
inches longer from hauling in this young 
shark. 





of jobbers are using it, and is worth 


| of consideration. 


Modern ideas coupled with hors 
sense are evident throughout — tle 
building. It is up-to-date and prac 
tical in every way without going to 
extremes to put in every “boughten’ 
contrivance that could be thought of 
just because it was considered to lx 
“the latest thing.”’ 

The policy. of wholesale only 
manifest. No retail business is solic 
ited nor could it be well handled as 
the plant is away from retail tho 
roughfares and in the building little. 
but just enough space, is given for 
counter sales to the trade. 


* * * 


Turner Reports Increasing Fall 
Business 

J. A. Turner, vice-president of t!) 
Protective Electrical Supply Co., 13 
West Columbia street, Fort Wayne. 
Ind., reports that business in Sep 
tember was fair only but a littl 
ahead of last year. October 


| opened up better, due to radio, esp: 


ally tubes and batteries and sn 
supplies. He is looking for a | 
increase in the last three months 
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The tough, resilient steel shell of the Dreadnaughe Plug car- 
ries it safely through many a blow no ordinary plug could stand. 


This means a real saving in worry and expense to every user of 
an electrical appliance or tool. A Dreadnaught Plug on the cord 
is a guarantee against the delay and inconvenience of repairing 
or replacing the cord plug every time it is accidentally jerked from 
the socket and falls to the Hoor . . . . it is steel. 

And the battleship-grey of the Dreadnaught Plug /ooks strong 
too. Furnishing a Dreadnaught Plug with an electrical appli- 
ance adds so little to the cost and eliminates the biggest possi- 
bility of cord trouble “‘kick-back”’ from the sale—it helps build 
both sales and good will. 


THE CUTLER-HAMMER MFG. CO. 


Switch and Specialiy Department 


Works: MILWAUKEE and NEW YORK 





























— Knocks like Steel / 





DREADNAUGHT PLUG 


7 CUTLER-HAMMER 
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Activities of the Society for Electrical 


Development 


Work Under Way and Suggestions of Business Building Value to the Industry 








Fan Contest Winners to Be 
Announced in December 
Winners in the prize contest to de- 

velop additional ideas for promoting 

all-year-round use of electric fans, 
instituted by the Society and open 
to all dealers in fans and their sales- 
men from September 1 to October 

15, will be announced by the judges 

in the December issue of this publi- 

cation. 

It wasn’t so many years ago that 
they closed the soda fountains on 
the first cool September day. The 
clothing dealers sent the BVD’s to 
the stock room and filled the windows 
with red flannels. Low shoes disap- 
prepared with straw hats, and only 
paper posies survived the first frost. 

But living habits change, and buy- 
ing customs with them. The _ ice 
wagon now creaks around on Janu- 
ary mornings because housewives use 
refrigerators instead of the 
Of course there’s more 
ice, more ice cream, BVD's 
sold in the summer, but it is a fact 


their 
window sills. 
more 


that many articles which were long 
«e 


regarded as strictly “summer goods” 
now have a year-round market. The 
deserves year-round 
popularity. Doubtless the most nat- 


ural and strongest reason for pur- 


electric fan 


chasing electric fans is, and always 
relief from hot summer 
weather. But the year-round use of 
electric fans in homes, stores, shops 
and offices will become general as 
soon as the public is awakened to 
the many things a fan can do in addi- 
tion to providing warm weather com- 
fort. 

It was for the purpose of stimu- 


will be, 


lating all-year-round selling of fans 
that the Society conducted the prize 
contest, believing that if electric fan 
dealers had the matter of all-year- 
round fan selling brought specifically 
to their attention this all-year-round 
market might best be developed. 

Last year there were approxi- 
mately 753,000 electric fans sold, 
practically all of which were sold dur- 
ing two months and for a single use— 


cooling. Consider what this figure 





would have been had fans been dis- 
plaved, advertised and generally pro- 
moted during 12 months—for a di- 
versity of uses, 

* *& 


“Give Something Electrical” 

The. experience of all merchan- 
disers has shown the necessity for 
planning early any special campaign 
that they purpose conducting. The 
majority of electrical retailers have 
had previous experience in putting 
on special campaigns to sell elec- 
trical gifts for Christmas and they 
will realize the need for starting im- 
mediately to work out in detail their 
plans for this year’s effort. 

There are plenty of tools in the in- 
dustry to assist in making the 1924 
Christmas campaign a success. The 
manufacturers all have material that 
lends itself particularly to influenc- 
ing selection of their product. The 
Society has produced some special 
material which will work in with the 
manufacturers helps. 

This year the Society is producing 
a window display background panel 
in seven colors, 34 by 60 inches, car- 
rying the slogan, “Give Something 
Electrical’”—the one adopted by the 
industry for the year. 

A set of nine Santa Clauses (four 
pointing to the right and five to the 
left), 6 ins. wide. by 8 ins. high, 
with easel background, will also be 
another unit of this special material. 
Other pieces will consist of folders, 
booklets, poster stamp and wreath. 

To assist in ordering, standard 
Christmas packages of material will 
be made up, consisting, for example, 
of one background panel, one set of 
nine Santa Claus cutouts, one set of 
booklets and 
250 poster stamps, which will be 
sold for $12.50. A standard package 

$10.00 will consist of the 
quantities of material, but 
include folders instead 

Still another package 


three wreaths, 250 


costing 
same 
they will 
of booklets. 


costing $3.00 will consist of one win- 
dow display 
Santa 
three wreaths. 


screen, a set of nine 


Claus cutouts and a_ set of 





Latest Developments of Rec 
Seal Plan 


The Society has produced a third 
edition of a little booklet giving «.- 
tails of the Red Seal Plan. Copics 
of this can be obtained by. writiig 
to the offices of the organization t 
522 Fifth avenue, New York, N. )Y. 

The industry is anxiously await 
ing word to go ahead on the deve! 
opment of the Red Seal, but any 
plan that is to have national applica- 
tion must be worked out with very 
careful attention to the minutest de 
tail. Only by such care can the best 
interests of the industry be sate 
guarded. 

The Society reports receiving ap 
plications for use of the Red Seal 
not only from properly constituted 
local organizations, but also from 
individual companies, whose interest 
has been aroused and who see tre 
mendous possibilities for the upbuild- 
ing of the industry through its use. 
A tentative form of license has been 
drawn up and is being given consid 
eration by legal counsel. 

On September 23 W. L. Goodwin 
visited Toronto, where the Red Seal 
is in actual operation, and much in 
formation as to its value was gainc( 
from builders, general contractors, 
electrical contractors and _ others 
During Mr. Goodwin’s visit a special 
meeting was called of electrical con 
tractors who are also members of tli 
league, and the entire evening was 
devoted to discussing its merits and 
the best methods to be followed in 
promoting it. 

The Red Seal Plan was present 
at the convention of the Associatio! 
of Electragists, International, held at 
West Baden, Ind., September 29 
October 6, and was unanimously ' 
dorsed. 

On Friday, October 10, the ad 
visory committee, appointed by tlic 
Associated Manufacturers of El < 
trical Supplies, met at Society head 
quarters and gave further attenti 
to various important questions ):' 
taining to the plan and to the pri 
lem of financing the activity. 
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ieee noe Beauty Combination makes it an attractive “gift spe- % 
$7.50 cial”. It is a requisite for the complete dressing table. Bilan a 
Western $8.50 | Western $10.7 


The combination consists of an Ivory Handle Curl- : 
ing Iron and Drying Comb with glazed white cords e —_ 
ia, and two-piece connectors. It is packed in a two-com- se 


li 6=6partment, heavy set-up box, covered with a tritone, —e Curling tron 
ws leather-like material. Ivory $2.00 


te 


The set, complete, retails for the ordinary price of 


ent By a good curling iron alone—$5.00. nl 
sehold $2.75 Get your accounts to stock this item for Christmas ae 
; selling. $ 





Drying Comb 
Ebony $2.75 
Ivory $3.00 
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BARBER. 

















in The Barber Line / 


Plenty of profits are awaiting 
the electrical jobber and_ his 
salesmen that will talk the Bar- 
ber Line to their trade. 


The Barber Line possesses 
many outstanding features of 
superior construction and oper- 
ation. 


The assembly of the new 
Barber Universal Service 
Switch permits the user to re- 
place branch fuses without dis- 
turbing the service switch. 
When the top of the switch box 
is sealed this-automatically pro- 
tects the live parts and wiring. 
This makes the Barber Uni- 
versal Service Switch positively 
safe to the user and to the 
Central Station. 


It is furnished in one, two 
and three pole with grounded 
neutral. By removing one strap 
the branch circuits can be 
changed from four circuits 
grounded neutral to one or two 
circuits not grounded. 


You can and should sell the 
Barber Line of Knife Switches, 
Switchboards, Panel Boards, 
Porcelain Specialities, Iron 
Cabinets and other Electrical 


Specialities to all your cus- 
tomers. 
Send at. once for catalog, 


prices and discounts. Our job- 
ber proposition will prove of 
interest to jobbers. 


BARBER ELECTRIC MFG. CO. 


NO. ATTLEBORO, MASS. 
SALES OFFICES 


Boston San Francisco 
Detroit Pittsburgh 

New York Kansas City, Mo. 
Baltimore St. Louis, Mo. 
Philadelphia Worcester, Mass. 














CATALOG No. 2587 Plug Cut Out 





CATALOG No. 2965-60 
N. E. C. Fuse Blocks 














QUALITY 


OUAaTy 


There’s Profits For You 
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Problems of the Industry 
(Continued From Page 9) 

such as radio, appliances, etc., at di 

The dealers deserve prote: 

tion on resale merchandise, yet indu 

trial business in most cases is far s\ 


_ perior in volume and profit tg dealer 


' business. 





O. Fred Rost, pres., Newark Ele. 
trical Supply Co., Newark, N. J. 

(1) In their effort to secure 
satisfactory volume of business, man 
ufaciurers have, since 1920, steadily 
reduced the margin of gross profit for 
the whclesaler, while the wholesaler’ s 
cost of doing business, and particu 
larly his cost of labor, has remained 
practically at the high 1920 level 
This condition has created what I be 
lieve to be the jobbers greatest prob 
lem, namely, to find ways and means 
for increasing the efficiency of his en 
tire organization so that in spite o! 
reduced margins and continued hig! 
cost of labor, he can survive in busi 
ness. 

(2) New manufacturers: of elec 
trica) supplies and appliances hav: 
come into the field in large numbers. 
and in their efforts to find a market 
for their products, they, in turn, have 
created large numbers of new so 
called jobbers. Having little or no 
regard for established trade prac 


| tices, these small concerns take busi 


ness where they find it at such prices 
and on such terms as will insure them 


| getting the business. 


(3) The period of depression 
which followed 1919-1920 
prosperity, brought with it a period 

(Turn to Page 102) 


era ol 








“Who said the girls didn’t know any 
thing about material?” demanded thi: 
pretty miss, with fire in her eye. W: 
hastened to assure her it was not us. Sh: 
is Miss Lorraine Wachs of the Boggis 
Johnson Electric Co., Milwaukee, Wis 
who is so thoroughly competent that she 
is trusted with the stock record. 
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400 Progressive Jobbers 
Are Profitably Pushing Bee-Vacs 


A few years ago barely a score of jobbers were distributing 
Bee-Vacs. 'Today no less than four hundred are vigorously 
pushing the Bee-V'ac as one of the most profitable items in 
their catalogs. 













Because consistent national advertising has made the Bee- 
Vac nationally known, these jobbers are scattered from coast 
to coast. We can present countrywide proof of truly astonish- 
ing profits. An Eastern jobber netted over $8,000 last year 
within a 75-mile radius. A Midwestern jobber cleared 
$16,500 in the same period. And a California jobber made 
$11,000 in that one state alone! 


The Bee-Vac is sold ONLY through jobbers. No retailer, 
however large, can buy direct from us. Thus the Bee-Vac 
offers positive protection, exceptional profits, and powerful 
advertising support. Watch for our impressive, full-page ad- 
vertisements in the Saturday Evening Post and Good House- 
keeping this Fall. 


CONSUMER PRICE 


559" 


World’s 


Lowest 
Priced Why Pay More? 
Standard 

Quality A Substantial Profit 
Cleaner 


for BOTH Jobbers and Dealers 


BrrtTMAN /LEGTRIC COMPANY 





LAKE AND DESPLAINES STREETS 


GHIGAGO,U.S.A. 
Dept. B-1011 
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PRICE 


$6.00 


Moderate first cost 
Economy in the 
long run. 


A Brand New Voltage Tester 


Shows whether current A. C. or D. C.— 
indicates voltage—and requires no lamps 


Here is a brand new type of voltage tester—a Square D product—which 
indicates actual voltage, and does away with troublesome costly lamps. 


It also shows at a glance whether current is AC or DC—which a lamp 
will not do. 


This tester will sell readily—because it offers so many advantages over 
present methods of voltage testing; because it is backed by the Square D 
name and reputation; and because we are helping you sell it by advertising 
in the electrical trade papers. 


The Wigginton Voltage Tester, as offered by Square D, comes in one 
compact, pocket size that can be used for all low tension circuits up to 600 
volts. There is nothing to break or get out of order—the tester is enclosed 
in a light but rugged fibre housing. 


Everyone who has worked on electrical circuits knows the disadvantages of 
devices formerly used for estimating voltages—the constant breakage of 
lamps, the different sizes of lamps that must be carried for different voltages, 
the inaccurate suggestion of voltage obtained from the brilliance of the lamp. 


Anyone working on electrical circuits will find this new Square D product 
invaluable. It entirely replaces lamps in locating open circuits, blown fuses 
and motors running single phase. It may be used in emergencies as a 
voltmeter. 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. (64) 

BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 

burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 

Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 

New Orleans, Baltimore, Columbus, Mi lis, Indi li 


SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal 





SQUARE D 


Manufacturers of the Square D Safety Switch 





Problems of the Sales 


Manager 
(Continued From Page 12) 
By that I mean to say, giving ea h 
salesman individual instruction on 4 
new line and then calling in the man | 
facturer’s expert if necessary (0 
further instruct the salesman, also on 


| a personal, man-to-man basis. We 
| have found this to give better resulis 


than having the manufacturer’s reprv- 
sentative address the men as a grou). 
It is our belief that mass instruction 
also means mass resistance. A mani- 
facturer’s man can best instruct not 
more than two jobber’s men at one 
time. 
. Prices and Competition 

Our business is done very large); 
with large construction firms and wit!) 
industrial plants. In view of the talk 
that goes, around, it is surprising an 
gratifying to see how reasonable the 
buyers are in these large construction 
companies in recognizing that the job- 
ber is entitled to his legitimate profit. 
We tell them frankly that we are 
out to make a profit as they must 
know—but a fair one. We find that 
for the most part they are ready to 
agree to this and that price is not 
the main factor in their buying as a 
general rule. Of course there ar 
exceptions, and then it is up to the 
individual salesman—his mental atti 
tude. If he goes in with fear, belie, 
ing that he can only get business on 
the basis of price dickering—dicker 
ing is what he will get. The best thing 
he can do is to lay his cards on thi 


| table and, with a quality line, he will 
| get as far by a staunch stand on a fair 


price as will the other fellow who 
sells on a price basis only. 

And right here I wish to say 1 
word for the jobbers’ salesmen as a 
class. They have been called 
“order-takers” with reproach. I main 


| tain that the jobber’s salesman to-da) 


stands high among all the other 


| salesmen in the electrical industry. 


In the course of his work among in 
dustrials particularly he meets me 
of the highest calibre—purchasing 
agents, many of them buying in tl 


| millions—all big men and_ shrewd 


some of them ruthless. This jobber 
salesman, and he only, represents hi 
house to these men. His line repr: 


sents myriads of items, yet he has g 
| to “know his stuff.” He must kno\ 


prices and stand by them. He mu: 
know the insides of his own organiz: 
tion—the stocks it carries, deliveri: 
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A Dominating 
Sales Feature 
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New Safety Improvement| 


TheWatchDog Fuse 
and Warning Glow! 


Brite-Spot-Safety places in the hands of electrical jobbe: 
the biggest selling advantage the electrical industry has ev: 
known. 















































The Watch Dog Fuse with its Warning Glow is a featur: 
of safety construction that offers tremendous merchandisin, 
and selling possibilities. It is an improvement that ever) 
housewife and dealer is welcoming with enthusiasm. 


The Watch Dog Fuse is going to make the Brite-Spot 
Safety the industry’s biggest and fastest selling electric iron 
why not! The Brite-Spot-Safety cannot burn out—it 


burn clothes—it cannot start fires. The red glow 
Safety Fuse fom 


op of the fuse is a constant reminder that the cur 
rent is on. no attention is given, the fuse link melts an‘ 
shuts off the ct 


This is the greatest improvement in the 
history of electric iron development because 
of its simplicity. Its construction includes a : a 
thermally actuated electrical fuse, a socket The Brite-Spot-Sa 
secured in the body of the iron just below 


the handle and close to the working surface proven its safety quality 
of the sole-plate. - . . y 
Service Company of New 


iron is safe. It has conclusivel\ 
ironing ability to The Publi 
gv in its own laboratoric: 


When the iron becomes too hot the fuse link 





melts and opens the circuit, cutting off the cur- under rigid tests. Brite-Spot-Sa bas won the confidence 
rent and protecting the iron and attendant ‘ P 

materials from destruction. The plug is then and approval of all who have Investig 

removed and a new link inserted. No more * 

burned out resistor units. The Watch Dog the leaders in the field. The success o 

Fuse “thinks” for the user. It is fool-proof : “ ‘ 

and so sighs @at even a child can fesert is assured by the Watch Dog Fuse and its W 


a new link in less than five seconds. 


Additional Features 


Cool Top Greater Ironing Efficiency 


The cool top of Brite-Spot-Safety is Be Hi : ed - : 
another feature of its construction. The The top of the Brite-Spot-Safety keeps the heat in t 
top of the Brite-Spot-Safety is made of Say ee oe ore : - 7 eben 2c » Brit 
9 special, strong and sonad, botseneneesn, sole of the iron where it belongs. By actual test the Bri 
cold-moulded material of high electrical Spot-Safety has produced an increase of 33 per cent over t 
resistance and low heat conductivity. : ‘ ? i ™ ‘ . : 
This new construction keeps the heat in ironing efficiency of other irons. Through this increas 
the sole of the iron, The handle remains efficiency the cost of operation has been substantially cut. | 

1, always. y 





5 Year Guarantee Extra Thick Sole Pilate 


lhe unique, patented features of this remarkable iron The sole-plate of the Brite-Spot-Safety is 
thicker than that of ordinary irons. No n 
is used in its construction. The sole-plate 
cast with a deep recess in which a _ spe 
cement and a “Nichrome’”’ resistor unit 

placed. A coating of this same cement 
placed over the resistor. The whole is pla 
in an oven and baked, producing a chemi 
reaction which makes it totally anhydr 
All the heat generated therein finds its way to the sole-plate. 


make it possible for the manufacturer to guarantee it 
unconditionally for a period of five years. No other 


iron carries such a sweeping guarantee. 





Ampere Engineering Laboratories, Inc.f7 
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| that Means More Sales 


Every Jobber sloul/ stock 
the Brite SpotSafety. 


Jobbers! Think of the unlimited field you have for 
the sale of this super-iron. Consider its construction 
features and their saleable qualities. Figure the busi- 
ness and profits that are bound to be yours through 
pushing the Brite-Spot-Safety. 

The Brite-Spot-Safety is a fact—not a theory. It’s 
here—a real electric iron that we’re backing to the 
limit with our entire financial resources and business 
ability. 

Your dealers are being told of this new improved 
iron. They already have an acquaintance with its won- 
derful improvements over ordinary irons. We're pav- 
ing the way for you with forceful, smashing advertis- 
ing in dealer publications. 

The jobbers that get in on the ground-floor with a 
Brite-Spot-Safety franchise are going to make some big 
profits. 

Write us for full jobber proposition and liberal dis- 
counts. 

































The Brite-Spot 
The Warning Glow! 


Think what this means!— 

The Warning Glow tells instantly if current 
is on or off. It glows red when current is on 
and can be seen in top of plug. The warning 
glow is a small bar of platinum connected in 
series with the fuse and resistor element. The 
passing current heats it to a glowing red. It 
reminds user to turn off current when leaving 


the iron. This is the greatest construction 
and sales feature ever incorporated in an elec- 
tric iron. 


“$149 Broadway, New York City 
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we 


Ee, 
\ Ney 
2~ Youve Never Had 
“" an Iron Like Ziis to Sell] | 


truth of utmost importance to you men who are going to 
distribute the Brite-Spot-Safety. 












Of equal importance and significance is the calibre of 
the manufacturing and executive organization behind the 
Brite-Spot-Safety. Accordingly, I would call your par- 
ticular attention to the personnel of the Ampere Engi- 
neering Laboratories, Inc., as listed on this page. Every 
man, without exception, has proven himself to possess 
a high degree of ability as a business executive, a plant 
manager, a salesman or whatever his previous individual 
business capacity has been. 






OFFICERS: 






W. F. McLaughlin, President 

Jay G. Weiss, Vice-President 

A. J. Griffith, Secretary and 
Treasurer 








Boarp oF DIRECTORS: 
Jay G. Weiss 
Formerly President Hyatt Roller 
Bearing Co. 

W. F. McLaughlin 
Formerly Gen’l Superintendent Hyatt 
Roller Bearing Div. of Generai 
Motors Corp. Gen’l Manager Ace 
Motor Corporation. Westinghouse 
Elec. & Mfg. Co. 

e John J. Cone 
Pres. Robert W. Hunt Co. (Inter- 
national Engineers) 
W. J. Kaup, Consulting Engi- 
neer 
Formerly Chief Eng. Crucible Steel 
Co., of America. Gen’l Supervisor 
Westinghouse Elec. & Mfg. Co. 
H. A. Brown 
Formerly Vice-Pres. Crucible Steel 
Company of America. 
A. J. Griffith 
Sec’y and Treas. The Engravograph 
Corp. 

Carl Bergmann 
Member of firm C. W. Whitis & Co., 
Investments and Securities 
New York 





Each man in this organization is devoting his entire time 
and his own capital in the exploitation and development 
of this unusual electric iron and company. 







Collectively, this group of men form a well balanced 
organization with the necessary experience, fore-sight and 
finances to make the task of manufacturing and selling the 
Brite-Spot-Safety a well grounded success. 








This, our initial announcement, we hope has given you 
a fair idea of the product itself, its manufacturing and 
selling organization and what we hope to accomplish through 
you and with your help. 








Cordially yours, 










PRESIDEN 






Ampere Engineering Laboratories, Inc. 


149 Broadway 
New York City 








Headquarters 
at Hotel Cleveland 
During E. S. J. A. 

Convention 
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and g hundred other things that would 
drive the salesman wild who has been 
in the habit of selling one or a half 
dozen things in connection with which 
almost every factor is a fixed quantity. 
The electrical jobber’s salesman may 
be an “order-taker”’, for he gets 


Faster Sales and 


 Fatter Profits 


orders by the thousands—but how | 


does he get them? I claim through | 


high class salesmanship. When it 
comes to salesmanship I admire the 
so-called “order-taker”, with a fight 
on his hands every minute of the day, 
more than I do the automaton sales- 
man who has only one specialty line 
with rigid prices and terms. 


Sales Manager and the Customer 

There is not much to say on this 
point except that it is to the advant- 
age of the house for the sales manager 
to circulate personally among the 
trade. I believe that these calls 
should be made with the salesmen 
who have the accounts’ It is the 
positive duty of the sales manager to 
know the customers personally 


Backing Up the Salesmen 
We are believers in both direct and 
newspaper advertising. The former 


consists of broadsides and frequent | 


circular letters that are “different’’ as 
far as possible from the ordinary run 
of promotional mail matter. We seize 
upon every current event possible 
iround which to build up a letter that 
has a human appeal—and neither do 
we hesitate to go back into the history 
of the dark ages if need be to dig out 
some anecdote or situation exactly 
illustrating the point we want to make 


about a safety switch or fuse plug. | 


\ll this takes time but it pays. 

Our newspaper advertising is 
limited to small illustrated ads that 
appear with regularity. They have 
ready been described in THE 
JoBBER’s SALESMAN 
Bogey and Special Compensation 

We pay salary and commission with 
extra bonus on the most profitable 


lines. The latter is by no means 


necessary. It is my experience that 
the mercenary factor does not exist 
among salesman anywhere near as 


much as you might think. It’s “the | 


house” with them and they try to sell 
the profitable lines. The salesman 
that is always “figuring” how much 


for those who push 
‘Red@pot’ 


Business in commercial light- 

















ing equipment is steady, brisk 
and profitable. | 


Jobbers who push “Red Spot’’ 
material enjoy most of this busi- 
ness and pocket most of these 
profits. 


The reason being that “‘every- 
body knows ‘Red Spot’”’. It is 
the standard hanger—smartly 
designed, honestly made, widely 
advertised, and sold under a 


Dependable Jobber Policy 














‘Red Spots’’ repay pushing. This class of business 
is like rolling a snow-ball down hill—the farther the 
faster, and the faster the bigger. All it takes is a little 
effort at the start. ‘ 


137 recognized, high class Jobbers now regularly 
handle ‘‘Red Spots.’’ They do so because it pays. 


Get new data. 
The @w. 


Wakefield 


Brass Company 
Elberta Street, Vermilion, Ohio 


there is in it for himself is not, in | 


my experience, as successful, nor as | 


well compensated, as the generous 
chap who puts “the house’ above 
everything. 


Pacific Coast Representative—Geo. A. Gray Company, Los Angeles and San Francisco. 





RC NM 
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Out of the User. 


The Servicing Problem in Radio 


Tubes and Batteries Still the Main Things to Look Out for. 
Simple Ways of Testing 


By D. C. WALLACE 






ta A )) L ) | 
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“Dragging” Information 


Manager Radio Dept., Peerless Electrical Co., Minneapolis, Minn. 


N A 


servicing is 


GREAT 
much 


many respects, 


this 


year than it was a year or two ago. 


simpler 


Then radio for the masses was such 
a new thing that a service man was 
It even took 
a man with some knowledge of radio 
The 


were not absolutely clear, the user 


an absolute necessity. 


to hook up a set. instructions 
was quite likely to burn out his tubes 
or short his batteries in an attempt 
Diff- 


culty was almost always experienced 


to improve his set connections. 


in attempting a replacement of bat- 
teries without the service man around, 
the the 
business does not necessitate so much 


Whereas service end of 


actual educational work or much 
actual installation work on the part 
of the jobber’s salesman, new fea- 
tures of the problem have come to 
light. 


every respect and test out thoroughly 


Sets which are all right in 
OK apparently go dead upon slight 


A+ 





> 


< #6 DRY CELLS 








provocation. Perhaps they have gone 


dead for good. ‘The service man has 
to analyze these difficulties, and of 
late the 
with the tubes. 


main trouble seems to be 

Current opinion seems to have it 
that the tubes that light 
and that they will function perfectly. 
Take for example the XL type of 


are good 


filaments. It is entirely possible that 
these tubes will go dead in a very 
few days if more voltage is applied 
to them than the rated voltage as 
shown on the carton. The user ap- 
parently does not realize that when 
he turns up his tubes, he shortens 
the life of the tubes all out of pro- 
portion to the sometimes supposed im- 
provement in reception. The XL type 
of filaments actually wear themselves 
out in a few days if proper care is 
not taken to see that the user of the 
set knows the minimum working point 
for his tubes. 


©0 OHM RHEOSTAT 


Recently a six tube set was broug|it 
to a Minneapolis jobber with t!, 
statement that the set had work: d 
wonderfully well for several mont!) 
but seemed to get weaker as tim 
progressed. It was claimed that tli 
set was working very poorly. Al! 
tubes had tested 
and nothing could be located as to thie 
trouble. The set was weak without 
a doubt. Just to make sure, the test 
set for tubes was brought out and 
each of the six tubes tested. 
were absolutely dead, one showed one 
last glimmer of life, and one was 
fair. 

Further questioning brought out tlie 
fact (we should say “dragged out thie 
fact”) that one of the six tubes had 
been operated rather dimly, but the 
other six tubes had been forced way 
beyond their rated voltage in order 
to hear anything and in particular 
to force it through the one tube whicli 


been supposed|\ 
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THE SMALL LAMPS PREVENT METER FROM BURNOUT IN CASE OF A 


SHORT IN THE TUBE 


Figs. 1 and 2 Showing Handy Type of Tube Tester or Checker 
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NATIONAL GARBON COMPANY, INC. 


GENERAL SALES DEPARTMENT 


30 EAST FORTY-SECOND STREET 


NEW YORK 


Dear Fellow Salesmen: 


Next to my personal interest in seeing EVEREADY Radio 
Battery sales increase, nothing peps me up so mch as seeing every 
man who sells anything turn in a better record week after week. 


You fellows out on the firing line carry the brunt of 
the battle but, believe me, you've got a personal satisfaction at the 
end of the week that the fellow at the swivel chair end loses. 


I want to tell you how, if I were in your shoes, the 
old blood lust for selling would sic me on to get every drop of 
gravy I could. 


You've got a great big job on your hands, presenting 
all your items to hr. Retailer and I know how cordial he is. You're 
just about as welcome as a crippled stepson. 


Well, first of all, I'd do my regular stuff and do it 
hard. I'd stick to him like a leach till I'd get the low-down on 
what he will buy and what he won't. Then Id swing in with radio 
conversation and just naturally jump the talk up to EVEREADY Radio 
Batteries. 


Fellows -- there is one item you don't have to do 
much sélling on. Your Dealer knows the demand for radio batteries 
and ten to one he knows where EVEREADY fits into the picture. 


There isn’t-any hokum about this idea. In fact it 
isn’t mine at all. I've had this tip froma score of successful 
fellows who tell me that EVEREADYS are saving the day for them 
time and time again. 


It makes mighty sweet selling to write Kr. Dealer 
down for $100 worth of EVEREADYS without having'to prove the goods 
to him. And $100 is easily the average sale. 


Cordially you 


General Sales Yanager 





J. R. Crawford 
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‘The Height of Excellence” 


The character of the new Donnelley series of electrical supply catalogues is 
reflected in the names of the jobbers that appear on the covers. 

The jobbers who become the leaders in an industry are those who look be- 
neath: the surface to fundamentals in values, and who would no more think 
of awarding contracts for the building of their catalogues on the indefinite 
basis of mere quotations on “a 500 page catalogue,” than they would think of 
awarding a contract for a year’s coal requirements on the basis of quotations 
on “100 truck-loads of coal,” without knowing how many tons each truck 
contained—and what the quality of the coal was. 





Can you afford to buy your catalogue representation less carefully than you 
buy your coal? 

No part of your investment in sales promotion sustains so close a relation to 
your profits as the money you invest in vour catalogue. And the difference 
in cost, if any, which secures the best catalogue representation is the most 
profitable part of your entire catalogue investment. 

It is worth remembering in this connection that Donnelleys are not asking : 
single manufacturer to pay for a page, but are building the catalogue en- 
tirely from the jobbers’ standpoint, keeping in mind that the jobber should 
have exactly the same freedom in selecting the articles to appear in his cata- 
logue as he has when he buys the goods themselves. 

The new catalogue of Pettingell-Andrews Company faithfully lives up to 
their motto—“The Height of Excellence in Merchandise and Service.” 
The Donnelley organization will enable you to issue a thoroughly high grade 
-atalogue more easily, more efficiently, more economically, and more rapidly, 
than a catalogue of equal quality could be issued in any other way. 

But you cannot wait until spring and then get a new catalogue “off the 
shelf.” We shall welcome the opportunity of having one of the members of 
this department go over your requirements with you promptly, without ob- 
ligation. 








R.R. Donnelley & Sons Company 


Jobbers’ Catalogue Department. 
731 Plymouth Court Chicago 


t Blogue service than to wish you had 
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was operating dimly. Consequently 
five of the tubes were useless and the 
one which was burned dimly had been 
shifted recently and was fast on its 
way to oblivion. New tubes fixed up 
The 
should have known about this, it was 
in his instruction book, he probably 
had been told about it but only the 
purchase of an entire new set of tubes 
could possibly have impressed the 


this set completely. customer 


fact on his mind. 

It has been said that the servicing 
problem consists of tubes and batter- 
ies. To save time, a simple tube 
tester should be constructed or pur- 
chased as a comparative reading can 
then be taken on each tube. Invite 
the customer to bring his tubes into 
the store, check them frequently in 
order to see if they are right up to 
snuff. If they aren’t, chances are 
that he will buy a new one or a set 
of new ones as the case may be. 

We have prepared a diagram show- 
ing such a simple tube tester or 
checker as it may be called. 
jobber and every dealer should have 


Every 


one like this or have one of the other 
tube checkers now on the market or 
tube distributors. The 
various methods of testing tubes at 


available to 


the radio stores have, until very 
lately, been unsatisfactory. Now, 
however, practically every dealer 


either puts the tubes in a set to test 
them or puts them in some sort of a 
tube checker. Fig. 1 shows one which 
may be constructed very simply and 
the dealer. Only two 
meters are required. These may be 


purchased through the jobber and 


easily by 


may be secured from any of the 
meter manufacturers as they are 
listed as standard items. Most of 


the apparatus, other than the meters 
will probably be found about the 
store but for convenience the follow- 


ing list may be used: 


1 60 ohm rheostat 
1 Standard receiving tube socket 


_ 


Binding posts 

UV 199 adapter 

WD 11 adapter 

10-watt 110 or 220 volt lamps 
Standard sockets for same 

0-5 Milliampere meter 3 or 314 
inches 

1 0-6 volt voltmeter, same size as 


— ed 


mm DO bo 


above. 
Cabinet, panel, baseboard. 
When one considers that the meters 


may also be used continuously in the 
circuits of a receiving tube detec- 


-keeping in 


When William T. Tilden, II, was in 
Cincinnati, he gave a talk through the 
Crosley WLW station in which he advised 
everyone to take up tennis as a means of 
good physical trim. Stuart 
Walker has engaged the tennis star for his 
organization when Tilden’s tennis season 
is over. ‘The champion is an amateur actor 
of ability. 





tor to determine the best operating 
point, the effective cost is reduced 
materially. 

When the tube tester is completed 
a single block of 221% volt “B” 
battery should be connected across 
the terminals marked ‘“B” plus and 
“_ Then turn on the fila- 
ment voltage until it reads the same 
as indicated on the tube carton. The 
different adaptors are to accommo- 
date the different tubes. 


When a tube is placed in the 
socket, the plate milliameter will in- 
dicate. ‘The exact amount cannot be 
arbitrarily stated inasmuch as_ the 
lamps will have a slight bearing on 
the quantity of the current which 
will flow from the plate to the fila- 
ment, through the plate milliameter. 

The best method to determine the 
correct amount is to try several new 
tubes, taking an average as the sat- 
isfactory operating standard. If more 
people would make use of a_ tube 
checker such as the one shown above, 
or would bring their tubes in to a 
dealer who handles tubes 
possesses a tube checker, we would 


minus. 


and who 


have more sets working at full effi- 
ciency. 

In using the checker shown in Fig. 
1, care must be taken to see that the 
proper cell voltage is applied each 
time for the different types of tubes. 
If desired, a switch may be fixed up 
to change the different 


as in Fig. 2 





voltages as the different tubes are in- 
serted in the socket. Careful label- 
ing of the contact points will help do 
away with the possibilitiy of acci- 
dental over-voltages being applied. 
The extra contacts between the con- 
tact points actually being used, pre- 
vent the accidental shorting of the 
“A” batteries as the lever is revolved. 

It is a good plan to reduce the 
rheostat to the off point after each 
re-insertion of a tube. In_ this 
way the voltage regulation as indi- 
cated on the voltmeter will come up 
gradually for each tube and not be 
on too strong at the start, due to the 
“A” batteries picking up voltage 
while lying idle. 

As time progresses, more and more 
tube checkers and devices for actually 
measuring the characteristics of tubes 
are coming out, all of which add 
to the positiveness of the fan’s and 
of the dealer’s results. 

It is very important that the job- 
ber’s service man immediately fix up 
the sets that are sent to him. Some 
jobbers are apt to get into the habit 
of waiting a few days. This is, of 
course, very bad for the dealer, it 
inconveniences his customer greatly, 
and gives his name a black eye in his 
town as far as service is concerned. 
The jobber may not have just the 
part necessary to make the set cor- 
rect. In this case a new set should 
be sent or the following plan be used: 

It frequently happens that one or 
two sets will come from the factory 
in a damaged condition. The panel 
may have become cracked during the 
process of shipment, it may or may 
not have been due to a mechanical 
defect. Usually some set of this 
kind is lying around waiting for its 
return. Now let us suppose that the 
set which has just been returned 
from the dealer has a defective trans- 
former. It is comparatively easy to 
change transformers with the set 
having the cracked panel, thus sav- 
ing all the unnecessary delay in re- 
turning both the cracked set and the 
defective one ‘returned from the 
dealer. In this way just one set has 
to be returned to the manufacturer 
instead of two, and in the meantime 
the dealer has had speedy service. 
This same principle can be carried 
out for all of the other parts in use 
in a set. 

Too many jobbers overlook the 
usefulness of the “house organ” or 
“dealers paper” as it might be called. 
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grand Upright. 
from base _ to 


twelve inches. 


batteries. 


volume. 





DICTOGRAPH 
ARISTOCRAT HEADSET 


So light you scarcely know you 

have it on your head; yet has 3,000 

ohms resistance. The favorite head- 

set of all exacting Radio lovers who 

demand the best. 

1. 3,000 ohms 

2. 10 ounces (none lighter) 

3. Head-fit headband 

4. Cup-curved ear pieces (extra 
large) 

5. Finished in black and orange 

6. Guaranteed fully 


$6.00 


Dictogra 





DIC TOGRAND 
UPRIGHT 


Here is a “formal pic 
ture” of the new Dicto 


twenty-six inches high 
with a bell diameter of 


It has sound capacity 
to fill an auditorium, but 
it can be modulated down 
to a gentle whisper. 

Operates without extra 


Adjustable dial controls 
Light but very service 
ably constructed. 


Finished in rich ebony. 
Fully guaranteed. 


$ 9) 500 


DICTOGRAND:? 
~ |PORTABLE — 


If you travel a lot and 
like to take your Radio 
It stands things with you, the 
Portable is an ideal loud 
speaker for you. Hasn’t 
quite the volume of the 
Upright, but equal to it 
in every other quality. 


bell top 


Operates without any 
extra batteries. 


Beautifully hand 
etched. 12 inch hard 
rubber bell, mounted on 
non-vibrating metal tone 
arm. Ebony finish. At 
tractive design. Small 
and compact. 

Fully guaranteed. 


945° 


OTHER DICTOGRAPH SCIENTIFICALLY 





| 


Le. 
DICTOGRAPH PHONO-UNIT 


THE DICTO PHONO-UNIT 


1. Uses no extra batteries 


2. Has adapters to fit any make of 
phonograph 

3. Attached and detached in a 
moment 

4. Calibrated dial on back controls 
volume 


5. Finished in nickel and gold 
6. Fully guaranteed 


$10 to $11.30 


According to adapters 


‘The Two Loud Speaker Units 


which will revolutionize 
loud speaker 


standards 





CORO TERMINAL To 
enéard plug 





OICTO- SWITCH - BLOCK 


THE DICTO 
SWITCH BLOCK 


1. Provides means for switching 
into circuit loud speaker, one, 
two or three headsets 

2. Controlled by a handy knob 
switch 

3. Finished in polished hard rubber 

4. Fucnished with reguiar phone 


co¥d for attachment to output 
terminals of set 


. Guaranteed 


$3.50 


wn 


ph Products Corp. 


220 West 42nd Street New York, N. Y. 


Pacific Coast Agent, Leroy C: Bishop, 1241 Pacific Mutual Bldg., Los Angeles, Cal. 
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For the price of a couple of news- 


paper ads the dealers can be com- 
pletely circularized with a little 
paper. This can be done regularly 


and the editing of it turned over to 
the manager of the radio department. 
A little paper such as this is appre- 
All of the new 
gained 
the 
larger group can thus be passed on 
to the 
Such a paper can frequently carry 


stories of servicing, of ideas used in 


ciated by the dealers. 


information which can be 


from constant association with 


each individual in group. 


correcting difficulties in sets and in 
helping the dealer carry on with the 
best of servicing methods consistent 
with good business policy. 

Dealers should frequently remind 
that “B” batteries 
become noisy when they have dropped 
to 15 or 20 per cent below normal 


their customers 


This is not always the case 
all better 
obtainable, certainly 


reading. 
but 
tance is 


in almost cases dis- 
and 
to 
from a set whose batteries are up to 


When the voltage has 


more satisfaction is be received 
full voltage. 
dropped this means that the internal 
resistance within the cells themselves 
the 


in 


jumped and this is real 
of the 


strength. 


has 
cause decrease signal 
Some dealers have found that a card 
index of all the sets they have sold 
aid them in making sure that these 
sets are serviced correctly at regular 


intervals. The customers so serviced 











Donald Mix, the Arctic radio operator, 
visited the Crosley WLW _ broadcasting 
station and plant recently, where he spoke 
to the radio audience. It was his first talk 
since returning from the Arctic seas. 


are pretty sure to get the new “B” 
batteries and tubes which may be 
and in addition will tell 
their friends that such and such a 
dealer really has the operation of the 
sets at heart and will see to it that 
all of the sets he sells are in per- 
fect working condition at all times. 
The present servicing problem 
seems to revolve itself chiefly about 
the points as enumerated above— 
namely, the use of good tubes in sets, 
good “B” batteries, quick repair of 
defective sets, regular inspections by 
the dealer and above all, the passing 
out of information to both the dealer 


necessary 


and the customer as to the above in- 
spections and replacements. 


* * * 


Encourage the Crystal Set 
Purchasers 


Some jobbers have completely over- 
looked the crystal set. They have 
found, along with most jobbers, that 
the most profitable sets to sell are the 
tube and 
pushing of the sale of tube sets comes 
greater volume of business. No doubt, 
however, they also realize that every 


sets, with the consistent 


crystal set user is a real prospect for 
a tube set. The purchase of a crystal 
set and the use of it shows a bona 
fide interest in the programs which 
come from the local station, and with 
the enjoyment which is sure to come 
as a result, also comes the desire to 
hear something when the local pro- 
gram either stops, or does not furnish 
the favorite selections or talks of that 
particular crystal set user. 

There is, then, no doubt but that 
the crystal set user should be encour- 
One of the best ways to en- 

him aid in the local 
program. When addi- 
tional funds must be raised to assure 
some one of the local stations having 
better programs, get behind the move- 
ment if it is at all possible. The 
result will be more crystal set users, 


aged. 
courage is to 


broadcasting 


and, very soon, more tube set users. 

To the jobber who does handle 
crystal sets, the return is immediate. 
But whether the local station is put- 
ting on a campaign or not, consistent, 
energetic selling of crystal sets, and 
parts to make up crystal sets will pay 
The immediate profit 
of the head- 
sets to go with the crystal sets will 


large returns. 
derived from the sale 
justify even the cheapest of sets being 
sold. The future returns are un- 
limited. The jobber and his dealer 
both reap the benefit when the cus- 


-able 





tomer comes back to buy the tube set 
—which he would not have purchased, 
had he not first secured a crystal set 
of his own, to use and enjoy. 


* * * 


Another “Fly Power’ 
Calculation 


In the August issue of THe Jopser’s 
SALESMAN it was estimated that one 
fly power in the form of electrical 
energy would run a radio set 25 years. 
Comes the American Chemical Society 
with another calculation and a con- 
denser lesson along with it. The So- 
ciety states that the energy received 
by a one foot loop is equal to one 
billionth of a fly power. 

This infinitesimal amount of energy 
received means that any loss of cur- 
rent in the condenser sacrifices ampli 
fication. It is thus proved that a low- 
loss condenser is necessary for the 
best results. A high loss condenser is 
like a leaky hose, wasting all the 
water before it gets to the nozzle. 


* * * 


Thrillers at the National Radio 
Exposition 

Guglielmo Marconi, the ‘father of 
radio,” it is announced, will open the 
third annual National Radio Expo- 
sition at Grand Central Palace, New 
York, N. Y., on the evening of No- 
vember 3. The famous inventor will 
be the central figure in a remark- 
demonstration of international 
broadcasting, to be followed by an 
exceptional program of entertainment 
and education given on a mammoth 
scale by the leading broadcasters and 
radio manufacturers of the United 
States. 

At an appointed moment on the 


opening day Marconi, in his London 


laboratory, will touch the key of a 
special transmitting instrument, re- 
leasing by radio a bolt of power that 
will be hurled across the ocean and 
instantaneously light a huge Ameri- 
can flag outlined in electric lights at 
Grand .Central Palace. 

thereafter three of 
the most powerful stations in the 
United States—WJZ in New York, 
WRC in Washington and WGY in 
Schenectady — will joined _ to- 
gether to broadcast to Mr. Marconi 
a message of greeting from the radio 
fans of America. Many broadcasting 
stations, both in the United States 
and on the other side of the water. 
will offer the courtesy of “silence in 

(Turn to Page 86) 


Immediately 


be 
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Important Features 


l Two terminals suffice for ALL 
Tubes. 


2 Back-panel extension is 11/16 
inch. 


3 Holes for table mounting are 
provided. 


4 Graphite discs give stepless, 

noiseless control. 

5 Internal switch opens battery 
circuit. 

61 One knob provides control from 
1/4 to 100 ohms. 

] One locknut holds Bradleystat 
securely in position. 


8 Drill only one hole in panel. 


Supreme in design and performance 





SIDE from the novel “one-hole mounting” that char- 

acterizes the Allen-Bradley line of radio devices, 
the most striking new feature is the extreme compact- 
ness of the graphite disc container. When mounted 
on panel,the new Bradleystat extends less than three- 
quarters of an inch behind the panel. The same is 


true of the Bradleyleak and the Bradleyohm. And 


the Bradleyometer extends only seven-eighths of an inch. 


You can improve your radio set immensely by sub- 
stituting aBradleystat for your present wire rheostat 
or a Bradleyleak for your old grid leak. There’s plenty 
of room. Try it! 


Electric Controlling Apparatus 
492 Clinton St. . Milwaukee, Wis. 


Baltimore Buffalo Cleveland Knoxville Philadelphia Saint Paul 
Birmingham Chicago Denver Los Angeles Pittsburgh San Francisco 
Boston Cincinnati Detroit New York Saint Louis Seattle 
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New Radio Products, 


Illustrated 








The Peerless “T'win-Aud” combines 
two audio transformers (first and 
second stages) in one unit and may 
be used in any circuit where two 
audio transformers are specified. 
Some of its features are: two audio 
transformers in one unit; clear re- 
production, freedom from howls; 
easy to connect; neat in appear- 
ance; clarity of tone over entire 
wavelength scale; dust and moist- 
ure proof; every connection plainly 
marked; fine workmanship, and 
substantial in construction. It is a. 
product of the Peerless Radio Corp., 
Newton Lower Falls, Boston, Mass. 








“The “Durham” metallic grid leak 
is made from a rare metal depos- 
ited on the inner or outer surface 
of a glass tube or rod, insuring 
perfect resistance, conductivity, per- 
manence of resistance and noiseless 
operation. Manufacturer, Durham 
& Co. Inec., 1986 Market street, 
Philadelphia, Pa. 








Radio fans who are interested in 
radio frequency circuits will be in- 
terested to know that the Kellogg 
Switchboard & Supply Co., Adams 
and Aberdeen streets, Chicago, has 
placed on the market its new No. 
602 radio frequency transformer. 
This air core transformer is of the 
aperiodic type, suitable for all sets 
with which radio frequency is used, 
and also suitable for one stage of 
radio-frequency amplification ahead 
of regenerative sets to prevent re- 
radiation. The primary of this 
aperiodic transformer is arranged 
with two terminals, one for all wave 
lengths with a short antenna, and 
the other for all wave lengths with 
a long antenna. The secondary is 
arranged with suitable taps for bias- 
ing features. A minimum amount 
of hard rubber is used in the form. 
The terminals are arranged for 
soldered connections. The mount- 
ing bracket holds the transformer 
at the proper angle for the taxi- 
mum results. 
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“Morse Eureka” non-removable knob binding posts illustrated above are 
made plain or with 18 different markings. They have insulated knobs and 
bodies. The letters are large enough to be easily read. Other sizes and special 
markings made to order. Below is an illustration of the “Morse” marked 
binding posts having removable knobs, with insulated knobs and _ nickeled 
bodies. Frank W. Morse Co., 289 Congress Street, Boston, Mass, is the 


manufacturer of these binding posts. 








The Model “C” receiver illustrated 
herewith is a new addition to the 
well-known line of radio products 
manufactured by the Hartman Elec- 
trical Mfg. Co., Mansfield, O. It 
is a highly finished mahogany cabi- 
net without loud speaker but in 
which space is provided for bat- 
teries. 








Two carefully designed audio-fre- 
quency transformers in one unit, 
giving al] the amplification pos- 
sible, with wonderful tone reproduc- 
tion throughout the musical scale, 
have been added to the line of 
products manufactured by Chas. A. 
Branston, Inc., Buffalo, N. Y. 








The “Eagle” rheostat pictured at 
the right is an instrument different 
from the conventional type of rheo- 
stat in that the resistor is the mov- 
ing element. Easy, smooth and posi- 
tive action is the result of this 
instrument. The Eagle Radio Co., 
16 Boyden place, Newark, N. J., is 
the manufacturer of this rheostat. 
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For a Merry Christmas—for a merry time every day and for many years to come— 
give your loved ones a Thompson Radio Receiving Set, a Thompson Speaker, or both. — 


GhoMPson 
RADIO 


Thompson Radio Receiving Sets products is an organization com- 
and Thompson Radio Speakers posed of radio engineers who have 
deliver the highest quality of sim- been making radio apparatus exclu- 
plified arid economical radio enter- _ sively ever since “radio” was called 
tainment. Both nearby and distant “wireless.” 

tadio programs cannot be more 1405 tbe GranverTeis $125. The 5-tube 
faithfully reproduced than with a PARLOR GRAND, (shown dn large picture 


Thompson Radio Receiving Set. below) is $145. The 6-tube Concent 


Granp, is $180. Prices are without tubes 
One of the or oe for the or batteries. The Thompson Speaker, with 


advanced development and _ conical diaphragm and other special fea- 
fection in Thompson Radio _ tures, is now $28. 


: 


If your dealer does not handle Thompson Radio products, write 
direct to us for attractive literature and name of dealer near you. 


R. E. THOMPSON MANUFACTURING CO. 


30 CHURCH ST. 
NEW YORK,N. Y. 


FACTORY: 
JERSEY CITY, N.. J. 

















Manufacturers of Radio 
Apparatus for the U. S. 


oe 
] Army and Navy and 
Y 
iim 















many foreign governments 
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( 32 The Magnavox Radio Line combines the 


z Ay highest degree of efficiency with refine- 
Lae VES ments of appearance which make these 


tadece: teat delete weihutedies 
zHE Magnavox plan of distribution, and 
syevery detail of the Magnavox sales 
policy, has brought to the radio field 
those elements which have already proved most 
successful in other important fields of industry. 

































To provide a uniform and profitable flow of radio mer- 
chandise from the manufacturer to the consumer, a limited 
number of reliable and thoroughly equipped merchants are 
being enrolled as Registered Magnavox Dealers; each dealer 
being safeguarded as to territory, and supplied with continu- 


ous selling assistance that insures large volume and rapid 
turnover. 
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At the present moment when the radio buying habits of 
the great consumer public are taking definite and permanent 
form, a Magnavox franchise represents business insurance of 
enduring value. 


With a representative Magnavox Radio stock you can best 
meet the requirements of those freshly interested in radio as 
well as those who desire to bring their equipment up to the 
latest standards. : 


M4 — Reproducer of small, 
convenient size, finished in 
dark blue enamel,with gold 
high lighting; no external 
battery required . $25.00 


The Magnavox Line 


As nationally advertised 
in leading publications, 
Magnavox Radio now 


M1— Contains the same type 
includes: 


of mechanism but with 14- 
inch horn and choice of 
black crystallized enamel or 
DeLuxe finish. . $30.00 





TRF-50—A 5-tubetuned radio 
frequency receiver in hand- 
somely carved period 
cabinet with Unit Tuner 
and built-in Magnavox 
Reproducer . . $150.00 





R3—The famous electro- 
dynamic Reproducer with 
Volume Control, playing 


soft or loud as desired 
$35.00 


R2—Makes possible the very 
highest quality of reproduc- 
tion; the Reproducersupreme 


of radio!. . . . $50.00 


PM-4 — Attachment for all 
standard phonographs; 
contains a powerful Repro- 
ducer Unit . . $15.00 


TRF-5 is identical with the 
above but encased in small- 
er cabinet without built-in 
Reproducer . . $125.00 


TypeA—Amplifier and Detec- © (Hy 3 . 
tor Tubes designed on new 
principles making them su- 
perior to ordinary storage 
batterytubes. . . $5.00 





In order to assure your trade an adequate supply of Magnavox 
Radio Products (especially the new Broadcast Receivers and 
Vacuum Tubes) it is highly desirable that salesmen take up at 
once the matter of Magnavox registration with dealers not yet 
enrolled with the Magnavox Company. 


THE JYAGNAVOX COMPANY, Oakland, California 


NEW YORK: CHICAGO: SAN FRANCISCO: 
350 West 31st St. 162 N. State St. 274 Brannan St. 


Canadian Distributors: Perkins Electric Limited, Toronto, Montreal, Winnipeg 
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New Radio Products, Illustrated 
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SUPER SERVICE| 


4CcELL DRY BATTERY 6-vovrs 





The Marathon super 
service batteries are made 
of four Marathon igni- 
tion batteries connected 
in series and encased in 
a water-proof, litho- 
graphed, metal container. 
These are solid, rugged 
batteries that will stand 
up under all kinds of 
weather and rough use. 
Unconditionally recom- 
mended for any kind of 
service under any kind 
of condition, where a bat- 
tery of six volts is need- 
ed. Manufacturer, Mara- 
thon Battery Co. Wau- 
sau, Wis. 





The Hart & Hegeman Mfg. 
Co., Hartford, Conn, has_ be- 
gun production of their new 
grid condenser. It is furnished 
with a variable, detachable leak, 
which may be quickly unfast- 
ened by means of the special 
snap fastener, yet it is built 
right into the condenser and 
makes a solid, positive contact. 














The Hope Webbing Co., Provi- 
dence, R. I., calls attention to its 
new indoor radio aerial called “Talk- 
ing Tape.” Some advantages of this 
tape are: it gives maximum recep- 
tive surface with minimum bulk; it 
readily adapts itself to any avail- 
able space; it reduces antenna ex- 
pense; it does away with the in- 
convenience of installation, remov- 
ing all possible risk and danger of 
the outside antenna; it is sensitive 
in radio reception and provides dis- 
tance, selectivity and quality su- 
perior to that provided by any loop 
or other method of indoor reception. 








An easy-to-tune radio frequency 
receiver is announced by the Colin B. 
Kennedy Corp., 6400 Plymouth ave- 
nue, St. Louis, Mo., known as Model 
XV. The new Kennedy uses two 
stages of tuned radio frequency, a 
non-regenerative detector tube and 
two stages of audio frequency am- 
plification. A unique feature is the 
graduated selectivity control which 
fixes the degree of selectivity at ex- 
actly the right point for the local 
conditions under which the set is to 
be operated. When the selectivity 
control is once adjusted to the best 
point for local conditions it does not 
require further adjustment. When 
an outside aerial is not easily ob- 
tained, the new Kennedy operates 
well on an indoor aerial or on a loop, 
and a jack is provided for plugging 
in the loop. Three other jacks are 
provided, one for the detector and 
one for each state of audio fre- 
quency. These jacks have an auto- 
matic filament control which turns 
off the filament of all tubes not in 
use. No potentiometer is used as it 
is a recognized fact that potentio- 
meter control causes considerable 
unnecessary drain on the “B” bat- 
teries. The cabinet is of solid ma- 
hogany and has a beautiful finish in 
the popular brown tone. 









BACK VIEW 


Po) 
CO nnnie SO) 


Gy ) FRONT VIEW 


U.S. TOOL Co. 


Tocca od = 
| Ge 


Figure “A” is a cut of the type 
3 one-piece stator developed by 
the U. S. Tool Co. Inc., 124 
Mechanic street, Newark, N. J. 
It is equipped with pig tail, one 
end soldered to the shaft, the 
other soldiered to a double ended 
continuous soldiering clip, mak- 
ing a positive connection. The 
pig tail is protected on the shaft 
by a half bobbin. Three mount- 
ing lugs with three flat head 
screws are also supplied. Two 
soldering clips are provided for 
the stator connection, one at each 
side, and on the rear plate. 
These two clips permit making 
stator connection from either 
side, without having to change 
position of clips. 











There has been a definite demand for an inexpensive instrument for checking 
tubes. To fill this demand the Jewell Electrical Instrument Co., 1650 Walnut 
street, Chicago, has developed tke “tube checker” illustrated above. This in- 
strument will, when the filament of the tube is excited by applying the rated 
voltage and impressing upon the plate the proper amount of potential, indi- 
cate directly on an accurate milliameter the current flowing from the plate. 
The “tube checker” is complete, consisting of a black enameled case, a 0-6 fila- 
ment voltmeter and 0-5 milliameter mounted flush with the top of the case, 
a 60 ohm rehostat, a protective resistance in series with the milliameter to pre- 
vent accidental burn out and a standard tube socket. Two batteries only are 
required, an “A” battery of six volts and the plate battery of 45 volts. 
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Radio 


is strikingly portrayed message, of Crosley quality and Crosley value is reaching mil 
lions of people throughout the United States and helping to sell them Crosley radio re- 
ceivers. Appearing in general magazines such as The Saturday Evening Post and 
\merican, in farm publications, in radio papers, in technical journals and newspapers, 
he forceful Crosley messages are reaching every type of human nature that is a radio 
prospect, 

Get Your Share of the Crosley Business 
If you are a Crosley dealer, you are getting a big share of the business that the quality 
the instrument and the advertising creates. If you are not a Crosley dealer, it will 
you to become one as soon as possible. 
Crosley Franchise a Valuable Asset 

So complete is the Crosley line, so well and favorably known, that it satisfies the radio 

wants of everyone at a price within the reach of all. 
Starting with the one tube Armstrong Regenerative Receiver at $14.50, without accessories—$22.25 
vith tube and head phones—the lowest priced regenerative set on the market, and equivalent in 
reception to many two tube receivers. Then, as more volume is desired, it can be added to at a_very 
W cost. (oe smb 
Or, your customers can purchase the three tube Crosley Trirdyn Regular, which has come through the 
summer period of comparatively poor reception with colors flying—for only $65 In Special Mahogany 
abinet to house necessary accessories—$75, or the beautiful new Crosley Trirdyn Newport as shown 
erewith, $100. The combination of one stage of tuned radio frequency, with regenerative detector 
nd reflexed amplification, has proven beyond a doubt that the features of selectivity, volume and ease 
yperation can be obtained with three tubes better than heretofore has been possible with five tubes. 
: — that no other set on the market combines these features so well incorporated in the 

dyn. 1 
In addition there are the Crosley 51, the two tube Armstrong Regenerative Receiver that became the 
biggest seller in the world in just 24 days, price $18.50, This set will at all times bring in local 
stations on the loud speaker and distant stations under fair receiving conditions. Distant stations 
at all time be heard with ear phones. The three tube Armstrong Regeneratiye Receiver Crosley 52, 
brings in distant stations with loud speaker volume under practically all conditions, price $350; 
! the Crosley 50 and 51 in portable cabinets at $18 and $25. 
se receivers, each in its own class, though assuring as good or better reception than any other 
rument of the same number of tubes, are by far the least expensive ever offered to the public. 


BEFORE YOU BUY—COMPARE. YOUR CHOICE WILL BE A CROSLEY. 
For Sale by Good Dealers Everywhere. 


rosley Regenerative Receivers are licensed under Armstrong U. S 
Patent 1,113,149 


Prices west of the Rockies—add 10%. 
Write For Complete Catalog. 


THE CROSLEY RADIO CORPORATION 


Powel Crosley, Jr., President, 


1164 Alfred Street Cincinnati, Ohio Crosley Trirdyn Newport, $100.00 
With tubes and Crosley Phones $115.75 


Crosley Owns and Operates Broadcasting Station WLW 

















Crosley One Tube 
Model 50, $14.50 
With tube and Crosley Phones $22.25 





Crosley 
Head Phones Crosley Two Tube Model 51, $18.50 
Better— Cost Less With tubes and Crosley Phones $30.25 


$3.75 


Crosley Three Tube Model 52, $30.00 
With tubes and Crosley Phones $45.75 


Crosley Trirdyn Regular, $65.00 
With tubes and Crosley Phones $80.75 


Mail 
This 

Coupon 
At Once 


The Crosley 
Radio Corp'n 


1164 Alfred St., 
Cincinnati, O. 


Crosley Trirdyn Special, $75.00 
With tubes and Crosley Phones $90.75 


Mail me, free of 
charge, your catalog 
of Crosley receivers 


and parts. 















Address 
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The New 
VARIOMETER 


PRICE 


$ 





TYPE 


269 





The outstanding features of this instrument 
are its compactness and efficiency of operation. 
It covers a range of wave lengths from 150 to 
600 meters and has a maximum to minimum 
inductance ratio of 10 to 1. 


In addition to its electrical and mechanical 
advantages this instrument has a very pleas- 
ing appearance. The stator and rotor forms 
are of genuine moulded bakelite, wound with 
green silk covered wire. All metal parts are 
brass with nickel finish. 


Radio dealers and experimenters will be 
quick to recognize the points of superiority of 
this variometer. 


Place your orders now for Immediate De- 
liveries. 














GENERAL RADIO G 


Cambridge, Mass. _ 



















































the air’ for the few moments that 
will be required to accomplish this 
feat. As atmospheric conditions also 
are usually favorable during this 
period of the year, the wizard of 
wireless—as, in fact, most of Eu- 
rope — will have little difficulty, it 
is expected, in hearing the voice of 
America transmitted across the At- 
lantic Ocean. 

Another thrilling demonstration, 
attempted for the first time in the 
in the history of radio, will be 
a race against’ time. From a 
wireless transmitting and _ receiving 
plant to be installed at the Palace. 
two radio telegraphic signals will be 
released simultaneously and _ sent 
flashing around the world in opposite 
directions, to return after the mes- 
sages have completely circumnavi- 
gated the globe. The famous letter 
“S,” used by Marconi in his first 
historic achievement of spanning the 
ocean by radio, will be the signal used 
in the extraordinary experiment. The 
race will be visualized on a great 
world map to be hung on the mezza 
nine floor of the Palace. 

A striking demonstration of radio 
in the field of teledynamics will also 


| be witnessed. A pan of flashlight 


powder will be touched off by radio 
from a point across the Atlantic 
Ocean. In the fraction of a second in 
which this blinding flash occurs an 
automatic camera will click and take 
a group picture of the opening night 
throngs assembled at the exposition. 

The vast scale upon which the ex- 
position is to be held is best indi- 
cated by the fact that not only will 
the enormous main floor of the Grand 


| Central Palace be filled with exhibits 


by America’s leading manufacturers, 
but that the mezzanine floor will like- 
wise be taken up by displays of new 
radio products. It will require a 
promenade of almost two miles for 
a complete inspection of all the ex- 
hibits to be shown at the exposition. 


* & 


“Pesco” as Atwater-Kent 


Distributor 


The Protective Electrical Supply 
Co., Ft. Wayne, Ind., has been ap- 
pointed distributor for Atwater-Kent 
radio sets in 11 counties around Ft. 
Wayne. 

M. B. Larimer, president of the 
company, took a two weeks’ fishing 
trip early in October. The place 
was Walloon Lake, Mich. 
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{ Price for 

“very Purse 

‘12.50 to 
$20.00 


Stands Alone!— 


- In Clearness, Quality and 
Naturalness of Tone 


With the rapidly growing demand for 
radio “loud speakers” your customers are be- 
coming more critical. 

To make your store loud speaker head- 
quarters, you must offer superior quality at 
a reasonable price. 

The G-G-H Reproducer the answer! 

Direct comparison never fails to demon- 
strate—from every standpoint—the remark- 
able superiority of the 


G-&-H REPRQQUCER 


Faithfulness of reproduction was the end 
sought by G-G-H engineers. Close your 
eyes while listening and you will realize that 
they have succeeded. The voice, the piano, 
the violin—whatever it may be—seems right 
in the room with you. 





Two outstanding features are responsible 
for this perfection. 


The G-G-H amplifying horn is of 
“PYRALIN.” There is absolutely no vi- 
bration to interfere with the low-pitched 
notes of the thundering organ, or the thin, 
clear sounds of the high notes of the violin. 


The G-G-H _ reproducing unit eliminates 
any possibility of distortion by doing away 
with the old-fashioned cause—the permanent 
magnet and the large electro-magnet. 


The G-G-H Reproducer is the one loud 
speaker that offers the dealer an opportunity 
for real selling talk—and bigger, surer 





profits. 
See This Wonder JOBBERS—Write for prices, discounts 
“Loud Speaker” and catalog sheets for your salesmen. 


at the 
Chicago Show 


——— GRIGSBY ~ GRUNOW ~ HINDS ~ CO 
4540 Armitage Ave. Chicago, III. 


Sole Manufacturers 
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AMERICAN BRAND 
CONDENSERS 


with the 


~100 tol~ 


Worm Drive Vernier 


Finest Condenser Made 
and the 
Greatest Radio Value 
Offered the Public 
23PLateoniy’ Z22 In Canada*7~2 


AMERICAN BRAND CORPORATION 
NEWARK, N. J. 























































Please Note Our Distributors 


Matthews Electric Supply Company, Bir- 
mingham, Ala. 


Standard Radio & Elec. Company, Fort 
Smith, Ark. 


The Electric Corporation, Los Angeles, Cal. 
Kierulff & Ravenscroft, Los Angeles, Cal. 
Leo J. Meyberg Company, San Francisco. 


Alexander & Lavenson Electrical Supply 
Co., San Francisco. 


Electric Appliance Company, San Fran- 
cisco. (Export only.) 


Hendrie & Bolthoff, Denver, Colo. 

Stern & Company, Hartford, Conn. 

The Post & Lester Co., Hartford, Conn. 
The Fowler Radio Co., Wichita, Kans. 
Wetmore-Savage Company, Boston, Mass. 
F. D. Pitts Company, Boston, Mass. 
Wetmore-Savage, Springfield, Mass. 

The Porter Chemical Co., Hagerstown, Md. 
Detroit Electric Co., Grand Rapids, Mich. 
Detroit Electric Company, Detroit, Mich. 
Kelley-How-Thomson, Duluth, Minn. 
Findley Electric Co., Minneapolis, Minn. 


Geller, Ward & Hasner Hdwe. Co., St. 
Louis, Mo. 


The Benwood-Linze Elec. Sup. Co., St. 
Louis, Mo. 


American Radio Mfg. Co., Kansas City, 
o. 


G. A, Buscher, Kansas City, Mo. 
Schneitter Radio Co., St. Joseph, Mo. 
Nebraska Buick Auto Co., Omaha, Neb. 
Nebraska Buick Auto. Co., Lincoln, Neb. 


Wilmington Electric Specialty Co., Wil- 
mington, Del. 


Holt Electric Company, Jacksonville, Fla. 
Carter Electric Company, Atlanta, Ga. 
Carter Electric Company, Savannah, Ga. 
Hudson-Ross, Chicago, III. 

Radio Elec. Co., Sioux City, lowa. 

lowa Radio Corporation, Des Moines, Iowa. 
Sutcliffe Company, Louisville, Ky. 
Harbison & Gathright, Louisville, Ky. 
The Electric Supply Co., New Orleans, La. 
Jos. M. Zamoiski Company, Baltimore, Md. 


Piedmond Elec. Co., Asheville, North Car. 
Southern Radio Corporation, Charlotte, 


Radio Distributing Corp., Newark, N. J. 
Herbert & Sackett Elec. Co., Buffalo, N. Y. 
Kelman Electric Co., Rochester, N. Y. 
James F. Burns, Schenectady, N. Y. 


Radio & Telephone Co., Syracuse, N. Y. 
Imlay. Cushman & Co., Niagara Falls, 
mM. Y. 


Manhattan Electric Supply Co., New York. 
North American Radio Corp., New York. 
American Wireless Corp., New York. 


Royal Eastern Electrical Supply Co., New 
York City. 


20th Century Radio Corp., Brooklyn, N. Y. 
G, J. Seedman Co., Brooklyn. 
The M. & M. Electric Co., Cleveland. 
The Elliott Electric Co., Cleveland. 
Hughes Peters Elec. Co., Columbus, O. 
Schuster Electric Co., Cincinnati, O. 
The F. Bissell Co., Toledo, Ohio. 
The Elec. Corporation, Portland, Oregon. 
Penn Gas & Elec. Sup. Co., Allentown, Pa. 
Altoona Elec. Sup. Co., Altoona, Pa. 
Trilling & Montague, Philadelphia. 
H. C. Roberts Elec. Sup. Co., Philadelphia. 
Spiro Brothers, Philadelphia. 
Doubleday-Hill Elec. Company, Pittsburgh. 
Anchor Lite Appliance Co., Pittsburgh. 
Lucas Sup. & Equip. Co., York, Pa. 
George L. Claflin Co., Providence, R. I. 
Perry-Mann Elec. Co., Columbia, S. C. 
Orgill Brothers & Co., Memphis, Tenn. 
Braid Electric Company, Nashville, Tenn. 
Inter-Mt. Elec. Company, Salt Lake City. 
Benton Bailey Co., Inc., Richmond, Va. 
Reliance Electric Company, Norfolk, Va. 
Sands Electric Company, Wheeling, W. V. 
Washington Electric Supply Co., Spokane, 
Wash. 


Fobes Supply Company, Seattle, Wash. 

The Electric Corporation, Seattle, Wash. 

Doubleday-Hill Elec. Co., Wash., D. C. 

Radio Specialty Company, Milwaukee, Wis. 
IN CANADA: 


Rankin & Cherrill. 55 Hastings St., West, 
Vancouver, _ a 

A. Cary & Sons, 274 East King St., Ham- 
ilton, Ont. 

Wentworth Radio Supply Co., Ltd., 31 John 
St., Hamilton, Ont. 


John Millen & Son, Ltd., Montreal, 60 
Duchess Street. 


— Corporation of Winnipeg, Winnipeg, 
an. 


R. E. T. Pringle, Toronto, Ont. 


H. G. Love & Company, 325 8th Street, Cal- 
gary, Alberta. 


Pirt & Pirt, Regina, Sask. 
Raiio Supply Co., Ltd., Edmonton, Alta. 

















Canadian Radio Conditions 


To THE Epiror :— 

The general attitude of the Cana- 
dian people towards radio so far as 
our territory is concerned is, we as- 
sume, the same as that of the people 
in the United States. Our presump- 
tion is based on what we read, and 
apparently there is no difference so 
far as we can discern. 


There is certainly a great deal of 
enthusiasm here which has _ been 
brought to a higher pitch this fall 
than previous years, owing, we think, 
to a higher development in sets and 
a general lowering of prices which 
has brought good receivers within the 
reach of a greater number. 

The Canadian youngster is inter- 
ested, and is instrumental at the be- 
ginning in causing considerable in- 
terest on the part of the older people 
study and interest in 
building up sets of his own. We are 
not in a position to state how heavy 
the boys buy or what percentage of 
the contributions from father they 
spend on radio. 

Radio has taken a strong hold in 
districts, 


through his 


the rural particularly in 
those districts where they have had 
crops and there is a certain measure 
of prosperity. Most of this business 
is being procured through the deal- 
ers in the small towns who solicit 
the surrounding territory, usually in 
connection with an exclusive agency 
for some particular line. 

Canadian radio users prior to this 
year, we would say, were more in- 
terested in making up their own sets 
than they were in readymade sets. 
This condition, though, is being re- 
versed, and this fall we have found 
a greater interest in sets than in any 
year previous. We ourselves are dis- 
tributors for Marconi for our terri- 
tory, having taken on this agency last 
summer and the results we have ob- 
tained have been a surprise to us. 
We have sold many sets already, and 
the season is just beginning. 

We are not in a position to dis- 
cuss whether or not there is more 
in Canada than there 
We have found that 
cold, night there is 
better reception than on other nights, 


or less static 
is elsewhere. 
on a clear 
but presume this is true anywhere. 

In our three years experience in 
selling radio the ‘summer slump” has 
been very decided in each of those 
years, and we would say even more 
so during this past summer than the 
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“SUPERB” <at> RADIO KIT 


THE RADIO SEASON’S FASTEST SELLER 


The new Magnus “‘Superb” Radio Kit is the best seller 
of the 1924-1925 radio season. Two tuning controls 
give it simplicity; three tubes, economy; the “‘Superb” 
coil, selectivity and distance, and “‘Magnus” transform- 
ers, volume and clarity. For $32.00 the radio enthusiast 
with the leanest purse can now own a set by easily build- 
ing it himself. The Magnus ‘Superb’ Radio Kit—a 
quality article at a popular price with a wide margin for 
jobber and dealer. 








OTHER NEW 
MAGNUS 
WRITE FOR enenes 
NEW PRODUCTS 
MAGNUS 
RADIO “SUPERB” COIL 
CATALOG MAGNUS 
NO. 924 TRANSFORMERS 
AND 


WAVE FILTER 





1 Superb Coil 
8 Marked Binding Posts 2 Dials 
2 Filament Rheostats | Panel 
| 26-Plate Condenser 2 Jacks 
1 Grid Leak and Holder | Base Board 
1 Triple Bakelite Socket 1 .006 Condenser 
1 Terminal Strip, drilled 1 Grid Condenser 
Wood-Machine Screws Nuts and Bus Wire 


2 Audio Frequency Transformers 
1 Magnus Screw Driver 


MAGNUS ELECTRIC CO. 


INCORPORATED 


787 EAST 138th ST. <i> NEW YORK CITY 
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league are played, and we think that the smaller dealer is unable to com- 
| this example will bring out our point, pete with. This has caused the busi- 


—-_* ~*~ * ~<e * 
SS —- 


——% 


__ 





SSS SS SSS SSS) | two summers previous. This is due Most of the radio in Winnipeg is 
i! Th | in a great measure to the conditions sold by the large department store 
i! e j)| existing here. Our summer is short here. This is for the reason that 
i! *y| as compared with that of other coun- they create a much larger display and 
i! ” reater: tries further south, but our summer have gone after the business with a 
|, ts rif we “,| days are very long, it being light much greater effort than any of the 
: NEUTRODYNE i enough for outdoor games until 9:30 other dealers. This might also be 
t). "| P.M. in the middle of the summer. accounted for by their ability to pur- 
EAGL FE : This, as you can readily see, en- chase through their buying organiza- 
\ y o- .| courages participation on the part tions at jobber’s prices on many of 
it B l d i! of most people in outdoor games. the lines in the radio field. A num- 
i! a ance i! Being a sport loving people there is ber of the manufacturers in the 
il! Receiver i) great enthusiasm in this country for United States who are not getting 
NY i) lawn bowling, golf, baseball, and most the volume to suit them, or whose 
i! i) every known sport. Can you im- policy is not what it should be in 
| agine going to a ball game at 6:30 regard to Canadian sales, allow some 
iV y in the evening and the game just of these large department stores to 
: | starting? This is the time at which buy on a basis which enables them 
i! all the games in the local amateur to retail the goods at prices which 
i 4 

i! i! as you can readily see that there ness to flow pretty much through the 
i(! The Choice of the 4 would not be much interest in radio one channel. The above condition ap- 
i ris ae ; | or anything that would keep a per- plies more to radio parts than it does 
i(! Majority this iN son inside the house. to sets on account of thé manufac- 
i! Ch ° ; We have a local broadcasting sta- turers being in a better position to 
ii ristmas MM tion, namely, C.K. Y., operated by watch and guard their resales on sets 
i! In the 1923, Holiday Season the “Eagle the Manitoba Telephones. Our near- than on the smaller parts. 

i! eg This Season even more peo: i! est station in another city is Minne- In this field, owing, we think, to 
i pie will buy, the, Greater BAGS “Giles i) apolis; the most popular stations are the limited outlet, the various job- 
4; ment control) switch, the ball-bearing, “| at Davenport, Ia.; the Westinghouse bers are not employing special radio 
\\. die-cast condensers, and the improved 


station at Pittsburg; Willard Battery men. When we state that in our 
station, Cleveland; the Westinghouse territory there are approximately one 
station, Chicago; a new station at million people, counting men, women 


\ rheostat—all Eagle instruments, obtain- 
\) able ONLY in the New Model B. EAGLE. 


iV Your customers will want the best re- 


. 
= * ~— * 

SO 
a | 





























‘4 ceiver for Christmas. They do not rely i 

(¥ on promises or mere claims when they ‘h seville Tectj x j > , 2-adilv see 

. buy the EAGLE Model B. The features 1 Louisville, and the Westinghouse sta- and children, you can readily see that 
\V. and the reputation of the Eagle Set for Me tion. Hastinos, Neb. with all the companies in this field 
nn quality of materials and workmanship 4) 

i! are all the assurance they need. To that, ), 

*j however, is added the extra protection 4) | 

\), of the fairest possible GUARANTEE. “\ McClai f the S EI 

ae R. B. McClain, of the Star Elec- 
\), Your present and prospective customers | trical Co., Erie, Pa., sends these in- 
j wall ask about the New Model B Fagle. *) . hei 

\\. Can you afford to sell any but “the J | teresting groups taken at their an- 
il choice of the majority”? *) nual picnic. In the large group one 
ls | f their good friends, George J 

a ) oF gz 2 <a a ‘ 
i! EAGLE Features it Wolf, of the Wolf Electric Co., Bea- 
i! EAGLE Multiple Switch i) ver Falls, Pa., is shown at the ex- 
“i Instead of several jacks, which are in- ly treme right in the lower row, while 
\\4 \\ herently weak, a smoothly operating mul i at the other end of the same row is 
aj \ t'ple (filament control) switch controls all { t 4 "4 saad Ps P 

i! battery connections. ) George Junior. ‘Three of the girl em- 
ld | ° . Sa LJ 

3) | ‘ ovees, Mer Mary d Nettie 
NY ~~ Revolving Resistor Rheostat A ployee Meriam, : Mary an 

}» T a Nine fe were also caught in the act of look- 
«) \ he resistor element, instead of ; : p 

\! ) the contact, is the operating unit 4) ing pretty, succeeding admirably. 

‘i in the EAGLE rheostat. i) 

\ , 

\). f® Ball-Bearing Die-Cast " 

\(! / ener’ Condensers i 

‘a we vd 

oY] anti Ww apa re « 

i! \ Studs” oe cue arenes 

i ~) are ball-bearing. Rotor and g¢/ 

\\? stator plates are die cast in- ") 






tegral with their support. 


\ 
! Sg EAGLE GUARANTEE 
\! \ - The Guarantee that accom- i 
nn — panies Every EAGLE Re- jj 
{ ceiver Fully Proteets You! 1) 
Write for Details TODAY { 
Licensed by Independent Radio Manufacturers, ¢ 
Inc.. under Hazeltine Patent Nos. 1,450,080, i) 


* dated March 27, 1923, and 1,489,228, dated 7 
ii6 April 1, 1924. Other patents pending ) 


Eagle Radio Co. 
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More Fall and Winter Business 
With Hoosick Radio Parts! 


Hoosick Radio Parts are 


ain ~ command amore exten- 
sive sale this fall and 
winter. 





24 HOUR SHIPMENTS New and improved parts 

cae PARTS make the Hoosick line ye.us 
complete and _ jobbers 
and their salesmen will 
reap a rich harvest of 
profits this season. 








Dealers know the line 
and radio fans prefer it. 
Stock your dealers with 


Hoosick Radio Parts. 


HOOSICK FALLS RADIO PARTS MFG. CO., INC. 
HOOSICK FALLS, N. Y. 


CARL A. STONE CO., STACKHOUSE & ALLEN RUSSELL ELECTRIC CARL A. STONE CO., 





No. 108. Triple Panel Mounting V. T. Socket. Made of Genuine Bakelite. All Metal Parts made of Nickel 
Plated Brass and Phosphorous Bronze. Walls extra thick. Fitted with tube stops in base to protect 
centacts. 











153. Binding Post. 
Insulated Top. Heavy 
Nickel Plated , Collar 


No. 404. 









Single Panel Mounting Socket. 


bs . No. 107. 
b 1 o se lle rs. They wi | | = same pe — panel mounting 


V. T. Socket. Construction same 


as triple panel mounting socket. 





Bakelite U. V. 199 Adapter. 


644 New Call Bidg., Cco., SALES CO., 429 insurance Exchange 
San Francisco, Calif. 27-29 No. Morgan St. 305 Donavan Bids.. Bidg., 
Chicago, til. Detroit, Mich zk WW. mint s. 
WALTE . FERGUSON Los Angeles, Ca 
Me''co.. weed, 4 tans 06. lie RYDE ELECTRIC ©O.. THOMAS E. GRIFFIN, 
14th & Walnut St., ve St., = 
Kansas City, Mo. St. Louis, Mo. Ps yye San ——- | one No. 302. Potentiometer. Bain Bose 
“ ° ’ d Knob. Resistance Unit of Nichrome 
CARL A. STONE CO., Suite 1501, CHARLES GOLDFUS CO., am . 
1116 Minor Ave., Tribune Bldg., 301 No. Seventh St., Wire. 200 or 400 Ohm Resistance. 
Seattle, Wash. 154 Nassau St., N. Y. C. Minneapolis, Minn. 







No. 300. Rheostat with Bakelite 
Base and Knob. Resistance Unit 
of Nichrome Wire. Supplied in 
6-10-15-20 and 30 Ohm Resist- 
ance. 
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MINAS 


THE LOUD SPEAKER 
THAT SATISFIES 


Of distinctive design. Flare of 
Horn of polished black pyralin or 
of mahogany tinted semi-trans- 


parent pyralin. 


Gives a remarkable volume of 
tone without sacrifice of clearness 
or naturalness—equal to hearing 


the original tones. 





The Burns Unit as used with the No. 205 Repro- 
ducer has already proven its merits. Furnished 
also for phonograph use. 





No. 205B—With polished black bell_...........$22.50 
No. 205D—With shell pyralin: bell_............. 25.00 
No. 100—Unit for phonograph use............ 10.00 No. 100 


Manufactured by 


STATE AND 64TH STREETS CHICAGO, U. S. A. 








ANNOUNCING ANOTHER 
NATIONAL PRODUCT! 





THE BROWNING-DRAKE RECEIVER USING 
THE NATIONAL REGENAFORMER 


PAT. PEND. 

Combines the selectivity and sensitivity of a Super heterodyne, without em- 
ploying six or eight tubes. 
After months of research work F. H. Drake and G. H. Browning, both of 
Harvard University have developed a special form of 

TRANSFORMER KNOWN AS THE REGENAFORMER 
When this unit is embodied in a two-tube broadcast receiver, as shown in 
the above illustration, 1000 to 2000 miles may be easily picked up. 
The principal units for constructiny this two-tube receiver have been em- 
bodied in a kit consisting of 
1 Antenna Coil, mounted on 1.0005 mf National D X condenser with 4” 
Velvet Vernier Dial, | Regenaformer mounted on 1.00035 mf. National D X 
Condenser with 4” Velvet Vernier Dial, hardware for mounting Regenaformer 
and Antenna Coil on back of Condensers, and | wiring diagram and instiuction 
sheet. Other parts are standard and can be obtained by the builder from Radio 
dealers. 
The Kit retails for $22.00. 
The National Company has an exclusive license for the manufacture of the 
Regenaformer. Jobbers write for full details ! 


NATIONAL COMPANY, INC. 


CAMBRIDGE 39 BOSTON, MASS. 
Mfrs. of National DX Condenser and Velvet Vernier Dials. 

















the out;ut for each is rather limited, 
and would not permit of lining up 
a higher rate of expense for hand- 
ling it. 

We have found that our regular 
salesmen have handled the situation 
very nicely. They became _ very 
deeply interested at the start some 
few years ago and took part by build- 
ing sets of their own, which gave 
them an interest in the progress since 
that time. This has stood them in 
good stead in putting new devices 
across with their trade. 

The future of radio in Canada will 
be governed directly by developments 
in sets at prices within the reach of 
the average individual. If pro- 
gress is steady and there is contin- 
ual improvement in getting better re- 
ception, we certainly believe the fu- 
ture is a very bright one. This 


| would automatically cause it to be 





a considerable proportion of any job- 
ber’s volume who is willing to go ag- 
gressively after it. 
Very truly yours, 
J. W. WHEATCROFT, 
Sates MANAGER, 
Great West. Elec. Co., Ltd. 
Winnipeg, Man. 


* * * 


Krich Uses Large Newspaper 
Space 

The September 14 issue of the Sun- 

day call, Newark, N. J., carried a 

prominent advertisement in the Radio 

Section of the Radio Distributing 

Corp., Newark. It was 81% inches 


| deep, three columns and called atten- 


tion of the public to “Radisco” dealers 
and the service that they have to offer. 


| The advertisement was signed by 
| Max Krich, president, and made very 


clear that the Radio . Distributing 


| Corp. sells at wholesale only—the ad- 





vertisement being solely in the in- 
terest of the dealers. 
* * 


News From Saskatchewan 

The Midland Electric Co., Ltd., 
Regina, Sask., reports the addition of 
four new assistants in the warehouse 
and office. The company has _ re- 
modeled the shipping room and en- 
larged the radio stock. The _ best 
news is that the company is doing a 
radio business far beyond expecta- 
tions. The Midland Radio Co., is 
operated by the above concern. A 
special panel cutting bench has been 
installed and equipped with electric 
motor, 
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RADIO 
STORAGE BATTERIES 


Are constructed suitably for use with any 
radio receiving set. Yale Quality is built into 
each battery. 


6 Volt RADIO “A”? STORAGE BATTERY 




































HIS attractive ‘‘A’’ Battery made up in mahogany 

case, with rubber feet and suitable handles—is 
fully charged and filled with acid for instant use—extra 
thick plates are used, providing uniform voltage and 
discharge characteristics—California Cedar specially 
grooved separators provide a uniform acid diffusion. 
It is packed in dustproof carton. 





48 Volt RADIO“B” STORAGE BATTERY 


HE specifications of this‘‘B”’ Battery are prac- 

tically the same as the 6 volt, with the exception 
that it is shipped dry (without acid) but is already 
charged and ready for service a few hours after 
the user adds the acid. Full instructions accom- 
pany each battery. 











RADIO “B” BATTERIES 


No. 1512V. This is the most popular “B” Battery. It is 
* economical and is standard equipment for the great 

majority of receiving sets. Its vigorous cells have a much 

longer life than the smaller ones. They are especially 

made to render best average service. Contains 15 cells 

and is equipped with one negative and five positive Yale 
|i Contact Clips, giving variable voltages of 1613, 18, 1914, 
a Wh 21 or 224 volts. 


: ELECTRIC CORPORATION y) | 
eRoon vy ~~ J i| 
: “ san enancrace 

y 





No. 1512V 





No. 3045V. When 45 volts are required it is prefer- 
able to buy this battery rather than 2-224 volt batteries. 
It contains 30 cells same size as used in the No. 1512V, 
more convenient as it can be used for detector tube 
control as well as for amplifiers. Equipped with one 
negative and six positive Yale Contact Clips, giving 
164 to 22% volts in 144 volt steps for detector tubes 














YALE ELECTRIC CORPORATION 
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72 Volt 


MODEL 19 
For Charging 6 Volt 
A Batteries and 
Batteries 


50 CHIR csnicssasnanvenp 
. 25.00 


60 cycle... 
25 cycle 





24 to 


List 
Price 

22.50 

22.50 





RADIO UNIVERSE 


The New Sterling Charger 


Sterling Rectifiers have always been respected for 
quality and reliability—they’ve won the heart of the 
The new models are still greater, which 
is an all 
By means of a selector 
“A” Batteries, 
24 Volt “B” Batteries and 48-72 Volt “B” Batteries. 
incorrectly on 


radio public. 
is saying a lot. Model 19, 
‘round good battery charger. 
switch this same charger recharges 


for instance, 


Tapering charge. Impossible to use 
any 110 volt A.C. lighting circuit. Noiseless in 
ation. Will run for days without attention. 
other wonderful features. 


THE STERLING MFG. COMPANY 
2831 Prospect Ave., Cleveland, Ohio 


ON TOP OF THE 


MODEL 17 
6 Volt A Battery 
Charger 

List 

Price 
60 cycle $18.50 
50 cycle.... ... 18.50 
25 cvele.... .. 21,00 





oper- 
Many 
































The radio season is on in full force. 
fresh “B” Batteries to bring in stations clear and strong. 


cells. 


N° 1301 45 VOLTS 


Dhe Carbon Products G 





Built right to last long and accordingly sells best. 
connected to give voltages of 1614, 18, 1914, 21, 2214 and 45. 30 
Stock your dealer for fall business. 


Ope Garbon Products G 


On10 


LANCASTER, 


Radio Fans are Buying “B” Batteries 
Radio fans are buying 


The battery that will give them best results for a longer period 
of time is the ACE. You can make friendly dealers and good 
profits with this line of “B” Batteries. 


The ACE “B” Battery is put up in a beautiful mahogany fin- 
ished case with a minimum of lettering and is ‘lesigned to match 
the finish of the radio receiving sets. 


May be 























Department of Commerce on 
1923 Radio Sales 


The Department of Commerce an- 
nounces that, according to the data 
collected at the biennial census of 
manufacturers, 1923, radio apparatus 
to the value of $43,460,676 was manu 
factured during the year for sale as 
such. This total. includes 1,889,614 
head sets, valued at $5,352,441; 508, 
001 loud speakers, valued at $5,- 
620,961; 414,588 receiving sets of the 
tube type, valued at $12,065,992, 
and 116,497 receiving sets of the 
crystal type, valued at $550,201; to 
gether with the other items shown in 
the table below. The manufacture of 
2,601,575 radio tubes, valued at $4, 
572,251, was reported separately. A 
part of these tubes were sold to manu 
facturers to complete receiving 
(and their value is therefore included 
in the total value of such 
given above) and the remainder were 
sold to individual purchasers for use 


sets 


sets, as 


in the construction of home-made sets. 


The following table, giving the 
numbers and values of the several 


classes of radio equipment reported 
as manufactured in 1923, is prelimi 
nary and subject to such correction 
as may be found necessary upon 
further examination of the returns: 


Propuction oF Rapio Apparatus, 1923— 
(Reported by 290 Establishments) 


*Total value $43,460,676 

Loud speakers: 
Number 508,001 
Value $5,620,961 


Head Sets: 


Number 1.889.614 


Value $5,352,441 
Receiving Sets: 
Tube Type— 
Number 414,588 
Value $12,065,992 
Crystal Type— 
Number 116,497 
Value $550,201 
Transmitting Sets: 
Number ........ 1,073 
Value ..... $900,280 
Transformers: 
Number . scsuepacssticcceue,, be OOUDA 
fe ee Jeusbnisbcscese sce QQ) TOR LO 
Rheostats: 
POANRUCY © 22. ck... ROORGI 
Value ....... ee ae S716,774 
Lightning arresters: 
a ag Ed ee SS eB 8 355,161 
Value... LOG Rud 2 ee $196,534. 
Miscellaneous parts, value $14,284,330 
Total: 
Number 2,601,575 
Value . $4,572,251 
Under 5 watts: 
Number : 2,559,206 
Wie 5 . $8,788,167 
5 to 50 watts: 
Number ..... 15,167 
Teh oe $80,529 
Over 50 watts: 
Number itn Yn : 27,202 
Value $708,555 


*Not including tubes for sale as such. 
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5-Tube NEUTRODYNE 


The most unusual set on the market. Beauti- 
fully finished walnut case. Coast to coast 










EPerensentRasre monecsese E range. Perfect selectivity. Also made in Con- 
FUTRODYN ‘ sole type. Designed and perfected according 
BP parece saceden, 92a S to the Howard standard—and that says more 


are Other Patents Pending 89 22g 


than any superlatives. Destined to be a leader 
in Radio value. Write today for prices and 
discounts. Be sure that you can sell your 
dealers this Howard 5-tube Neutrodyne. 


HOWARD RADIO CO., Inc. 
4248 N. Western Ave., Chicago III. 
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MODERN 


“Push-Pull” 


Transformers 


—are recommended by the 





leading radio _ authorities 


everywhere for all circuits. 


There’s a Reason! 











Rasla Reflex 





MODERN Audio Frequency 
110 and I11 
have been adopted by the inven- 
Reflex 


circuits as the most satisfactory 


Transformers Nos. 


tors of the famous Rasla 


transformers for use in those cir- 


cuits. 


Every coil is wound in our own 


plant on machines of our own de- 
sign and every MODERN Trans- 


former is triple-tested before ship- 
ping. 


Sold Through 
Jobbers Exclusively 


The Modern Electric Mfg. Co. 


Builders of Transformers 
Exclusively 


Toledo, Ohio 


TRANSFORMERS 








| October 6. 
of 54 20-minute lectures covering eight | 


| has 
| shal S. Brown, dean of faculties. 


| sisting him in this work are Professor 
| James 


| Woodman, 


The First “Air College’ 


Endorsement of the practical value 
of radio broadcasting as an aid to edu- 
cation is demonstrated in the co-oper- 


| ative action between New York Uni- | 


versity and the Radio Corporation of 
America in opening the fall term of 


the recently instituted “Air College” | 


at station WJZ on Monday evening, 
The fall term will consist 


subjects, to be broadcast from WJZ 
every weekday evening. 


The “Air College” has as_ its 


primary object the dissemination of 


educational information of the non- 
technical or popular type. 
present through the medium of radio 


broadcasting attractive lectures on sub- | 


New York | 


jects of general interest. 


University recognizes the growing 


.41| power of radio as a stimulant of public | 
~’ | interest in the arts and sciences, and | 
radio educational | 


established a 
committee headed by Professor Mar- 
As- 


E. Lough, dean of the ex- 
tramural division, and Professor H. C. 
Hathaway, director of public occa- 
sions. 

The 
fessorial board of the “Air College”’ is 
known, is composed of leading figures 
in the educational world, including 
Professor Ralph V. D. Magoffin, presi- 
dent of the Archaeological Institute of 


“radio faculty,” as the pro- 


| America and professor of classics at 


New York University; E. 
Payne, professor of educational soci- 
ology; Reid L. McClung, professor of 
economics; Edward C. Smith, profes- 
sor of political science; J. Edmund 
professor of geology; 
Bristol, professor of bi- 


George 


Charles E. 
ology, and Mrs. Clara E. Breakey, lec- 
turer on home economics. 

Each of the courses was especially 
selected and prepared with the realiza- 
tion that the mind of the radio audi- 
ence in the extreme. 
Fullest results can be obtained only by 


is composite 


considering the varied reactions of that | 


audience to unattractive presentation 
of even the most valuable material. 
Human and non-academic 
treatment, two prime requisites of suc- 
radio have 


interest 


cessful addresses been 


stressed in the choice of subjects and 
professors for the radio lectures. The 
curriculum for the first term takes up 


eight subjects in turn. 


It will | 


We, , 
Hi 


“Long 45” 
Tuner 


Nationally advertised ... 
nationally known. Con- 
denser, inductance and 
tickler coil all in one. 


Write for details 
prices....and catalog. 


and 


Lincoln Radio Corporation 
224 N. Wells St. Chicago, Ill. 


Manufacturers of 
The Lincoln Kit—The Lincoln Oscillascope—Lincoln 
Collapsible Loops—The Lincoln Low-Loss Condenser 


















Morse 


“SPRING GRIP” BINDING POSTS 


| INSULATED 
MARKEO 

KNOB 

PRICE 204 





Posts 


MARKINGS always in Line so can easily 


be read. Cord Tip easily inserted, and 
then held in a Positive Grip. lasily re- 
leased. No screwing or unscrewing. No 


pushing or pulling. 





—_ 


MARKED BINDING POSTS 


ae se re. eno 
a- s- vee aut 
~ ° 

















They are packed 10 to a box, 5 boxes 
in an attractive Display Carton 
Price 20c each 


F rank W. Morse Co. 


BOSTON, MASS. 
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‘“‘The Best That Money Can Buy”’ 





2200 Ohms 
$6.00 







3200 Ohms 
$8.00 


~~ 


“GOLD SEAL” HEAD SETS are electrically and mechanically,—as well as 
from a radio standpoint,—as perfect as the highest-priced Head Set on the 


market,—yet, with all their perfection, they retail at only $6.00 for 2200 
Ohm, and $8.00 for 3200 Ohm. 


The trade mark ‘“‘DEVEAU” has stood for the highest quality in telephone 
apparatus for thirty years,—a guarantee that every known advantage in 
design and manufacturing has been taken into careful consideration. 


Magnets are extra-heavy one-piece units; cups are of aluminum to keep down 
the weight but unlike other Head Sets, every exposed metal part of the set 
is finished in genuine 24-karat gold,—under a protective lacquer so that the 
finish will last for years; the terminals of each unit are concealed,—no contact 
possible with users’ hands. 


“DEVEAU GOLD SEAL”? HEAD SETS are like a piece of fine jewelry in 
appearance, but with all the radio niceties that the most advanced radio en- 
thusiast can desire. DEWVEAU Units exactly match each other in tone,—each 
has maximum sensitivity and perfection of tone quality. 


“DEVEAU GOLD SEAL” HEAD SETS are guaranteed to be electrically and 


mechanically perfect,—our Guarantee protects every purchaser. 


STANLEY & PATTERSON 


INCORPORATED 


(3 Blocks Above Franklin St.) 
Cable Address: “‘Eleclight’’ New York 








“GOLD SEAL” HEADSETS 


General Offices and Factory: 250 West St., New York, U.S. A. 
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“INSULATE” 


Molded Composition 
(Registered Trademark) 


and 


“HI-HEET” 


(Bakelite.) 


100 


Styles of 


Knebs, Mouth 

Pieces, Binding 

Posts,  Insula- 
tors, etc. 


ready for immediate 
shipment to your 
trade everywhere. 


We mold articles of 
any shape to order. 





General Insulate Co. 


1033 Atlantic Ave., Brooklyn, N. Y. 
Established 1904 
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NEW HEXAGON SHAFT 


The Second of Five 


Unique Features 


blades, stamped with a 
hexagon hole, are 
gripped tightly by 
the new hexagon 
shaft. Doubles the 
life of the con- 
denser because it 
prevents fanning; 
doubles its sales 
because this fea- 






ag 


1 ° 

?s\ ture is wanted. 
35 

a} 

+ Found in types 3 
s. 

v (plain) and 4 (ail-ver- 
: nier), celoron end 


plates; types 5 (plain) 
and 6 (all-vernier), 
LOW-LOSS—METAL 
END PLATES. 


100% GUARANTEED 


Write for Proposition 


U. S. Tool Co., Inc. 


124 Mechanic Street NEWARK, N. J. 











rr 


Revere Issues Radio Catalog 


The Revere Electric Co., Chicago, 
Ill., is distributing to its trade a com- 
plete and attractive radio catalog, 6 
by 9 ins., 25 pages. In addition to 
the detailed description and illustra- 
tion of radio merchandise, there is an 
interesting review of the radio busi- 
ness, past, present and future, to- 
gether with a clear statement of Re- 
vere’s terms and policies. The major 
units shown are Sleeper, Tuska, Mur- 
dock, Music Master and Chelsea, fol- 
lowed by a full line of standard 


| quality accessories. 


* * * 
Hinsdill Issues Catalog 
The Hinsdill Electric Co., Troy, 
N. Y., has distributed over 1,000 


| copies of its Catalog No. 24. This 


is of the pocket size and very handy 
for contractors. The company also 


_ announces a 20-page radio bulletin. 
| This lists only items carried in stock 
_and which have been actually tested 


and approved by the company. 
* * * 

Los Angeles Jobber Takes on 
Radio 


The Graham-Reynolds Electric Co., 


| Los Angeles, Calif., has installed a 
radio department, featuring a com- 


prehensive line of standard and 
nationally advertised merchandise. 
C. W. Arthur is in charge. 








This sign tops the building of the Iron 
City Electric Co, Pittsburgh, Pa. and 
is changed every six months or oftener. 
The flag is studded with nearly a hundred 
bulbs while the sign is illuminated by the 
floodlights shown. This display is used 
to feature lines or classes of major im- 
portance. 








Double Your 
Radio Sales 


You could easily sell two or 
three times as many radio sets as 
you are now selling if you could 
absolutely assure buyers of clear, 
distinct reception entirely free 
from hissing, sizzling and dis- 
agreeable noises. 


This you can now do with the 
new Ray-dio “B” Storage Battery 
—the most remarkable single de- 
velopment since radio first became 
general. 


Attach a Ray-dio “B” Storage 
Battery to a Radio set in your 
store and it will not only sell 
Batteries, but it will sell Radio 
sets for you and increase your 
profits many times. 


Write for detailed information 
about the most remarkable radio 
battery ever built. 


JORDAN BATTERY CO. 


Dept. 3 
YPSILANTI, MICH. 























Radio 


Insulators 


We have produced in these Radio 
and Antenna Insulators high grade 
products which the jobber may sell 
at a low price and still make a good 
profit. 

They are vitreous, brown glaze 
and are very well and neatly made. 
A sample of either size insulator 
will be mailed to any radio jobber 
upon request. 





No. 1—2% in. long, 134"in. cverallsdiameter. 





> 


|| No, 2—4¥ in. long, 154"in. overall diameter. 


We also manufacture a complete 
line of Electrical Porcelain— 
in standard or special 
patterns. 


THE MOGADORE 
INSULATOR CO.) 
MOGADORE, OHIO. 
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(The DAY-FAN Line 


There ts a DAY-FAN set for every home 
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\ OEM 


The DAYRADIA, 
complete (except 
tubes) with A & B 
batteries and special 
silent, built-in re 
charging equipment. 


$225.00 














The OEM- 7, four tubes 











The OEM-11, three tubes 


The DAYOLA,. with , 
a aatlicsencceal VERY set, regardless of price, has that 


ee important and_ distinctive DAY-FAN 
achievement— 














ALL DIAL SETTINGS THE SAME 
FOR EVERY SET, EVERYWHERE, 
ON EVERY ANTENNA. 














The DAYCRAFT, 


with built-in phono- You don’t have to log DAY-FAN sets. A 
graph loud = speaker 
and B battery com- 


partment, complete list of all stations with corresponding 
wae dial settings for the wave length is given with 
each set. Simply turn the pointers to desired 

station—and listen in. 











There is a model for every taste and purse 











and each one embodies the same remarkable 
qualities of tone, volume, selectivity, simplicity 
of operation and beauty which distinguish the 
DAY-FAN OEM Receivers. 


The DAYTONIA, 

complete (except 

tubes) with A & B roe > . 

batteries and special Write for literature. 
silent, built-in re 

charging equipment 


$285.00 








* She DAYTON FAN & MOTOR CO. 
=u J aniemowre of pte adage 

pparatus for more ears 
DAYTONIA DAYTON. OHIO. 
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New Radio Products, Illustrated 














Some special advantages of the 
“Fedco” blue radio insulator manu- 
factured by the Federal Porcelain 
Co., Carey, O., are: it insulates per- 
fectly; is small and light; is ex- 
ceptionally strong; is not affected 
by moisture, dryness, heat or cold; 
made in one piece; the smooth 
glazed surface does not easily col- 
lect dust; the triple annular groove 
has proved by conclusive tests to 
be the best design for shedding rain 
and sleet, it is economical as well as 
dependable. 








The “Durham” single grid leak 
mounting has German silver spring 
clips, soldering lugs, heavy insulat- 
ing base with countersunk rivets. It 
is a product of Durham & Co, Inc., 
1936 Market street, Philadelphia, 
Pa. 





A two to one ratio audio fre- 
quency transformer which is report- 
ed to be ideally suited for three 
stage amplifiers as well as_ reflex 
purposes, has been placed on the 
market by the Thordarson Electric 
Mfg. Co., 500 West Huron street, 
Chicago. ‘This newest Thordarson 
product has the same type of layer 
wound square coil, snugly fitting 
around the square core, that is 
found in their 314 to 1 and 6 to 
1 models. Broad ribbon leads, 
locked in the coil, give short, direct, 
substantial connections to the pat- 
ented inner-locked terminal posts to 
dispense with the possibility of 
tangled or broken wires inside. An- 
other feature, the special silicon 
steel core is clamped in the case 
instead of held by rivets or screws 
that might cause short circuits or 
eddy current losses between the lam- 
inations. 








The Belden Manufacturing Co. 
2300 South Western avenue, Chicago, 
Ill, has brought out a cable for A and 
B battery connections of radio sets. 
The individual leads are enclosed in 
a handsome braided cover which re- 
tains them in position and avoids 
the danger and inconvenience of nu- 
merous individual tangled wires, as 
well as improves the appearance of 
the set. These battery cables are 
designed to be universally adapted 
to all types of receiving sets and 
batteries. 











“Durham” variable grid leaks are 
of great value in operating detector 
tubes at their highest point of ef- 
ficiency. They are noiseless in oper- 
ation and have an unqualified guar- 
antee of replacement. ‘They are 
made in a standard size to fit all 
bases, and are being manufactured 
by Durham & Co., Inc., 1986 Market 
street, Philadelphia, Pa. 











The National Co., Inc., Cambridge, Mass., has an: exclusive license whereby the Regenaformer is built according to 
specifications. When this unit is embodied in a two tube broadcast receiver, as shown in the accompanying illustration, 


1,000 to 2,000 miles may be easily picked up. 


Tuning this receiver is a pleasure inasmuch as it is selective and ex- 


tremely sensitive but easily tuned with the National velvet vernier dials. The principal units for constructing this two- 
tube receiver have been embodied in a kit which consists of the following: one antenna coil for tuning; one .0005 Mf. 
National DX condenser with 4 in. National velvet vernier dial; one Regenaformer; one .00035 Mf. National DX 
condenser with National 4 in. velvet vernier dial; hardware for mounting Regenaformer and antenna coil on back of 


condensers, and one wiring diagram and instruction sheet. 
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Sales Offices: 


Radio Corporation of America 233 Broadway. New York 10 So. La Salle Street, Chicago, III. 
28 Geary Street,’San Francisco, Cal, 


eRadiola« 


REG. U.S. PAT. OFF. 
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Your Customers Get 


EXACTLY 


the RIGHT Type 


and 


the RIGHT Capacity 


time switch for their particular requirements when you 
sell them a Hartford Time Switch, because our line offers 
the widest range of types and capacities. Furthermore, 
the price of the 


HARTFORD 


Time Switch 


is right. If we could build a time switch of the same dependable 
quality and at a lower price we would do it. But we know it 
cannot be done because certain definite standard qualities in mate- 
rials and workmanship are required to produce a dependable time 
switch and any switch which falls short of those qualities is bound 
to be inefficient, unreliable and expensive no matter what the 
price. 

Hartford Time Switches have been recognized as standard for 
twenty-five years. There are probably more in use than any 
other single make of time switches. 


Latest Bulletin gladly sent on request. 


A. HALL BERRY 


General Sales Agent 


71-73 Murray St., New York, N. Y. 


























Problems of the Industry 
(Continued from Page 64) 

of so-called “hand-to-mouth” buying 

Small purchases are the order of the 

day, and the average amount of bills 

rendered by the jobber has become s: 

dangerously small that he is con 


_ fronted with the problem of how t 
increase the average amount of in 


voices to bring it up to a safer level 

(4) Electrical contractors, wh 
as a group constitute the major por 
tion of the jobbers’ market, hav: 
suffered severtly from the unsatis 
factory business conditions which hav: 
prevailed. In order to retain his mar 
ket, the jobber has had to meet the 
problem of doing a steadily increas 
ing amount of financing of his cus 


| tomers. 


W. B. Satterlee, pres., Columbian 


| Electrical Co., Kansas City, Mo. 


(1) Too small margin of profit. 
(2) Prices manufacturers make 


| syndicates. 


(3) Credit risks with dealers. 
(4) Pirate manufacturers and job 


bers. 


J.B. Terry, pres., Terry-Durin Co., 


| Cedar Rapids, Ia. 


(1) First of all, I think ther 
should be much closer price co-opera 
tion between the distributors. 

(2) There should be closer credit 
extension co-operation. 

(3) There should be education of 
the dealers on points of business 
ethics. 

W. R. Herstein, vice-pres., Wesco 
Supply Co., Memphis, Tenn. 

(1) The increasing indifference of 
electrical contractor-dealers to the 
exploitation of what we call the mer 


_chandising lines. This results in job 


bers being compelled to seek business 


| from non-electrical outlets and_ the 


two immediate reactions which may be 
looked for are: first, the entrance of 
non-electrical jobbers in the field; and 
second, the lowering in the quality of 
electrical merchandise to suit the de 
mands of a very large body of non- 
electrical retailers who prefer to com- 
pete on the basis of price rather than 
quality. 

(2) The growing tendency of cer 
tain manufacturers to eliminate the 
jobber from their scheme of distribu- 
tion: (a) In selling to large buyers. 
(b) In territory where such manufac- 
turers have no_ representation, no 
manufacturer should expect to get all 
the business there is, nor to have a 
customer in every town. Yet, many 
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es Clamp-o-Sets on display 


Simply having Clamp-o- without the advertising But Clamp-o-Sets on dis- 
Sets in stock won’t make material won’t make play with the advertising 
sales for any retailer. sales. material will sell them— 
People won’t know he They don’t tell people see their 
has them. the story. usefulness. 





How much profit you make on Clamp-o-Sets 


depends on how much display material your dealers use 


Nearly anybody wants a Clamp-o-Set when they see what it means to have such 
a light of their own to use as they like. But Clamp- o-Set by itself does not tell that 
story. One Clamp-o-Set with the proper display material will sell more Clamp-o-Sets 
for any retailer than a thousand Clamp-o-Sets displayed in the window without the dis- 
play material to tell the story. 


Why is it that some salesmen sell trom two to five times as many Clamp-o-Sets as 
others? Because they use their time, not to sell Clamp-o-Sets, but to show the dealer 
how to sell Clamp-o-Sets by using the proper display material. 

If you will just take a few minutes to get every dealer you call on to use the 
Clamp-o-Set display material on his counter and in his window, you can increase 
your Clamp-o-Set sales from two to ten fold. These are no idle predictions. They 
are actual facts recorded by the experiences of every salesman who follows this plan. 
Try it. Put it into effect at once and see your Clamp-o-Set sales soar. 

Important Note: Tell your trade what a gift seller Clamp-o-Sets willbe if properly 
displayed. It’s a gift everybody wants—man, woman or child, and it’s a gift anybody 
can give because it’s so low priced. 


How many of your retailers have received this window set P 


ce Make sure that every retailer orders his set now so that he can 
use it to attract Christmas shoppers into his store. 


Here is what any retailer gets free in the Clamp-o-Set stand- 
ird window package: 






A. One big two-wing display holding actua 
lamp 
['wo standard cardboard disphays for dec- 
orated Clamp-o-Set. 
Two pyramid displays for regular 
Clamp-o-Set. 


B 

Cc 

D. Two tear-a-part posters perforated and 
gummed so they can be used any way. 

E. Complete illustrated instruction’ sheet 
with actual pho togre aiphs of window dis 
plays showing different ways this 
Clamp-o-Set window set can be used for 
either all or part of a window. 


BUSSMANN MFG. CO., St. Louis, Mo. 











UI) 
Clamp-O-Sat 


She Handiest light in the World 
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Jobbers’ salesmen have less trouble in 
selling the Steel City Line. It’s well 
and favorably known to all your con- 


tractors. 


Every article in the line gives a better 


job, yet costs no more. 


In the interest of better wiring you 
should sell your trade the complete line, 
including the new “Universal” Con- 
duit Couplings which save your con- 
tractors time and labor on conduit 
jobs. They eliminate the extra thread- 
ing of pipe ends and the alignment of 


conduit is not necessary. 


These couplings are made of Malle- 
able Iron and galvanized by the Sher- 
ardizing Process which protects the 
threaded parts as well as the outside 


surface. 


“Universal” Conduit Couplings are 
approved by the Underwriters’ Lab- 


oratories. 


For more sales and profits you should 
sell the Steel City Line. Send for 
Catalog No. 84-F and get on familiar 
terms with the complete line. 


Steel! Cri 


PITTSBURGH 


Chectric Ca 


PENNSYLVANIA 


























manufacturers are positively unhappy) 


| when such a condition exists, even 


though the realization of their ambi 
tions might result in their securing 
a thousand times more business thar 


| their capital could handle. 


(3) The continued syndicating 0! 


| public utilities, concentrating enor 

| mous buying power in the hands of « 
| very few individuals. It has always 
| seemed to me that if the government 


has found it necessary to protect indi 
viduals against a centralization of sell 
ing power, it is only fair to individ 
ual merchants that the tendency to 
centralize buying power also b 


| curbed. Otherwise, the small mer 


chant will disappear. 
(4) The gradual lessening of the 
jobber’s margin of compensation, du 


| to the three foregoing causes, together 
with an ever-increasing expense ac 
| count. 


J. L. Buchanan, pres., Wesco Sup 


| ply Co., St. Louis, Mo. 


(1) More standardization and 
simplification of lines of material. 

(2) Better conception of the prob 
lems of retailing of electrical mer 
chandise. 


Joseph S. Kimmel, pres., Republi 
Electric Co., Davenport, Ia. 
(1) Meeting competition wher 


| competing jobbers handle business for 
| little or no profit. 


(2) Manufacturers selling direct 


| to dealers at jobber’s cost. 


(3) The manner in which electri- 
cal supply jobbers as a whole handl: 
credits: 

(4) Question of finding some wa) 
of retaining household electrical ap 
pliance business, or some part of it, 
as this has gone mostly direct from 
manufacturer to dealer. 


R. P. Oblinger, pres., Indianapolis 
Electric Supply Co., Indianapolis 
Ind. 

(1) Too many jobbers and near 
jobbers. 

(2) Long time and loose credit 
methods. 

(3) Future delivery purchases at 
manufacturer’s request. 


° 


S. W. Cooper, pres., United Elec 
tric Co., Wichita, Kan. 

(1) Giving the manufacturers 
enough business to keep them from 
appointing distributors that are not 
worthy. 


(2) Excessive competition from 
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Made to order 


Enthusiasm 
, not needed here 









How many times have you gone out to 


VA 


sell an article in which you had no con- 





fidence and that you couldn’t feel en- 
thusiastic about because you knew it didn’t possess any 
special merit? 

Rough sledding, wasn’t it? 

You do not have to whip up any false enthusiasm 
when you sell “Union” Renewable Fuses. You can walk 





hl 
| \{ 


Dd tl i 
z i ) i= 





| up to your man with assurance—for you know that you 
i a ° 
are offering greater value than he can get elsewhere. 





i ¥ 


“Quality” is written all over the “Union” Renewable. Note the 
fine finish—the heavy metal parts and rugged construction—the 





accurate fit of the cap, ferrule, etc..—the perfect alignment of the 
knife bladesthe extra-thick, fire-resisting casing. Note also the 
simple construction and. how easily and quickly it can be renewed. 
And mside of the cartridge, that vital thing the link, which blows 
without flash or violence. 
A fuse of mighty resisting power. <A fuse that outlasts every 
other renewable on the market. 


The ‘‘Union’’ is a Good, Dependable Fuse. 


Let us send you our Jobber’s proposition and Catalog. Mail a 


postcard—Today. 


gett CHICAGO FUSE MFG. Co. 
aa . iy MANUFACTURERS OF Cl) 


ELECTRICAL PROTECTING MATERIALS 
AND CONDUIT FITTINGS 


LAFLIN & 15TH STREETS 











CHICAGO 


wpe! 
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RENEWABLE FUSES 
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OUR demands for prompt shipments, Rome can 

answer. Rome Wire is produced in Rome Mills from 
copper wire bar to finished wire. Complete control of 
manufacture and ready stocks insure promptness. 


CODE 


The close supervision and thorough manufacture of these wires 
justifies your customers’ continued confidence. 


Black or white. One yellow and one green thread, woven 
together in braids the entire length of coil, and the Rome tag 
furnish easy identification on the counter or on the job. 





CORDS 


Flexible cords for any need, including Rome Glos in fourteen 


shades. 


to your customers. 


You can safely and profitably recommend the Rome line 
Uniform in quality and certain in service, 


these cords are your dependable sales aids. 


Tuisted Pair Lamp Cord 





Twisted Pair Heater Cord 

Write to Dept. B-20 
ROME WIRE CO. Pe ~ 
Diamond Mills; BUFFALO, N. Y. 


NEW YORK BOSTON CHICAGO CLEVELAND 
50 Church St. Little Bldg. 14E. Jackson Blvd. 1200 W. Ninth St. 
LOS ANGELES, J. G. Pomeroy, 336 Azusa Street 


ROME, N.Y. 


DETROIT 
25 Parsons St. 





























| unscrupulous houses that are oblivious 





| to basic principles of jobbing require- 
| ments and business ethics. 


J. A. Kahn, pres., Capital Electric 
Co., Salt Lake City, Utah. 

(1) ‘Too many manufacturers, job- 
bers and contractors, and in conse- 
quence the highest principles are not 
always applied. Manufacturers that 
cannot place their lines with jobbers 
known to operate with the welfare 
and development of the industry at 
heart are subjected to unwise, un- 
trained and unethical competition. 

(2) Lack of knowledge on _ the 
part of the public as to merits and 
relative value of electrical products 
and workmanship. 


(3) 


The limited number of prop- 


erly trained retail sales people. 


(+) 


The lack of appreciation on 


| the part of the officials of many cen- 





tral station companies of the necessity 
and importance of supporting and de- 
veloping the contractor and dealer. 
John J. Cooper, vice-president 
Mountain Electric Co., Denver, Colo. 
(1) Electrical jobbing field over- 
crowded. 
(2) 
staples. 
(3) 


constructive dealers. 


Small margin of profit on all 


Scarcity of responsible and 


L. F. Philo, gen. mgr., Tel-Electric 
Co., Houston, Tex. 

(1) How to compensate for par- 
tial or total loss of business due to 
of privately owned or 
municipal central stations and _tele- 
phone companies by syndicates whose 
purchasing departments are central- 
ized, often in a territory remote from 
the section in which the jobber is lo- 
cated. 

(2) The growing tendency of the 
contractor-dealer trade to purchase 
second-grade material not regularly 
distributed through established trade 
channels, and the apparent indiffer- 
ence of the average jobber and manu- 
facturer in realizing the seriousness 
of the situation. 

(3) Penalization of the successful 
merchandiser by an illogical system of 
taxation. 


purchases 


N. G. Harvey, pres., Illinois Elec- 
tric Co., Chicago, Ill. 

(1) The tendency of manufactur- 
ers to recognize newcomers in the elec- 
trical supply business, or even other 
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A doubly useful cord cap 

















motor-driven office appliances is often a problem. 


i ! 
i | i] Tf ‘Easy to sell—Bigger profit 
The Hubbell Te-Cap is attached and used like 


Needed by thousands of homes and offices equip- 

ped with single convenience outlets—where 

the use of electric devices, portable lamps, or 

Su iH 

re any ordinary plug cap. It provides, however, 

nh (i a convenient and often-needed extra outlet for 
another device! 

Every year dealers sell hundreds of ordinary 

caps as replacements—at a small margin of 

profit. Point out to them the advantage of 


selling Hubbell Te-Caps instead—at bigger 
profit! 


LMR RER EEL ERO 





Here’s a real business-building opportunity. 


HARVEY HUBBELL 


ELECTRICAL WIRING DEVICES 


BRIDGEPORT CONN. U.S.A. 
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) Romember. its the Te Slots, that make outlets"Conveniont’” 
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SAVING DOLLARS 


INSTALLATION 


When you use Utility Snap-In Blanks or 
Bushings, you are saving money, because they 
cost less, are easily installed without skilled 
labor, and their all metal, non-rust construc- 
tion insures lasting qualities. 


Utility Snap-In Blanks or Bushings are simple 
in design —neat in appearance —and occupy 
the minimum space in the box. Being madein 
one piece, there is no possibility of breakage. 











Made in two SNAP IN 
sizes to fit 4 PLACE 
and %% inch LIKE A 
knockouts in GLOVE 
any service FASTENER 
or outlet AND STAY 
box. THERE. 


The Fire Underwriters require that all holes in all 
style boxes be closed, and Utility Snap-In Blanks and 
Bushings conform to the most rigid inspection. 


Those installing electrical aparatus will find the Utility 
Snap-In Blanks not only an economy, but a distinct 
convenience. 


One piece all 
metal, con- 
venient and 


Also used in 
steel gutter 
lining, meter 











oe loops, drop 
PROOF. cord covers. 


The hole in 4% inch bushings will take single braid, 
rubber covered wire up to number eight. The 34 inch 
will take double braid up to number 4. 






Approved by Underwriters Laboratories 
N. E. C. Standard 


WRITE FOR SAMPLES 


ViLLiITy 
TOOL, DIE & STAMPING 
COMPANY 


Toledo, Ohio 

















































lines of business as jobbers, and to 
extend to such concerns the same 
prices and terms as to the real jobbers 
in the electrical business who have 
spent money and years of effort to 
build up this branch of the industry 
by means of expensive catalogs, travel- 
ing salesmen, etc., etc., etc. These 
newcomers in the business can well 
afford to sell at slightly lower prices, 
at least temporarily, and thus the job- 
bing industry is harmed. 

(2) The tendency of some manu- 
facturers to require their jobbers to 
take a part of the risk that should be 
the manufacturers’, by placing non- 
cancellable orders covering their re- 
quirements for some time in_ the 
future. 


Wm. Farr, pres. and gen. mgr., 
Piedmont Electric Co., Asheville, 
N.C. 

(1) The electrical jobber needs 
greater economy in distribution. There 
has been a steady reduction in price 
by the manufacturer of what he 
makes. Much of the reduction in price 
by reason of greater economy in man- 
ufacturing has been absorbed by the 
high cost of distribution and part of 
that high cost must be placed at the 
jobber’s door. 

(2) The jobber is suffering from 
extended credits. In some instances, 
he is endeavoring to do a_ banking 
business along with selling electri 
cal supplies, when the dealer should 
be shown how to rely on his own re- 
sources for financing. 

(3) Too many lines and duplica- 
tion of stock are responsible for a 
poor turnover. The jobber will even- 
tually—why not now?—find what 
lines sell the best in his territory and 
centralize his energy and his money on 
these lines. The condition under 
which the ‘‘old time” jobber was suc- 
cessful are past, but, by analyzing 
the problems of today and adopting 
methods to meet the changed condi 
tions, the new jobber will be de- 
veloped, he will be the real link in 
the chain of distribution. 


H. R. Carroll, pres., Carroll Elee- 
tric Co., Inc., Washington, D. C. 

(1) Considering the enormous 
increase in selling expense, the in- 
crease in moral risks on credit ex- 
tended by the jobber, there is no 
doubt in my mind but that the 
spread, or differential between job 
ber resale and jobber cost is entirely 
insufficient to do a good job and at 
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A bove- 
Pull Socket 
Body Na. 90 
with yoke BY 





At right- 
Manner of 
changing 
vokes 





Adjustable Pull 


and 


keyless Candle Sockets 
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fits every length candle and holder 


First, it’s shortened or lengthened by the adjusting arms, 
same as the now standard H&H Adjustable Keyless Socket. 
Second, it fits on to four different-length yokes—each of which 
gives a new range of adjustments. 


Yokes are changed in a few seconds’ time. Loosen the two 
adjusting screws and the yoke drops off. Push on a suitable 
size, slide it to the exact length required, set the screws and 
the job’s done. Compared with fussing with one-arm hickies, 
you ll say that’s service—H&H Service—where it saves! 


Range of Adjustments 


Yoke “BY’’, 2-inches long, meets most combinations of 
candle and candle holder. When attached to Body Part 90 
(illustration at left), it’s right for four-inch candles, having 
holders from 1-inch to 1}{-inches deep. It’s further adjust- 
able for 5-inch candles with holders flat to }}-inch deep. 


Sell the contractor a liberal stock of ‘““BY”’ (2-inch) yokes. 
Then a few cartons of “AY” (l-inch), “CY” (3-inch) and 
“DY” (4-inch) yokes. He'll then be fixed to assemble 
fixtures with any length of candle hoider—using 4, 5 or 6-inch 
candles. He'll save time beyond calculation, and 


Lower His Costs! 


For more detailed description of this device, please write us. 


THE HART &o HEGEMANM Fc Co. 
HARTFORD, CONN. 


Making a Complete Line of Brass Shell Sockets also. 
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The Fitz-M-All Out- 
let Box Hanger and 
Kruse Switchbox 
Supporting Strip are 


Fitz-M-ALL 


OUTLET BOX HANGER 















7, 


Now Being Sold by 
Over 400 Jobbers / 


The FITZ-M-ALL Outlet Box Hanger can 
be used with equal results on old or new work 
with either conduit, loom or armored cable. Can 


be positioned up or down for deep or shallow 
boxes, in or out to the exact position desired. 








As Used with Loom 


Any style box can be used. Does not inter- | 
fere with conduit pipes, cable or wire. Made in 
two sections for easy and quick installation on all 
work. | 


Can be used between studdings for side outlet 
boxes, as the two sections may be made into an 
adjustable bar which extends from studding to 
studding. The clip fastens the box and at the 
same time clamps the bars together. 


Patented 





The Kruse Switch Box Supporting Strip is a 
package product that comes ip 1614-inch lengths 
that over 400 jobbers re-order regularly. } 






It is made of soft metal and is easily snipped. 
Lath ends enter holder without whittling. Short 
pieces can be used without waste. Saves time 
and labor. 


The Kruse is the original—sell it. 
FITZ-M-ALL is a good selling companion. 











The 








MID-WEST METAL PRODUCTS 
COMPANY 





Muncie Indiana 















| face 


the same time show a reasonable re- 
turn on jobber capital invested. There 
are any number of very important 
lines that to my mind are unprofitable 
for the very reason that the manu- 
facturer, apparently, wants more than 
his share for doing the job. 

(2) Another thought that has 
often occurred to me, is more stand- 
ardization on the part of the manu- 
facturer. As it is today, a supply 
jobber if he wants to carry a com- 
plete line of socket material has to 
patronize about three different manu- 
facturers, when any one of them 
might make his line complete, and at 
the same time cut out a lot of slow- 


moving unsaleable items now cata- 
| loged and manufactured. 


L. L. Hirsch, pres., Electrical Sup- 
ply Co., New Orleans, La. 

(1) Inability to establish stand- 
ard resale prices because of govern- 
ment regulations. With quality safe- 
guarded by the underwriter’s labor- 
atory, price becomes a more predomi- 
nating factor. ° 

(2) 


ies, special 


Unfair competition by factor- 
jobbers and “pirates.” 
There manufacturers than 
the market justifies. When they can- 
not all be satisfied by the legitimate 
jobber they create special jobbers or 


are more 


| sell to others who have not the re- 
| sponsibility in the territory and exist 


by disrupting conditions. 

(3) Lowering of profits in the 
rising costs. It fre- 
quently happened in the recent past 
that have considered 
themselves forced to reduce prices to 


of has 


manufacturers 


the consumers or give greater profit 
to the contractor-dealer, generally at 
the expense of the jobber. Sometimes 
manufacturer X thinks he is forced 


to reduce the jobber’s profit because 
manufacturer Y is doing it, when an 
investigation discloses that manufac- 
turer Y is doing it because manufac- 
turer X is doing it. 


V. G. Eastman, sales mgr., The 
Erner & Hopkins Co., Columbus, O. 

(1) The biggest problem as I see 
it facing the electrical jobbing indus- 
try today is our rapidly reducing field. 
By that I mean, from where is the 
jobbing electrical business to come? 
In the past the jobber depended a 
great deal on his telephone and elec- 
tric light business, but due to syndi- 
cates, these are gradually being lost. 
The contractor-dealer business is not 
as good as might be expected. 

(2) Shall the jobber carry pa- 
rallel lines? 

(3) What can be done at the source 
to keep manufacturers from selling 
dealers at jobbers’ prices and helping 
them to become near jobbers? 

(4) How can the jobber get the 
dealer to function as he should? 


H. B. Woodill, pres., Woodill- 
Hulse Elec. Co., Inc., Los Angeles, 
Calif. 

(1) The necessity of carrying a 
locally made product thereby dupli- 
cating eastern lines. 

(2) Conforming to the correct 
channels of trade as outlined by con 
tractor-dealers. 

(3) The selling direct of certain 
lines by manufacturers. 

(4) “Pirate” jobbers. 


Paul Tafel, pres., Tafel Electric 
Co., Louisville, Ky. 

(1) There is in my opinion one 
outstanding problem confronting our 
industry today which is not an in- 











This picture reached us without any names for the two fishermen. Whether they 
Our best guess is Martin Buehler and J. E. 
Cameron of Western Electric Co., Minneapolis, or what have you? 


were ashamed or afraid we know not. 
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The switch buttons control = Designed for a three-wire 
the light. The double T slot (ieee — ew 
outlet offers an independent lighting ant. Te ahi pet 
service for appliances. ’ parallel or tandem caps. 
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The Arrow line of removable ring receptacles with Binding Posts, Clip Terminals, Thru 
Wire Channels, Waxing Wells, Concealed Contacts, Sealed-in Wire Leads, and either 
deep or shallow bodies offer a complete service. Built along modern lines with notch 
in lower side of porcelain. Pliers and wrenches are sold as aids for installation. 
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THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 
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Boost Your 
with ABolites 


Porcelain-Enan-eled Steel Reflectors) 





Deep Bowl ABolite, “S” or 
Shade Holder Type 


OR localized lighting, here’s the | 


ABolite unit for getting big or- 
ders. Larger sizes are O. K. for 
general lighting, hung high; 


Because— 


The angle of- cut-off is lower than 
that of the RLM Dome, thus afford- 
ing almost complete shielding of the 
direct rays. For close-up work, a 
frosted bulb helps diffusion. 


Have You Your Copy of 
Catalog 177-A 


5 Big Sales Points, 


about ABolites 


1. Correct Design assures right light 
distribution. 

2 Accurately made between dies on 
powerful presses—not “spun” as are 
ordinary reflectors. 

3 Detachable Reflectors—an important 
feature on most ABolite types—per- | 
mit the contractor to get the installa- 
tion passed even before the reflector 
types are decided on; makes cleaning 
easy, too. 

4 Low Stock Investment—ABolite in- 
terchangeability makes it easy to| 
keep a full line, and speeds rush or- 
ders. 

5 Made For Service and Satisfaction— 


every operation being done in our 


own plant. 


AB PRODUCTS DIVISION 
The National Screw & Mfg. Co. 
CLEVELAND, O. 
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Sales | 


| econtractor-dealers who are the 


, ternal problem and which can only be 
| solved by the co-operation of all in- 
| terests involved. 


I refer to the prac- 
tice of allowing jobber discounts to 
large purchasers who do not perform 
a jobbing function. This practice 
which seems to be growing worse is 
having a very serious effect not only 
on the jobbing business but also on 
class 


most frequently involved. 


They'll Be in the Money, 
Anyhow 

The Cincinnati Electric Club inau- 

gurated its local campaign in connec- 

tion with the National Home Light- 

The 


club is well organized through the 


ing Campaign, on October 15. 


operations of the different sub-com- 
mittees and will spend $8,000 in put- 
The club 


has the co-operation of the board of 


ting this campaign over. 


| education, not only in Cincinnati, but 
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in the smaller towns that adjoin and 
on the Kentucky side of the river of 
Newport and Covington. 

The with 
Warner Sayers, secretary and director 


speakers’ committee, 


of sales of the F. D. Lawrence Elec- 
tric Co., as chairman and with the 


| three announcers of the local broad- 


casting stations as members of the 
tell the both 
through the air and to 180 luncheon 
The enthus- 
iasm shown at this time indicates that 


committee, will story 


clubs and organizations. 


every member of the club will do 
everything possible to bring the 


$15,000 home to Cincinnati. 


* * * 


Jobbers Active in Associations 
Paul Tafel, president of the Tafel 


Electric Co., Louisville, Ky., has 
been appointed chairman of the fin- 
ance committee of the Louisville 


Electric Club. The club has just fin- 
ished raising $10,000 to advertise the 
electrical industry in the vicinity. Mr. 


Tafel also has been appointed 
regional director of the Electrical 


Credit Association. 

Walter S. Blue, vice-president and 
Electrical Co., 
Kansas City, Mo., was elected to the 


treasurer, Columbian 


board of directors of the Kansas 
City Electric Club. 

President W. A. Requa of the 
| Requa Electrical Supply Co., Ro- 


N. Y., has been elected to 
executive 


chester, 
both the and finance com- 
mittees of the Electric League of Ro- 
chester. 


F. H. Shumaker, secretary and 
general manager of the South Bend 
Electric Co., South Bend, Ind., is a 
director in the local Rotary Club. 

* 


* * 


Boggis-Johnson Promotes 
Thalman 


Carl P. Thalman of the Boggis- 
Electric Co., Milwaukee, 
Wis., now sits at the desk formerly 
occupied by E. J. Boggis, who some 
time ago withdrew from the company. 
Mr. Thalman is one of those regular 
fellows who know the busi- 
ness, goods and customers from A to 


Johnson 


house’s 








Carl P. Thalman. 
ZL He 


enjoys the full confidence of Presi- 
dent Johnson and will make a good 
manager. 


and render valuable service. 


* * 


Piedmont Sells Big White Way 
Order 


The town of Lattimore, N. C., has 
placed its order with the Piedmont 


% 


Electric Co., of Asheville and Greens- 
boro for all the equipment required for 
a complete street lighting system and 
commercial distribution, including 
Duncan transformers “meters, 
Phillips “OK” weatherproof wire and 
Hubbard hardware. 


and 


The company reports business ex 
ceptionally good throughout its terri- 
tory. The new warehouse in Greens- 
boro, into which it has just moved, has 
proved a great help in giving the cus- 
tomers economical and fast service. In 
a few months the Piedmont Electric 
Co. will be moving into its new ware- 
house under construction in Asheville. 
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One shot and a whole forest 
of game falls at the feet of the 
hunter. That’s the kind of 
shooting you dream about. 
That’s the kind that loads the 
pantry shelves with bacon, veni- 
son and canvasback. 


And that’s the kind of shoot- 
ing you can do with the Bryant 
1924 catalog. It’s loaded for 
home, office, hotel, apartment- 
house, store, church, hospital 
and factory. One catalog will 
bring back business from all of 
them and load up contractors’ 
shops with profitable jobs. 


Get acquainted with this “Big 
Bertha of the Business.” It 
tells more about more wiring 
devices than any book ever be- 
fore published. It tells it better. 


That’s in keeping, however, 
because Bryant Wiring Devices 
are better. 






his advertisement appears in the October 
sues of Railway Electrical Engineer and 
ighting Fixtures and Lighting, in the 
Jovember issues of Electrical Record, 
lectrical Retailing, Electrical Merchandis- 
ng, Electrical South, The Electragist, 
ournal of Electricity, Industrial Engineer, 
lodern Hospital, Electric Light and 
ower, Hornsby’s Hospital Magazine, and 
n the December issue of Electricidad en 
{merica. 
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“Red Devil” 


Display Boards 


Many jobbers and dealers have| 
conceded the line of “Red Devil” | 
Display Boards to be the most 
profitable sales builders. Com- 
prises tools which are always in 
demand. 





Linemen and mechanics who have 
need of substantially made, extra 
heavy side cutters, appreciate this, 
display. Contains 4 tools. Size.of | 
board 834x12 inches. EB No. 
1950. 








A business building display board, size | 
12x16 inches, containing 1 dozen each, | 
8, 9, 10 and 12 inch “Red Devil” Hack 
Saw Blades, and 1 adjustable Hack Saw | 
Frame. EB No. 239. 


Smith & Hemenway Co., Inc., 

Mfrs. of “Red Devil’? Electricians’ Tools, 
266 Broadway, New York, N. Y. 
Send for your 
copy of the 
“Red  Devil’’ 
Display Board 

Book. 3 










ter isa? 


G. E. Cullinan 


(Continued From Page 21) 
and to grin, and to do both in a 
fashion that made his opponents like 
it, have carried Mr. Cullinan to his 


present position of general sales 
manager of the Western Electric 
Co. They have aided his progress 


ever since 1901 when, after leaving 
Williams he went to New York with 
the intention of studying medicine and 
incidentally to play some more foot- 
ball. 
went to visit a friend who was work- 
ing with the Western Electric Co. and 
was so impressed with the place that 


Before entering, however, he 


he took a job with the company 
forthwith. 
Starting at the bottom Cullinan 


did pretty nearly everything at the 
Western Electric that it was possible 
to do, beginning in the accounting 
department acting as price clerk, em- 
ployment agent, manager of the ship- 
ping and traffic department, manager 
of the stock department, ete., until 
finally in 1907 he was sent to the St. 
Louis house 


as. assistant manager. 


His progress from that time on was 


rapid. He became manager of the 
St. Louis house in 1909, later he 


became district manager of all the 
Southwestern territory and in 1919 
came to Chicago to become district 
manager of the central district. On 
January 1, 1923, he was made gen- 
eral sales manager and moved to the 
head office in New York. He at- 
tained this position through courage, 
hard work and, last but not least, 
consideration for others. 


His outside interests are varied. He 


| is on the executive committee of the 
| Electrical 


| tion 


Supply Jobbers Associa- 
and the Society for Electrical 
Development. He has been a member 
of the Chamber of Commerce of 
Chicago, and at present is a director of 
the Mercantile Trust & Savings Bank 
of Chicago. He has never lost in- 
terest in his college and its activities 
and served as one of the five members 
of the Williams College Endowment 
Committee that in two years directed 


| a nation wide drive that collected a 
| fund of over one and a half million 
| dollars for his Alma Mater. 


Mr. Cullinan’s home is in Park 
Hill, Westchester County, N. Y., 
where he and Mrs. Cullinan and their 
family of six children—one boy and 
five girls—have open house for all 
their friends at all times. 

















Jobbers’ 


Salesmen! 


Which are you selling— 
merely “lighting units” 
or correct illumination ? 


WHEELER 
STANDARD 








Meet the industrial light- 
ing requirements of your 
customers with 


Wheeler Reflectors 


and you will be providing 
them with the most correct 
lighting system equipment 











The Wheeler Group “H” (Stand- 
ard RLM Dome) Reflector, a unit 
presenting a continuous surface so 
proportioned that with a corres- 
ponding Mazda “C”’ lamp, the fila- 
ment center will be cut off from 
view at an angle of 17/4 degrees 
below the horizontal, giving a wide 
light distribution with avoidance 
of undue concentration of light 
immediately below the unit and 


an average efficiency of 75 per 
cent of the light generated by the 
bare lamp. 


QUALITY 


Wheeler Reflector Co. 


BOSTON, MASS. 
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Regulated 


Electric Light 
Boosts Your Pay 





‘THE illustration above shows you how the stunning new DIM-A-LAMP 

window trim may be placed to compel attention, interest and sales. A 
real DIM-A-LAMP clamps right on it. Offer that trim free to the dealer 
with his order for 1 dozen DIM-A-LAMPS. 


' DIM-A-LAMP gives regulated electric light. Five changes, from bright 
to out. (Like the famous DIM-A-LITE.) Saves 30% to 80% current. 
Good talking points! They are easy for the dealer to use. You tell him 
that—and put a few higher figures on your own pay check! 


















Clamps—S tands—H angs—Anywhere 


Comes in three attractive finishes 
—brush brass, $4.50; bronze or 
ivory, $5.00. A good profit for 
you and the merchant on every 
sale. And it gives you a lead 
into regular DIM-A-LITE sales! 


Wirt Qompany 
PHILADELPHIA PENNSYLVANIA 
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THE POPULAR 


SPOT FLOODLIGHT! 


“Best by Test’’ 


WILL NOT BREAK, CRACK, PEEL OR RUST 


made entirely of metal. 


Equipped with UNIVERSAL ARM by means of which the light can be 
easily and quickly adjusted to any desired position. 


COLOR-FRAME that snaps on the reflector and new color film can be 
quickly inserted by touching spring that opens the frame. 


Supplied complete with five feet of wiring and plug—ready for use. 


Dealers everywhere sell many of these popular units, because merchants 
are quick to appreciate the many superior features and insist on getting 


THE SUN-RAY. 


Thousands will be sold in the coming holiday season. 


Write us for cemplete information. 


literature, 


prices and _ discounts 


SUN-RAY LIGHTING PRODUCTS, Inc. 


119 LAFAYETTE STREET 


NEW YORK, N. Y. 


























































|FLEXCO-LOK'|| 


Talking \/ Points 


The following features are suggested as 
general “Talking Points” on the newly 
revised FLEXCO and FLEXCO-LOK line 


of lamp guards. 


is not only 
flexible 
small 


enough 
assortment 





ments 


Efficient and Stronz 


Guards are closed with 


screws in collar and open on 


hinge in base. Base is “‘clear”’ 
allowing downward light with 
least possible shadow. Guards 


are expanded metal, rein- 
forced; have heavy tin finish. 
FLEXCO-LOK are key lock- 
ing and protect against un- 
authorized removal as well as 


FLEXCO Guards 


breakage. 


A Standardized Line 
in 34 Numbers 


By recent standardization 
of our guards, we are now 
able to present a 


compact 


will cove: 


the dealer’s average require- 





close with plain screw. All 
screws are self retaining and 
rust proof. 


A >pearance 
Many have said that these 


Strong light guards are the 
best looking on the market. 





Certainly the good looks 
along with their service fea- 
that tures are a help in sales. 
but 
that a Price 
Not a leading argument, but 
our new prices make _ these 


guards an outstanding value. 


A Known Line 
FLEXCO and FLEXCO-LOK 


Guards have been advertised 
and sold in increasing num- 
bers for years. 


In view of these many prac- 
tical points, we believe the 
jobber’s salesman will find 
profit in pushing this line. 


Flexible Steel Lacing Co., 


4698 Lexington St., Chicago, IIl. 

















When a Jobber Came 
Back 


(Continued From Page 6) 


six months we cast up accounts to 
see what percent of realization we 
have attained in each case. Thus, to 
piece out the old intimate, personal 
acquaintanceships, we have estab- 
lished a ‘system’; to my mind it isn’t 
as satisfactory nor half as cheerful as 
the personal contacts. we used to en- 
joy, but it is safer and more accu- 
rate, and we in the Erner company 
expect it eventually to develop along 
more personal lines. For it’s a short 
step from knowing all about a man to 
knowing the man himself. 

“A phase of this business which, in 
recent years, has developed far be- 
yond the conscious appreciation of 
most jobbers is the multiplicity of 
lines. When I came here we had 
14 kinds of friction tape in 
stock—which I submit is something 
But in almost every 
triplication, 


of a record. 
other item duplication, 
even quadruplication was 
and I found this true not alone in 
our own company, but among many 
jobbers with whom I visited and 
swapped experience. 

“Now, when we open our mouths 
to criticize salesmen for not knowing 
their merchandise, I ask whether it 
is fair to expect a man to really know 
14 kinds of friction tape? Can you 
expect a man who totes a catalogue of 
close to 10,000 items to know the fine 


common, 


points of four different makes of 
safety switches? 

“Nor does this condition affect 
merely our selling. As I view the 


jobbing business, after being seven 
years away from it, one of the most 
important and in the end one of the 
most profitable things we can do is to 
develop and cash in on the sales 
franchises which we enjoy from our 
various suppliers. If the jobber does 
his part in this development, the 
represent a_ constantly 
growing But such 
are all but valueless when the jobber 


franchises 


asset. franchises 


| operates on the take-your-choice basis 


of selling—when he has no convic- 


| tions as to the merits of competing 
| materials and offers no guidance to 


his trade. 

“Personally, I feel that multiplicity 
of lines is one of the chief things 
which seems to have lowered the ap- 
parent grade of selling ability among 
jobbers’ salesmen. What man can 
really display his ability to sell when 
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MALY VOLTAGE 


ePARANITE?s nom MORETHAN CODE REDUIRE 


oh ee Confident man-o’-war, big, powerful 
and speedy—from you, dependable protector, a name. 
Dreadnaught Portable Cord! Big, thick and tough—a heavy 
duty rubber-covered cord—from you, a valuable service. 

In construction work, in mining, in every industry you'll find 
Dreadnaught Portable Cord. You'll see it kinked, tied in 
knots, supporting loads, resisting heavy blows. Inquire— 
you'll learn Dreadnaught gives 100% service—a glutton 
for punishment. 

Dreadnaught construction is the secret—double conductors, 
each insulated with more than 30% rubber. Over all—a thick, 
soft vulcanized rubber applied under tremendous pressure. 


Dreadnaught for all heavy duty work. 


Indiana Rubber & Insulated Wire Co. 


JONESBORO, IND. 
CHICAGO NEW YORK 


811 Marquette Bidg. The Thomas & Betts Co. 
63 Vesey St. 
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Jobbers ! 


Anylite 
Regulator 


Anylite 
TP-3 





Now is the time to supply your 
dealers with Anylite Products 


It is time for your dealers to fill up 
their stocks with Anylite products 
and prepare for the Holiday Season. 


Anylite Products make excellent 
gifts both alone and with other ap- 
pliances. They are easily used, last 
a lifetime and are fully guaranteed. 


Have your dealers display Anylite 
Products prominently to get maxi- 
mum sales. Also see that your stock 
is sufficient for all needs. 


Anylite Electric Co. 


Fort Wayne, Ind. 





Anylite 


TP-2 





Anylite RP-1 
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REVISED PRICES TO THE JOBBER 


ON REBEN BOX COVERS 


Price Per 
1000 


Size Description 

Packed in Boxes of 500 
Flat plain covers, round 
Flat bushed covers, round...... 


2" 


3 Flat knockout covers, round... 


a Flat switch covers with screws and nuts 


"a Flat receptacle covers, round 

3” Raised plain covers, round 

Lh Raised bushed covers, round 

ed Raised knockout covers, round 

S” Raised receptacle covers, round 
Packed in Boxes of 250 

4” Flat plain covers, round 

4” Flat bushed covers, round 

4” Flat knockout covers, round. 

4” Flat receptacle covers, round..... 

4” Flat switch covers, round 

4” Flat plain covers, square 


4” Flat bushed covers, square................. 
4” Flat knockout covers, square 

a” Flat switch covers, square 

4” Flat switch covers with screws 

Packed in Boxes of 200 

4” Raised plain covers, square...... 

4” Raised bushed covers, square 

i Raised knockout covers, square 
4” Raised receptacle covers, square 


- Raised switch, single gang 

4” Raised plain, single round 
Raised bushed, single round 

4” Raised knockout, single round 

4” Raised receptacle, single round 


All Prices F.O.B. New York. 


Gauges from 14 to 16. 


.. 20. 


ae 


Case quantities only. 


Prices cover black enamel or galvanized finish. 


ose $18.72 


. 26 
22. 


ile 
. 24 
24 


20. 


80 
80 
96 
40 
88 
2.88 

6 
6 


96 
9 
o 
-04 
04 
.00 


REBEN ELECTRIC MANUFACTURING CO. 
New York, N. Y. 


Also manufacturers of glow coils, cord sets and other electrical 
specialties. 


32 Union Square 














his job consists in nothing more nor 
less than letting the customer write 


his own ticket? In the first place the 
salesman cannot possibly know enough 
about four to a dozen competing lines 
of technical products to sell any of 
them competently, and in the second 
place the very fact that he handles 
all these lines not only clutters his 
brain but paralyzes his initiative and 
precludes his expressing partisanship 
for any of them. And we all know 
that the very essence of keen sales 
manship, especially among young men 
of the age of the average jobber’s 
salesman, is a fighting conviction that 
the particular thing he has to sell is 
the abso-best. 

“The development of salesmanship, 
the giving of complete knowledge of 
the goods to our sales representatives, 
is one of our greatest problems today, 
if my study of other jobbing houses 
as well as our own is of any value. 
And this development, as I see it. 
must begin by restricting the mer- 
chandise in any one house to the few- 
est possible number of lines which 
will supply the needs of the local 
trade. Please note that I say supply 
the needs. While the great increase 
in the number of competing manu- 
facturers has perhaps been the chief 
reason for multiplicity of lines, an 
other considerable reason has been 
our desire to supply whatever the 
trade asked for. They'll ask for 
everything. Give them what they 
ought to have, according to your very 
very best judgment and knowledge. 
Such a policy will go far toward de- 
veloping fighting salesmen. 

“My return to the electrical job 
bing business after a long absence 
gave me a revealing view of another 
fact, and that is the present-day 
necessity for economy and efficiency 
in distribution. Narrower margins 
not only have served to restrict job 
bing territories, but they emphasize 
the necessity for rapid turn-over, 
rigid economies and an everlasting 
vigil over detail. No longer can we 
operate, as we once did, on the there- 
or-thereabouts' type of balance sheet. 
No longer can guesswork, hope and 
reliance upon Lady Luck be trusted 
to keep us out of the red ink. We 
must substitute the slide rule for the 
rule-of-thumb to get anywhere in this 
business now-a-days. 

“Which is just as well—for thos 


who can do it.” 


* 2 
. 


The trouble with this interview is 
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It’s a DURABILT PRODUCT 


Reg. U. S. Pat. Off. 









—that means Quality. 





DURAWIRF 


Reg. U. S. Pat. Off. 





This wire is made with the idea that to carry current 
safely a wire must have good insulation. 


The tough, resilient rubber which insulates DURAWIRE, 
is built and tested to stand more than the rated 
capacity of the wire. 


A close, tight braid completely covers the insulation. 
It is the outward sign of the hidden goodness that pen- 
etrates each quality DURABILT Product. 


Tubular Woven Fabric Co. 


Pawtucket, R. I. 
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Quality 
Service 
Square 


| { Deal 











Quality Products 


Non-Metallic Flexible Conduit 
Flexible Steel Conduit 
Armored Cable 


P.S. Write for our vest-pocket 
telephone directory. 


Eastern Tube & Tool Co., Inc. 


Brooklyn, N. Y. 




















Skeleton type 


Furnished in 244.— 


3—4—5—6—8 


gong sizes. 


SIGNALS 


New York San Francisco Pittsburgh St. Louis 
Montreal 


Los Angeles 
Boston 





Backed by thirty 


years of knowing how 


Water-proof type 


Frames and covers made of 


tions; 
posts, 
side. 


inch 


Chicago Minneapolis 
Philadelphia 


cast iron, black Japanned, Sil- 
ver adjustable contacts, moist- 
proof magnets 

non-turning 
both located on one 


For use with dry batteries or 
A. C. bell ringing transformers. 
Armature and striker arm one. 
Simple to mount. 


Write for prices and discounts. 


Seattle 


and connec- 
binding: 





Furnished in 242— 
3—4—5—6—8—10 — 
12 inch gong 
sizes. 





Factory and General Offices 
1970 Broadway, 
MENOMINEE, MICH. 


Toronto Winnipeg Havana, Cuba 


You'll find our local address in your Telephone Directory. 














that Jim Bateman said about all there 


_is to say, and so leaves your inter- 


viewer no opportunity to stick in 
clever and _ illuminating _ sidelights. 
Yet if the writer may be permitted 
to “play the spot” upon one point in 
particular, it is this: that according 
to Bateman most of the sins of pres- 
ent-day jobbers’ salesmanship are 
committed by the boss. 


At the convention of the National 
Electric Light Association last year 
a distinguished speaker emphasized 
the responsibilities of management in 
the business of selling. That truth is 
again emphasized here—and’ from 
half a dozen angles—as directly ap- 
plied to electrical jobbing. Sales 
weakness with us has resulted from 
the increased number and amazing 
diversity of the buyers we must reach, 
from the almost bewildering multiplic 
ity of lines we must handle, from the 
fact that the individual jobber’s capac- 
ity for service is too often a matter 
of mere assertion with no personal 
knowledge of the actual facts upon 
the part of the salesman. These 
weaknesses the salesman himself is 
not in position to overcome, and 
should not be expected to overcome. 
Such problems lie in the province of 
the management. 


And they are by way of being new 
problems; that is to say,.they appear 
prominent and formidable to a man 
who has been seven years out of the 
business and who returns to it with 
fresh vision and a hard job of re- 
construction. Maybe the leaders in 
the industry already recognize, are 
already meeting these problems. But 
a lot are not. It is to these that Jim 
Bateman speaks, for Jim is, as I said, 
one who wants to help make things 
better. 








What’s wrong with this picture? An- 
swer: T. E. Lowe is missing—out of town 
that day. The others, all with the F. C. 
Teal Co., Detroit, Mich, are: Left to 
right, T. E. McEntee; R. L. Ellsworth; 
J. B. Paige (try and pass him on a hill) ; 
W. T. Hoffman, and H. Meabrod. 
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114 Liberty St. 


JUST OUT 


THE “R M” SWITCH 


Small Size 
FULL SAFETY SWITCH 


sarery © 
ELECTRIC SWITCH 





Box closed—8”x5,"x412” 


1. SEIZE. 
The Switch box is very compact (2 Pole 4%”"x8”, 3 Pole 
63%4”x8”), meeting a long-felt need for a rugged, full safety 
article for installations where size is a prime factor. 

2. SWITCH EASILY REMOVED FROM BOX. 
Removing two screws enables entire Switch and fuse block 
to be taken from box. Thus, entire box space is available 
for connecting conduit and running wires. 

3. QUICK MAKE AND QUICK BREAK WITH TYPE “A” 
INTERLOCK. 

4. SIMPLE IN OPERATION. 
Handle operates a compression spring on same principle 
as rest of Type “A” line. Handle would operate Switch if 
spring should fail. 

5. Constructed on DOUBLE BREAK PRINCIPLE. 
Blades are carried by a rotor of moulded material, actuated 
by the cam of the Q. M. and Q. B. mechanism, 

6. ARC IS SNUFFED OUT. 
When blades are in “off’’ position they throw into deep 
narrow slots in the base and thus effectually snuff out any 
arc which might have a tendency to follow. 

7. MOULDED MATERIAL USED. 
The Switch base, fuse block base, and rotor are all of high 
grade moulded material of unusual strength, and will stand 
much abuse in handling. 

8. FUSE BLOCK is mounted over the Switch. 
The fuse block mounted over the Switch base, brings fuses 
directly to the front in most accessible position. DEAD 
FRONT construction. 

9. LINE AND LOAD TERMINALS. 
LINE terminals on Switch base are accessible without re- 
moving fuse block. 
LOAD terminals are on fuse block above the line terminals. 
Thus on fusible Switches, both line and load terminals are 
on same end of box. 

New York San Francisco 


595 Mission St. 
Boston 


10. 





open. Fusible 
Fuse we. aa shield are reversible 


TOP OR BOTTOM CONNECTED. 
By reversing position of fuse block, 
nections can be made at the bottom of Switch if desired. 
WE REGULARLY FURNISH THE 
CONNECTED. 

SHIELD. 


A shield attached by one screw, covers line terminals, pre- 
This shield 
top or bottom, depending on 


venting any possible contact with live parts. 
will fit only on terminal end, 
position of fuse block. 














12. FUSIBLE OR NO FUSE. 
Switches furnished fusible or no fuse. On no-fuse Switch 
the fuse block is omitted and line can be connected at either 
top or bottom, as desired. 
13. PRICE VERY ATTRACTIVE 
This Switch gives the trade a very high grade article, 
Quick Make and Quick Break, with full Safety features, at 
an exceedingly low price. 
14. 440, 550 Volts SWITCHES. 
2 and 3 Pole will shortly be placed on the market. 
15. HANDLE. 
Handle is a ribbed steel punching with cast iron knob 
practically indestructible. 
NO FUSE 250 V. FUSIBLE 25¢ V. 
LIST , LIST 
| CAT. NO. | POLE | VOLT gacn || CAT NO. | POLE | voLT + ol 
46221 2 250 $4.80 92221 2 250 $5.50 
46321 3 250 6.00 92321 3 250 7.00 | 
| 46421 | 4 # | 250 8.50 || 92422 | 4 | 250 | 9.50 | 


re 


Plainville, Conn. 














We can furnish 3 Pole fusible 
gular prices on request. 


Discount Trumbull Schedule C. 


Trumbull Electric Mfg. Co. 


icago 


Ch Philadelphia 
2001 W. Pershing Rd. Atlanta 


line and load con- 


SWITCH TOP 





Switches with solid Neutral at 
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New Emerson Motor 
Price Book No. 58 











Issued October Ist, 1924 


Did you get your cory? 





It gives latest lists and data of Emerson motors, 2 hp. and 
smaller, utility motors, exhausters, ventilators. More than a 
hundred items regularly carried in stock! 


New Trade Discounts applying to this price book are attrac- 
ting many dealers. How about yours? 


The Emerson Electric Mfg. Co. 
2018 Washington Avenue St. Louis, Mo. 
50 Church St., New York City 
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BRAQUETTE 


The Bracket for a Thousand Uses 


VS. 
a thousand brackets 


In Homes —For Bedrooms, Bathrooms, 
Halls, Kitchens, etc. 

In Business—For Confectionery Stores, Soda 
Fountains, Beauty Parlors, Barber Shops, etc, 
Contains in one the most desirable features 
of all other brackets. 

A timely lighting specialty offering jobbers 
and dealers most attractive opportunities 
for building up better business. 


Obtain complete information concerning 
this product by writing to 















AMERICAN LIGHTING PRODUCTS COMPANY 
STATION A . CLEVELAND, OHIO 

















On the right of this picture is Wm. 
Reinecke, president of the Ohio Valley 
Klectric Co., -Louisville, Ky., who hopes 
that his “after taking” expression will 
soften a bit in reproduction. We know 
exactly what he means—he’s so pleasant 
he doesn’t want to appear stern even in 
a picture. Next to Mr. Reinecke is W. C. 
Clark of the Jas. Clark, Jr., Electric Co., 
a few doors away. Next is J. L. Daeuble, 
vice-president of Ohio Valley, then Miss 
Cecilia Rush and J. A. Britton, salesman, 
both with Ohio Valley. 





Closer Credit Co- 
Operation 


(Continued From Page 10) 
business and a list of good credit risks 
with firms whose credit is unques- 
tionable? Or with prospects who can 
be built up and made good credit 
risks, rather than to extend additional 
credit to a poor risk, who is already 
heavily overburdened? Moral risks 
should be taught, and thoroughly so, 
by every concern extending credit not 
to expect credit from several houses 
on the same line. 

Closer co-operation, very much 
closer co-operation, between houses 
extending credit should be exercised. 
Business is not expanded or increased 
by lack of co-operation, but rather 
thousands of dollars are charged off 
annually because credit extensions 
have been made where it was known 
that credit was not warranted. All 
guilty say Aye! 

Now for the greatest evil of all— 
extra time. How very often your 
customers hear, “Our house will give 
you an extra 30 days. Don’t worry, 
Bill, about paying — just drop the 
house a line. It will be OK.” What 
kind of education could be worse? 
It certainly is hard enough to get 
the small town merchant to collect 
his bills without encouraging him to 
be negligent. Why not spend some 
time and energy in trying to uphold 
good business methods and_ proper 
credit terms, rather than to use it 
as a leverage to get your competi- 
tor’s business? 

If co-operative methods are fol- 
lowed, business will be improved. 
And were such business ethics con- 
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The Musical 
Instrument 


of Radio 


| with mellow, 
resonant ampli- 
fying horn of 
natural wood. 










MODEL VI 


(14 In. Horn) 


‘30 
































MODEL Vil 


(21 In. Horn) 


35 





joe. 
N' \W is the time to concentrate 
on radio apparatus—especial- 


ly goods well suited for Christmas 


giving. 


Predictions heard from all parts of 
the country, indicate buying activity in 
excess of anything the industry has 
ever seen. 








And, as usual, Music Master—better 
known and more highly respected than 
ever—continues to dominate the loud 
speaker field. 


» Music Master’s reproducing unit is 
extremely sensitive and accurate. The 
tone chamber of heavy cast aluminum 
‘ eliminates distortion and keeps signals 
clear and distinct. And, of utmost im- 
portance, the amplifying horn is wood, 
unequalled for resonance and _ tonal 
quality. 


The new Music Mastet 
Cabinet Model with 
“full floating” horn of 
natural wood; possess- 
ing all the qualities of 
the famous horn type 
Music Master. Hand- 
some mahogany cab- 
inet. -, 


a | 


Bear these points in mind; talk about 
them; and Music Master will overfill 
your sales quota by a healthy margin. | 





Music MASTER CORPORATION 


Vakers and Distributors of High Grade Radio 
Apparatus 
10th and Cherry Streets 
Chicago PHILADELPHIA Pittsburgh 


Connect any 


Music Master 


in place of Headphones. 
No batteries required a 
No adjustments. 
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New Yale Window Display 


IS NOW READY 


HE Quality and Attractiveness of varnished to give added brilliancy and 
this clean cut and dignified window durability. 


display can be compared with that 


of the Yale Flashlights it so proudly a assortment of 
displays. Yale Flashlights is inserted in the 


tae grooves on either side. 
This window display stands 40 inches 


high and is 31 inches wide at the base. Write for further particulars as to 
It is made of heavy re-inforced card- how you can receive this display free 
board. The entire surface of display is of charge. 


YALE ELECTRIC CORPORATION 


CHICAGO BROOKLYN SAN FRANCISCO 
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The dural 
of Porcelain is 
roverbial 





To the cool \avigorating 
effect of the tiled< bath— 
with perfect appointments 
—P&S Porcelain Lighting 
Units add the luxury of Light 


~ 


a 
a 


Alert Electrical Dealers know P&S Products—and will show samples of our 
devices for the Ceiling and the Side Wall These Dealers are served by 
Crieleli tice MY leloleicinctemt-Meelivcilclilarlilemcee)renieslmeolrtiic me} mrelCitale)iilelm 


Pass & Seymour, Inc. Solvay Siation, Syracuse, N. U. 
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sistently followed by every house, a 
general improvement would be bound 
to follow. Points on the net profit 
percentage could be gained, and more 
easily, by proper rules lived up to 
on the elimination of future dating, 
extra terms, cash discount abuses 
and pet customers. 

The big problem is to all pull to- 
gether! One house alone cannot 


complish much. 


ac- 
Just so long as loose 
credit methods are practiced by sev- 
eral houses, that long will practically 
all other houses follow. And as long 
as this continues, all will be obliged 
to charge off thousands of dollars 
each year to bad debts. 





American Jobber Successful in 
Cuba 

The Thrall Electric Co., Havana, 
Cuba, has been appointed exclusive 
representative on the island of the 
Roller-Smith Co., New York, N. Y. 

The Thrall Electric Co. is the suc- 
H. Thrall & Co. 
The parent concern dates back to 
1899 and is the pioneer in electrical 
commercial life in Cuba. The presi- 
H. Thrall, the 


founder of the original organization. 


cessor of Charles 


dent, Charles was 
The other executives of the company 
have been connected with the organi- 
zation since its founding. 

This is primarily a sales and en- 





gineering organization carrying com- 
plete storks of electrical machinery, 
instruments and supplies and operat- 
ing over the entire island. The com- 
pany also maintains the largest elec- 
trical installation 
Cuba. 

Since the sugar industry represents 
the major income in Cuba, it will 
readily be seen that it is the principal 
outlet for electrical equipment as weil 
as other merchandise. With very few 
exceptions, practically every sugar 
factory in Cuba is at least partially 
equipped with apparatus furnished 
or erected by Thrall. 

In a large number of complete 
electrifications of sugar factories in 
Cuba the company has not only fur- 
nished all of the electrical equipment, 
including steam _ turbo-generator 
plants, switchbeards, etc., but has 


department in 


also equipped them with pumps. 
* 2 2 

Illinois Changes Lamp Policy 

The Illinois Electric Co., Chicago, 
Ill., is now distributing Westinghouse 
Mazda lamps. The change was made 
on October 4. On that day meetings 
were held simultaneously by the Chi- 
cago and Los Angeles houses for the 
purpose of discussing lamp business 
There were 90 men in attend- 
ance at Los Angeles and over 100 at 


Chicago. 


only. 
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BANK OF INCREASED PROFITS 
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amass Cashier 


TURN WITH REMITTANCE 











Have you ever heard of anyone throwing away a dividend check? 


un your cash discount-your dividend? 


The various discounts below, with the annual interest rates to which 


10 days net 30, equals 18%, interest per annum for unexpired time. 
10 days net 30, equals 36% interest per annum for unexpired time. 


baal ae a 
To Our Customers: 
No--of course not 
Then can you afford not to ¢ 
they are equivalent, will tell you why— 
1% 
2°% 
br 


ro days net 30, equals go% interest per annam for unexpired time. 


Only speculative investments pay you that return. This one is safe 
and sure; take the discount when due, your money remains in the 


bank. Nice profit, isn’t it ? - your dividend. 
Only discounts earned can be allowed. 
Yours very truly, 
Eve 1c 
23-25 ERIE ST. MILWAUKEE, WIS. 


The credit check illustrated here has worked well for the G-Q Electric Co., Mil- 


waukee, Wis., as a strong incentive for t 
cash discount. 
so much cash. 


he dealer to take immediate advantage of 


He has the discount due him on the bill placed in his hands just like 














KILLARK 


Bell Transformers 





Salesmen— 
Here are 5 points to remember when sell 
ing Killark transformers: 

1. Guaranteed by the manufacturer. 


2. Fully approved by the Under- 


writers. 
3. Small enough to fit in any box. 


4. Wiring diagram with every 
transformer. 


5. May be returned to the factory 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3940-48 Easton Avenue, ST. LOUIS, MO. 














A 
Sign of 
Profit 
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That little Reliable radio bug is more than 
a trade-mark—it signifies profit for jol 
and dealer on every product with which 
it is associated. The manufacture of every 
Reliable device is planned with the dis- 
tributor’s viewpoint in mind. This explains 
the popularity of Reliable radio products 
with the jobbing trade. 


10 er 


Take that little Reliable condenser for ex 
ample. it is widely in demand because of 
its neutralizing ability. It can be easily 
neutralized. By a simple turn of the re- 
volving sleeve the balance position is 
locked into place. 

List price only 60c. Formerly $1.00. 


THE RELIABLE PARTS MFG. CO. 
Cleveland, Ohio 


RELIABLE 
MICRO-AIR 
CONDENSER 
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Quarter Century for Trumbull 

On October 15, 1924, the Trumbull 
Electric Mfg. Co. punched the great 
clock of the years for the twenty-fifth 
consecutive time, rounding out a quar- 
ter of a century in the manufacture of 


electrical material. In commemoration 


of the anniversary, the October 
“Trumbull Cheer,’ official organ of 





1924 


1900 
J. H. Trumbull, President 
Graduated from Plainville public schools. 
Contractor in Hartford before starting 
the Trumbull Electric Co. Is president of 
Plainville Trust Co. and director in sev- 
eral industries, a 32nd degree Mason and 
Shriner. Captain in state guard during 
war. State senator two terms. Is colonel 
on governor’s staff. During last term was 
president pro tem. of senate. Nominated 
for lieutenant governor on Republican 
ticket to be elected (we hope) next No- 
vember 4. Married Nov. 28, 1903, and has 
two daughters. 


the company, was given over to a 
brief but gripping review of the busi- 
ness since its inception in 1899. 

The magazine itself is deserving of 
special mention. It was launched by 
L. L. Brastow in May, 1907. 
then 


He was 


advertising manager and _ had 








1903 . 1924 
S. S. Gwillim, Secretary 
Graduated from Bristol, Conn., high 
school, attended Wilbraham Academy and 
Wesleyan University, where he played 
baseball and football. Employed with coal 
and lumber company before joining Trum- 
bull. 32nd degree Mason and _ Shriner. 
Was lieutenant in state guard during 
war and chairman of many local commit- 
tees. Married, 1908, and has two 
daughters. 





1900 1924 
Henry Trumbull, Treasurer 
Graduated from Plainville public schools. 
Engaged in contracting and railway con- 
struction work before starting the Trum- 


bull Electric Co. Is director in local bank 
and Plainville Realty Co.,° 32nd degree 


Mason and Shriner. Owner of “Pinna- 
clerox,” a full-blooded Jersey breeding 
farm. Married October 21, 1908. Has one 
daughter. 








been with the company about a year 
and a half. Although he was made 
sales manager shortly after, he has 
continued to write and edit the pub- 
lication to this day. The first issue 
consisted of 1500 copies, the one last 
month reached 35,000. It has never 
missed an issue in the 17 years of its 


publication. 





1900 1924 
F. T. Wheeler, Vice-President 
Attended Southington, Conn., public 
schools and high school. Was assistant 


superintendent in manufacturing concern 
before starting the Trumbull Electric Co. 
Is director and assistant treasurer in local 
bank, secretary of Plainville Realty Co. 
and director of many companies. Sergeant 
in state guard during war. 32nd degree 
Mason and Shriner. In various A. M. 
EK. S. and manufactured product stand- 
ardization committees. Has been con- 
nected with many town improvement 
committees. Married June 17, 1903. 


The firm was founded by John H. 
Trumbull, Henry ‘Trumbull and 
Frank T. Wheeler as the Trumbull 
Electric Co. 
abandoned chuck shop in Plainville 
and the available capital $2000. The 
accompanying photographs show both 


The “factory” was an 














Past and Present 


At the left is the old 
chuck shop which consti- 
tuted the Trumbull fac- 
tory, 1899-1900. At the 
right is the present fac- 
tory as it appeared in 
1921. 
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One of the attractive booths at the “Radio Worlds Fair’ at Madison Square 
Garden, was that of the Eisemann Magneto Corp., 165 Broadway, New York, N. Y. 


The new Eisemann 6-D receiver was the chief feature of the exhibit. 


This receiver 


is non-oscillating, and it is not necessary to employ any potentiometer or stabilizer. 





the factory and the executives as they 
appeared then and now—1900 and 
1924. 
company in 

Without the 
early trials and struggles of the bold 


Stanley S. Gwillim joined the 
1902. 
going into details, 
trio can best be realized 
mental picture. ‘Time 
old chuck 
Trumbull enters waving a substantial 


Frank Wheeler, 
blueprints 


up a 
Scene—the shop. John 
order for rosettes. 


poring over some 
“Tm 


this week, John—we're out of por 


says: 


afraid we can’t deliver those 


celain.”” Then, chancing to look out 


by conjuring 
1900. 


the window, he adds hastily: “Oh, yes 
we can, John, here comes Henry with 
a wheelbarrow full.” 

the three 
founders have maintained their same 


For twenty-five years 
relative positions as at the beginning. 
John Trumbull is responsible for the 
general selling policy—the relation of 
the organization to the outside world 
its 


selling personnel—he is its ambassa- 


—controlling general tone—its 


dor, as it were, to, the court of the 


electrical industry. Henry Trumbull 


is the inside executive—in charge of 


budgets, expenditures, costs, over- 





rk ees 


Central Tube Company’s Exhibit at the Electragists’ convention, West Baden, Ind. 


William G. Campbell, manager of conduit sales and David Smythe were in charge of 
the exhibit, ably assisted by Ed. Meyers, Chicago, Ill, A. R. McNally, Cleveland, O., 


and C. H. Wallis, St. Louis, Mo. 


| Brand” and A-1. 








AND 


“AMERICAN 
BRAND” 


Weatherproof and 
| Bare Copper Wire 
| and Cables 


‘More THAN WIRE 


| That's “American Brand"’ and 
A-l Brand Magnet Wire. 


— there’s a trustworthy 
| wire needed to give long service 
|under the most trying condi- 
‘tions recommend “American 
They give 
best results continuously. 


| Send for samples. 


American Insulated 
Wire & Cable Co. 


CHICAGO 











HAS NO EQUAL 
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are the Sign 
























lation. 


Job. 






For 


leans, 
Angeles, 














A feces 
To Pass On 


To Customers 


@ Panelboards have so 
definite a 
quality and practical de- 
sign that they are an index 


to the entire wiring instal- 


When you sell an order 
of @ Panelboards, you are 
selling more 
boards. 
an acknowledged influence 
for an entire wiring job of 
quality — €® Panelboards 
are the Sign of a Better 


Know the difference in 
panelboards and sell only 
those you can be proud of. 
There is both pride and 
profit in @ Products. 


write to our sales promotion 


rank Adam 


ELECTRIC COMPANY 


DISTRICT OFFICES: 


Detroit, New York, Dallas, 
sas City, Cincinnati, Indianapolis, New Or- 
Chicago, Denver, San Francisco, Los 
Seattle, 


Job | 


avof a Better 


reputation for 


than panel- 


You are selling 





complete information, 


department. 


ST. LOUIS 


Minneapolis, Kan- 


Philadelphia, Pittsburgh. 











heads, operating per cents, inventory, 
statistics and production; he watches 
the surplus, the profits and the plus 
all depart- 
is the ex 
of de- 
plant 


records of 
Frank Wheeler 


charge 


and minus 
ments. 
ecutive engineer—in 
machinery, 


the 


development, 
He 
for new things. 

Today these men can look hots with 
satisfaction on 25 years of problems 


sign, 


equipment. studies market 


solved and progress attained. From 
a struggling concern in a hoodooed 


shack to a roaring plant with capital 
stock of half a million dollars and in- 
vested capital many times that amount 
they 
flinching. 


fought their way without 


They 


gether an organization which is at the 


have 
have cemented to- 
same time a happy family and a self- 
On 


ei- 


supporting little city in itself. 
this twenty-fifth 
tend to them our hearty 


anniversary we 
congratula- 
tions and best wishes for future suc- 
cess. 
* * * 

Magnavox Promotes White 

Thos. A. White, 
manager of the Magnovox Co.’s New 
York office, made district 
manager . at the 
He is now responsible for 


formerly assistant 


has been 


Chicago for same 


company. 
the central west territory from Penn- 


White 


Denver. 


sylvania to Mr. was 
formerly with the Electric Supply & 
Equipment Co. in the east. He left 


them two years ago to sign with Mag- 
navox. 



































Thos. 


A. White and W. R. Davis. 


In one of the accompanying photo- 
graphs Mr. White at the 
left. The other gentleman is W. R. 
Davis, general sales manager of the 
In the group picture 
are some of the company’s men, all 
but two reporting to the Chicago 
office. Left to right they are B. E. 
Eckert, J. A. Peterson, J. W. Sands, 
Arch R. Strong, O. B. Compton, 
W. A. Cushman, E. R. Johnson, J. W. 
Nicholson and W. B. 


is shown 


Magnavox Co. 


Imwall. 


* * * 


Browning Goes With National 


Glenn H. Browning has joined the 
National Co., Cambridge, Mass., 
manufacturers of the National DX 
type condenser and “Velvet” 
consulting 


vernier 
dials, Mr. 
Browning is well known throughout 
the radio world as an able authority. 


as engineer. 

























Group of Magnavox Representatives 
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New Electrical Products, Illustrated 








The new “Trico” 
handy pocket size fuse 
puller and replacer is 
a new departure in 
the line of fuses manu- 
factured by the Trico 
Fuse Mfg. Co, Mil- 
waukee, Wis. The 


laminations are manufactured by a new method of punch-shaving which 
produces smooth and strong edges. ‘The double width near the pivot 
and the many unmarred surfaces of the laminations give this puller 
at least five times- the strength of a puller of the solid, milled type. 
The laminations are individually treated with soapstone, giving greater 
dielectric strength against leakage, securing a moisture proof finish 
and giving the pivot surface a talcum lubricant. They are securely 
riveted together by non-corroding brass eyelets and forced into an 
arched position to withstand any tendency to warp. , 





At the right is a heater de- 
signed for two marcel irons. 
This heater is very economical 
in current consumption and can 
be left in the line continuously 
without burning out, the open- 
ings being large enough for en- 
trance of the larger size irons. 
The Bobbett Electric Mfg. 
Co., 818 East Forty-third street, 
Chicago, is the manufacturer of 
these irons. 





A heater designed for une 
marcel iron is pictured at the 
left, the opening being large 
enough for entrance of the 
largest size iron. The alumi- 
num cylinder is mounted by 
means of two aluminum end 
castings. The cylinder is sloped 
so that the marcel iron will not 
fall out. 





eA er 





The next time you stand around 
for hours, rubbing and fanning your 
hair to get it dry after washing it, 
remember there is a better, easier 
way to do this heretofore tedious 
if not absolutely disagreeable job. 
The “Ward” electric drying comb 
is the most satisfying addition to 
your dressing table which has been 
brotght forth in years. After your 
shampoo simply plug your “Ward” 
into any light socket and in a min- 
ute or two comb the dampness out 
of your hair. Water can’t hurt this 
drying comb. There is no danger 
of burning your hair or your hands. 
The comb gets just hot enough and 
no hotter. It is absolutely safe, be- 
ing listed as standard by the Under- 
writers Laboratories. ‘The clean, in- 
vigorating after effect from every 
use of the comb once experienced is 
never forgotten. It is a product of 
the Ward Electric Co., 937 Welling- 
ton avenue, Chicago. 














The Besco Electrical 
Mfg. Corp., 260 Stone ave- 
nue, Brooklyn, N. Y., has 
added a two-piece porce- 
lain sign receptacle to its 
line of wiring devices. The 
edge of the ring is deeply 
corrugated, to enable one 
to obtain a firm grip on it 
to screw the ring tightly 
in place. The receptacle 
is finished with or without 
leads. The leads are No. 
14 B & S gage, & in. long. 
One is black and the other, 
connected to the metal 
shell, is white to facilitate 
wiring. 














Vitrified china lighting fixtures 
have the beauty of the potter’s art 
and do not tarnish or corrode. The bril- 
liant everlasting glaze makes them 
ornamental, decorative, washable, sani- 
tary, shock proof and weatherproof. 
They are finished in a brilliant white 
glaze and also colored high class _pot- 
tery glazes. The fixtures are furn- 
ished in six colors, namely; white, 
blue, bronze green, black, golden 
brown and old ivory. These colors 
allow them to be used for the bath- 


room, hallway, corridor, stairway, bedroom and kitchen. The curvature of the china 
base reflects and diffuses the light. The regular ceiling fixture with an indirect shade 
The blue, green and black are particularly 
These 


makes an excellent office and store unit. 
good colors for porches. The dark colors do not show the marks of insects. 





fixtures are made by Franklin Pottery, Inc., Lansdale, Pa. 





The Bryant Electric Co., Bridge- 
port, Conn., has recently redesigned 
its No. 760 and 762 single and du- 
plex composition body flush recepta- 
cles with side wiring terminals. The 
contact clips are of the return bend 
construction which insures good elec- 
trical contact and firmly grips the 
prongs of the cap. These recepta- 
cles are designed for as easy wiring 
as can be accomplished on side wired 





receptacles and, at the same time, 
sufficient composition extends above 
the plane of the terminals so that 
the receptacle will meet the require- 
ments of the inspectors in certain 
localities who insist that the terminals 
be recessed in the insulating material 
so that the lock nuts of BX cable 


cannot touch the terminals of 


in the box. 





























































receptacle when the device is installed 
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New Electrical Products Illustrated 











An addition to the line of appli- 
ances mnanufactured by Electrahot 
Appliances, Inc., 807 Fifth avenue, 
Minneapolis, Minn., has been made 
in their apartment house range No. 
B-58. The heating elements on top 
of the range are inserted in a re- 
taining case which js nickel plated 
and packed with insulation to give 
full benefit of all the heat units. 
Each of these elements are so _in- 
stalled as to be readily accessible. 
The oven of the range is insulated 
with asbestos on all sides. 








In the October issue the No. 2865 
box manufactured by the National 
Metal Molding Co., Pittsburgh, Pa. 
was described but the wrong  illus- 
tration was used. We are therefore 
illustrating here the No. 2865 and 
giving the description again as fol- 
lows: The No. 2865 box is recog- 
nized by wire men and electricians 
as a very convenient type of com- 
bined clamp and fixture stud box. 
The box, as well as the clamps, is 
protected against corrosion by a 
heavy coat of zine alloyed with the 
steel by a Sherardizing process. 'The 
box and stud are integral, drawn 
from one piece of No. 14 U.S. S. 
gauge steel. The two clamps furn- 
ished with each box are channel 
shapped and have a double grip that 
holds either armored cable or loom 
or both. 











A real grinder thoroughly guar- 
anteed, for tool rooms, machine 
shops, garages or home work 
shops, equipped with two % in. x 6 
in. Norton grinding wheels is being 
offered by the Azor Motor Mfg. Co, 
7424 Bessemer avenue, Cleveland, 
O. It has dust proof bearings and 
runs on 110 volt direct or alternat- 
ing current. In addition to the 
grinder, the company manufactures 
a complete line of 1% and 1/6 h.p. 
motors for direct and alternating 
current, in all voltages and_ fre- 
quencies. 





The Cullman Wheel Co., 1844 Alt- 
geld street, Chicago, has recently in- 
corporated a slow-speed power take- 
off in their improved electric drive 
for farm pumps. This comprises a 
shaft which operates at about 340 
r.p.m. extended from the gear box. 
A cap completely encloses the shaft 
extension when it is not in opera- 
tion. This low speed drive is ideal 
for churns, washing machines, grind- 
stones, etc. The pump jack is easily 
disconnected from the pump rod. 
Should the electric power fail, the 
shaft extension can be used to drive 
the pump jack with a gas engine. 











The Marathon Battery Co., Wau- 
sau, Wis., is bringing out two new 
flashlights known as the No. 825 
(left) non short-circuiting, and No. 
325-S (right) focusing type. All 
Marathon flashlight cases are 
equipped with rigid, positive con- 
tacts that give either instantaneous 
or continuous light. 








An addition to the line of appli- 
ances manufactured by the Stand- 
ard Electric Stove Co., 1714 North 
Twelfth street, Toledo, O, is the 
Model 2510 coffee urn. It is one 
of the six single type of urns manu- 
factured by this company, namely; 
two, three, five, eight, ten and fif- 
teen gallon sizes. They also make 
them in batteries of three urns in 
all sizes. 
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The Wakefields on a Cruise 
Cruising down the Atlantic coast 
with members of his family acting as 
the crew of his cruiser is the present 


experience of Commodore F. W. 
Wakefield of Vermilion, O. 

The commodore, with the seven 
members of his family, left Ver- 


milion in the Tobermory II early in 
October last 
the party was sailing down the old 


and when heard from 
barge canal through New York state. 

Their will them 
through the canal, down the Hudson 


course carry 


river and then along inland courses 


to the Delaware river, into Chesa- 
peake bay and down the inland water 
routes of the Atlantic coast to the 


Gulf of Mexico. 
to return by the same route, reach- 


The family intends 


ing Vermilion early in the spring. 
The Tobermory II was especially 


built for Mr. Wakefield at Erie, 
Pa. It is 50 ft. long, 13 ft. wide, 


weighs 35 tons and is equipped with 
Deisel engines. It is made entirely 


of metal. 


Commodore Wakefield’s son, Wil- 
liam, is assistant ‘skipper’ and 
wheelsman. Two other sons, Fred 


and George, are acting as engineers, 
while the two younger boys, Ted and 
Ernest, are the ‘deck hands.” 

Mrs. Wakefield and 
Ruth, will keep the boat homelike. 


daughter, 


The Tobermory II is traveling 
without a schedule, cruising with 


the good weather. Charts and maps 
supplied by the government are be- 


ing used. 


Commedore Wakefield is head of 
the Wakefield Brass Co. of Ver- 
milion. He was formerly commo 


dore of the Vermilion Boat Club. 











Good hunting! Here is John De 
Fontaine, purchasing agent of the Illinois 
Electric Co., Chicago, Ill., caught on the 
wing as it were. (Arrow shows where 
bullet entered.) John knows enough pews- 
paper men to get plenty of passes. 





The September “Hemco” 
Contest’ 

Kansas City, St. Louis and Phil- 
adelphia, in the order named, breezed 
under the wire ahead of all rivals in 
the September window-trim contest 











Chas. B. Senninger 


staged by George Richards & Co., 
Chicago, Ill. Three prizes were 


awarded to jobbers’ salesmen sending 
in the greatest number of dealer en- 
trants. Every dealer submitting ‘a 
photograph of his display was given a 
free box of Hemco 
valued at $4.50 retail. 


graph submitted also had a chance at 


heater plugs, 


Each _photo- 


the nine special money prizes, from 
$75.00 down to $5.00. 
The dealer prizes were made espe- 


cially attractive in order to assist the 


jobber’s salesmen by making the 
dealers eager to enter the contest. 


Illustrations of sample windows by an 
expert were embodied in the broad- 
sides sent out. In addition all crepe 
paper, window cards and_ placards 
were free to the entrants. 

Charles Senninger, salesman for the 
Electric Co., Kansas City, 


Mo., won the first prize, a six-tube 


Funsten 


portable radio set, valued at $135.00. 
J. W. Walker, with the United Elec- 
tric & Supply Co., St. Louis, Mo., cap- 
tured second prize, a $50.00 gold 
watch. Richard O. Meyrick, Frank 
H. Stewart Electric Co., Philadelphia, 
Pa., $35.00 
traveling bag as third prize. Mr. Sen- 
ninger’s photograph is shown above. 


of the 


received a handsome 


Pictures other two were not 


available. 






Hart & Hegeman Clan Gather 
at Cleveland 

The Hart & Hegeman Mfg. Co. 
held a divisional sales conference in 
Cleveland, O., at the Cleveland Hotel 
the latter part of September, at which 
meeting the following members of the 
organization were Shiras 
Morris, president, and H. L. Everest, 
Hartford, 
Conn.; A. E. Lubeck, western sales 
manager and A. C. Vildebille, sales- 
man, Chicago, Ill.; C. A. Westman, 
northwestern representative and E. 


present: 


general sales manager, 


C. Graves, resident representative, 
Cleveland, O.; P. N. Manwaring, 
resident representative, Cincinnati, 


O.; E. R. Sayre, resident representa 
tive, St. Louis, Mo.; Jay J. Baldwin, 
resident Buffalo, N. 
Y.; C. L. Lancaster, resident repre- 
sentative, Pittsburgh, Pa., and A. L. 


representative, 


Beymer, in charge of the radio de- 
partment, Hartford, Conn. 
* ¥ * 


General Radio’s New Building 


This is the new building of the 
General Radio Co., at Massachusetts 
and Windsor street, Cam- 
Part of the old build 


ing is seen at the right of the picture. 


avenue 


bridge, Mass. 


The addition was made necessary by 


the company’s increased business in 


radio parts. This addition doubles 
the floor space of the plant. 
The General Radio Co. was or- 


ganized in 1915 to manufacture high- 





New Building of the General Radio Co. 


grade instruments for use in radio and 
The 


of Standards, Signal Corps and other 


telephone laboratories. Bureau 
United States laboratories are fully 
equipped with General Radio Co. ap- 
paratus. Since the war the company 
has supplied practically every large 
ship in the U. S. Navy with a secret 
device for locating submarines. 

The company employs 250 people 
The officers 


are: Melville Eastham, president; E. 


with very little turnover. 


H. Locke, vice-president; Henry S. 
Shaw, treasurer, and H. B. Richmond, 
secretary and assistant treasurer. 
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Annunciators and 
Electrical 


House Goods 





Bulletin No. 70A 


This Annunciator Bulletin is issued 
especially for the convenience of 
Jobbers’ Salesmen. The List Prices 
are the same as given in our latest 
Catalogue No. 42, dated July 1, 
1924. Send for copy. 


Partrick & Wilkins Co. 


Manufacturers 
Established 1867 


51 N. Seventh Street 
Philadelphia 











POWERLETS 
For All Construction Jobs 


On every wiring job that specifies 
conduit and outlet fittings there’s a call 
for Powerlets. 





They are neat in appearance, have in- 
tegral hubs, clean cut threads and per- 
fect alignment. They don’t break be- 
cause all fittings subject to bending 
strain are made of malleable iron. 


Powerlets are standard products that 
enjoy a good reputation for their work 
and are easy to sell. Powerlets’ quality 
is guaranteed. 






POWERLET 


When you sell Powerlets you tie-up 
with a line that’s making good every- 
where. 


Full data, prices and discounts on 
request. 


MULTI ELECTRICAL 
MFG. CO. 


1848 W. 14th St., Chicago, Ills. 











|'Why We Hire Young Men— 
' and How We Train Them 


In an interesting article which ap-| 
‘peared in Sales Management under) 
the above title, Curtis Lighting, Inc., 
explains how a year’s training pro-| 
gram is laid out that helps every) 
employee in the organization. Al 
summary of the article follows: | 

Every foreman, department head,| 
officer and executive has been assigned) 
a definite part in the new training 
program. One of the biggest features 
of this plan is that these older em- 
ployees automatically train and teach) 
‘themselves as they teach the new 
jrecruits, 
| Our past experience has taught us 
‘that we must bring in young men. 
We have found that the younger the 
imen are, the less they have to “un- 
learn.” So now we bring them in! 
before they have had any business} 
lexperience whatever. They are hired| 
right out of the universities. 

Early last spring our salesmen and 
|branch managers went to a number of 





juniversities where electrical engineer-| 


| 
permission to speak to the electrical| 


ing was taught. They  obtained| 


engineering graduating class. Our| 
lorganization was described and _ out- 
lined, and we offered to take applica- 
itions from electrical engineering! 
graduates who wanted to learn our| 
‘business. | 

In a few weeks we had applications! 
from more than 100 graduates. From| 
ithis group we selected 10 men and| 


e a) | 
‘brought them to Chicago. Each man 


had graduated from a different 
college. | 

Under our present plan the 10 
men start at the same time, and one 
man goes to each of our 10 depart- 
ments. They remain in each depart- 
ment five weeks. Thus at the end of| 
a year they have all worked five weeks 
in every department of our business. 

Now we come to that part of the 





jplan where our present training 
‘method actually begins where our old 
method left off. Before the men ar- 
rived, we had laid out a course of| 
100 lectures. These lectures are! 
‘delivered on Wednesdays and Fri-| 
days, at three in the afternoon, and 





are attended by one or two executives, 
ithe entire class of 10 men, and one 
or two members of the department| 
which furnishes the lecturer. If the) 
‘advertising manager is lecturing this 
\week, one or two of the members of| 
ihis department, perhaps one or two! 

















Dependable— 
_ Of Course! 








Constant Contact Sockets 


A DEAL Patented Feature 
Easy to sell to Discriminating 
Dealers. 


Distributed through Jobbers only 


DEAL ELECTRIC CO., Inc. 


453 Broome Street 
New York City 











Jobbers! 


Independent Switch-Box Support- 
ing Strips, and Lath Holders will 
make you big profits! 





They are quickly and easily in- 
stalled. The design of these sup- 
ports prohibits the disalignment of 
the job once it is positioned. 


Independent Switch- Box Supporting 
Strips and Lath Holders have exclusive 
features which put them far above any- 
thing on the market. Prices are right, 
too! 

This line is a time saver for the con- 
tractor and electrician and a money maker 
for the jobber. 

Send for jobbers’ proposition and prices. 





iuilennabllent 


Stamping Company 


5938 Chene Street 
Detroit, Michigan 
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PEERLESS PRODUCTS LINE 














| FT ween rN Labor Savers, Time Savers, 














Money Savers 


a THE LINE DEVELOPED BY SPECIALISTS WHO KNOW 





This Peerless Wall Case 
Bracket Support and Adap- 
ter fastens directly to any 
3 in. or 3% in. box or to 
Pa any standard wall case and 
. Fy ’ we permits hanging, without 
Kaa Neaneesstl Po use of stud or hickey, any 
. wall bracket equipped with 
either stem or French back 
or any ceiling fixture equip- 
ped with 4 in. stem. 


" 


ee NY 
mt NUNS 
| 


\) 


Type A Peerless Hanger is designed to securely end “qeonomically install ceiling and side wall 
outlets in houses and buildings alread 1 . 
willy ne r] ready completed and plastered where electric fixtures were net 


It Is strongly made of steel and comes equipped with %-inch nipple or stud and locknut and be- 
cause of bo bolt construction the nipple or stud may be folded’ into hanger, which permits in- 
ae eng, RA oa as 1 Jae. in diameter. This toggle bolt construction also 

anger self-aligni j 
aul ase ota Gone igning and therefore insures straight hung fixtures, No screws or 





%, 
. 
























a 
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NEW WORK HANGER 


side-wise movement of bar; the two ad- 

—- er slide — - driven 
The nipple or stud is suspended on an cue SES © ms, supporting and hold- 

18-inch steel rod and is adjustable to any ing hanger rod in place. No nails or 

position or spacing between beams. This steel serews are used to install this hanger. 

bar has a short right angle point at one end, The nipple or stud on Type C Hanger is of 

easily driven into bottom of beam thus preventing ¥e-inch pipe, full threaded. 


PEERLESS TYPE C 


This Peerless Hanger is designed for 
new work, 


\ 





/ A 


. Type B Support is designed for the better installation of Switch or Receptacle Boxes in mew 
uildings. 
This Peerless labor saving device consists of two strong steel bars each 1@ inches long, equipped 
with lath-holders or supports and adjustable steel clips which fasten te any standard wail cases. 
Type B Support is so designed that at any time an additional box may be added without am 


the wall. The saving in labor through the use of this device is enormous as compared with the old 


way of installing Switch Boxes. 


WHAT THE CONTRACTOR NEEDS 


The Line Which is Complete 
in Its Field 


Contractors appreciate the 
value of these labor, time and 
money-saving devices. 


The various devices in the 
line were developed by special- 
ists who know the contractor's 
needs. This is why Peerless 
Products appeal so strongly to 
contractors everywhere. 


The Peerless Line is com- 
plete in its field. Every item 
in the Peerless Line is easy to 
sell and this is of prime import- 
ance to the enterprising jobber 
and his salesmen. 


Study the line and get this 
profitable business in your ter- 
ritory. 

Our jobber proposition, 
with discounts and prices, will 
be sent you at your request. 


Old Work Hangers—New Work Hangers 
Hangers for Tile and Concrete 
Wall Case and Switch Box Supports 
Wall Case Bracket Supports 
Loom Clamps 


PEERLESS ELECTRO “PRODUCTS CO 


SEND TO NEAREST BRANCH FOR ILLUSTRATED CIRCULAR 


New York Pittsburgh Boston BALTIMORE, MD. 
53 Park Place Keenan Bldg. 10 High St. 200 HOLIDAY ST. 


Philadelphia Indianapolis 
30 Bank St. 505 Odd Fellows Bldg. Kenyon Bldg. 





Louisville 
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ANS" ORICATED 





(Enamelled) 


* 


NYT e A AY) ADVCT’ 





(Electro-Galvanized) 


ONDUIT 


“Time has proved their 


worth.” 


They have been installed 
in many Prominent Struc- 


tures in every American 


City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
~~~ COMPANY 

Pittsburgh, Penn. 























___ TRADE MARK REG, U. 


Sell ’Em- Gdles 


With. 


Flood - ‘BO. Lite Jr. 










COLOR-LITES, con- 
sisting of four color 
films and holders are 
now supplied with 
Flood-O-Lite Jr. with- 
o ut. additional 
charge. 
This means added 


opportunity for sales 
by enabling you to 
“sell ’em color’ for 
Christmas displays | 
} at a time when your 
4 customers are in a 
most receptive mood 
for buying. 





























; 
| Reflector & Illuminating Co. |] | 
575 Washington Blvd., Chicago, U. S. A. | 





:members of the sales department, and 
Jone or two higher executives will at- 
‘tend in addition to the members of the 
iclass. 
| We allot only 30 minutes for the 
department head to deliver his pre- 
Then the meeting is 
open questions. In a 
number of instances the questions 
have lasted several hours, long after 
“quitting” time. 

In reality the entire business is 
on parade before the students. We| 
‘felt it—each department head knew | 
|that would be responsible for | 
training one man every five weeks. | 
He knew that he had been assigned | 
'a series of lectures on the functions 
‘of his department. Many of these 

talked before any 
| group of men. Some of them at first 
'were struck with stage fright at the 
‘idea of having to get up and explain 
| just their departments func- 
‘tioned in our business as a whole. It 
“Now just 
Just 
im- 


pared lecture. 


| thrown for 





he 









‘men had _ never 


how 


made them ask themselves, 
what does my department do? 
its possibilities—its 


” 


}what is 
| portance? 





| At each meeting there is a stenog- 
‘rapher on hand to obtain an exact 
record of the lecture of every depart-| 
Knowing that his lecture! 
| will become a part of the records of | 


| ment head. 


‘the training course, that it will be 
|read by all the executives of the busi- 


‘ness, and later printed in our sales| 


/manual, each executive is making a 
|determined effort to give a good ac- 
‘count of himself and his department. | 
| Each of the 10 students 
required to keep a note book, which is 


turned in and examined at the end of | 
| 





one is | 





each five-week period when he passes | 
| 
He keeps | 


and | 


on to a new department. 
notes on the lectures, makes notes 
icharts on the working of each depart- | 
ment, and writes his own suggestions | 
|and ideas concerning every feature of 
When we grade these 


note books we have an opportunity to 





the business. 


form opinions of each man. 
At the five 
member of the class advances to the | 


end of weeks, each | 
next department. 

These students are started in at the | 
rate of $100 a month. At the expira-| 
tion of three months their salaries are | 

Three anniiial 

awarded | 

dollar raise, and another at the begin-| 
At the end, 


of their training period salaries will | 


raised five dollars. 


\later they are another five 


ning of the tenth month. 





| 


ibe adjusted accordiing to the worth of | 
each individual to the business. 


Aislelites Are Being 
Sold By J.S.! 


Jobbers’ salesmen are now sell- 
ing Aislelites to motion picture 
theatres in their territories and are 
netting their houses good profits. 


Aislelites light the aisles of mo- 
tion picture theatres with a dif- 
fused light. They eliminate over- 
head and side lights and make go- 
ing in and out of theatres quick 
and safe. They fit in beside the 
seats, out of the way. 


Aislelites are made of strong 
metal with a white porcelain inside 
and an outside finish of any de- 
sired color. 


The porcelain socket is for a 10- 
watt, S-14 sign lamp and is 
equipped with a nipple for connec- 
tion to conduit. 


We've an 
proposition. 


interesting 
Write for it. 


EXHIBITORS SUPPLY 
COMPANY 
825 S. Wabash Ave., 
CHICAGO ILLINOIS 


jobber 




















TheStandardSafe 
Frosting Solution 


For incandescent lamps and other 
glassware. 


Etch-O-Lite produces a smooth, 
white frosted surface, superior to 
acid etch, by simply immersing the 
ware in the liquid and washing in 
water. 


It is clean, rapid, economical, 
and will not produce an acid burn 
on hands or clothing. 


Guaranteed 
Permanent—Uniform—Heat Proof 


Your Jobber Handles Etch-O-Lite 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 
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Steelduct 


Steelduct 





surface both inside and out. It is noted 
for its lasting qualities. 
Steelduct enameled conduit is dis- 


tinguished by its tough black enamel. 


Both types of Steelduct rigid steel con- 
duit appeal to particular architects, 
contractors and engineers. Every length 
of enameled conduit is fitted with a 
thread protector of an improved type. 


Jobbers and their salesmen will find 
Steelduct easy to sell. Get in touch with 
us regarding our jobber’s proposition. 


The Steelduct Company 


YOUNGSTOWN OHIO 


oy 
UNDERWRITERS “ee 
ABORATORIES j 


INSPECTED & 
CON DYIT 

















Discriminating Travelers Prefer 


Hotel Lincoln 


WHEN IN INDIANAPOLIS 
400 ROOMS 422., 





together with many other comfort 
features at most reasonable rates. 





Thereis but one price to everybody. 
Rates postedi n each room, 





Rooms with shower bath $2.50 
and upwards 

Rooms with tub bath 
and upwards 


$3.50 





Conveniently located in the heart of 
Indianapolis, on WASHINGTON ST. 
( National Trail) at Kentucky Ave. 


Management R. L. MEYER 


























Distribution Campaign on 
“Utility” Products | 

The Utility Tool, Die & Stamping | 
Co. of Toledo, Ohio, has secured the! 
selling rights on “Utility” snap-in | 


| blanks and bushings for the entire| 


United States, with the exception of 


| California, and has just recently in- | 


electro galvanized conduit | 
has an exceptionally clean and smooth | 


| dent: 
| dent; Edward L. Jellinck, secretary,} 


augurated a space campaign, to be| 
It 


the intention of the company to gain) 


supplemented by direct mail. is | 


as complete distribution for its prod- | 
uct as is possible. | 

These products have been marketed | 
sufficiently long to have passed every | 
test, and are being accepted in all| 
parts of the country. Because of the 
simplicity of design, they very | 
easily installed, and have exceptional 


are 
lasting qualities because of the fact} 
that they 
rust-proof steel. 
; | 

Buffalo Fuse Reorganized | 
of the) 
Corp., has been accom-| 


are manufactured from 


* * 


Complete 
Buffalo Fuse 


plished, with the transfer of all exist- 


reorganization 


ing stock to new owners. The new} 
officers are Robert F. Bickford, presi- 


Robert B. Harris, vice-presi- 


and Frank R. Collins, treasurer. 

“Pierce” fuse 
will be manufactured. John G. Cle- 
mens, inventor of the fuse, will be 
superintendent of the plant at Buffalo, 
N. Y. The Chicago laboratories of 
the National Board of Fire Under- 
writers approved the new fuse last} 
February, covering the complete | 


A new type of the 





250-| 


| volt line up to 600 amperes, which} 


covers 85 per cent of the company’s | 
products. 


* * 


“Kwixset” Now “Tork Timer” | 

The Tork Co., 8 West Fortieth 
street, New York, N. Y., has taken | 
sale of 
an- | 


* 


over the manufacture and 
“Kwixset”’ 
nounced by the Howard Time Ap- 
pliance Co., of Boston, Mass. This 


device has been perfected, put into 


timers previously 


production and announced to the 

trade under the name of “Tork | 

Timer.” | 
x * x 


| 


Reben In New Quarters 
The Reben Electric Manufacturing 
Co., manufacturer ‘of box covers, cord | 


sets replacement heating elements for 
electric heaters and other electrical | 
specialties has moved to larger quar- | 
ters at 32 Union Square, New York, | 
| a 









Great 





‘“Ninety-One-T”’ 


Smallest in size and price— 
but greatest in quality, con- 
venience, profit and sales. 


The new two-way outlet that 
has proven such a “Wiz.” 
The real quality plug—built 
to endure—flawless in fin- 
ish. Perfect tandem blades, 
clean-cut T slots and spring 
contacts that can’t wear out. 


Competi- 

Orders 
are already pouring in from 
this plug has 


Fifty cents list. 
tion can't touch it. 


everywhere, 
made such an instantaneous 
hit. Here is your chance to 
sell every dealer. Get busy 
—To-day. 


‘BETTS! 
BETTS & BETTS 


CORPORATION 
644 W. 43rd St. 
NEW YORK 


Made by the makers of the famous 
Wynk-a-Lyte Flashing Plug and 
the publishers of the famous Betts 
Gazette. We have a small Wynk- 
a-Lyte cut which you might use, 
and if you want it we will be glad 
to send it to you. 
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Eliminates! 


LIMINATING difficulties 

is the main job of Pitts- 
burgh Standard. This pat- 
ented Thread Protected 
Enameled Conduit eliminates 
running dies over pipe ends 
and reversing couplings. 


P. S. reaches the job ready 
to install. Eliminates sales 
difficulties for you. Costs no 
more than ordinary enameled 
conduit. Start sales with P. 
S.--it will keep them going! 


Enameled Metals Co. 


PITTSBURGH, PA. 














BRUNT 
juaitty PORCELAIN 


QUALITY 

















Manafactured under 







license from the Patented 
Porcelain Appliance Feb. 3, 
Corp. 1920 







Our goods marketed through the 
Jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


BRUNT TILE & PORCELAIN C0., 


COLUMBUS, OHIO 






| range business. 


Chicago Fuse Change in 
| New York 


ceeding J. B. Martin, who has re- 
signed. 

Under Mr. Roberts’ direction the 
sales organization, which has~ been 
strengthened by additional men, will 
the past in marketing “Union” and 
“Gem” products. 

* 


Sales Manager’s Wife Injured 


Friends of Walter A. Frizzell, sales 
manager of the Belden Electrical 
Supply Co., Joplin, Mo., will learn 
with deep regret of a serious accident 
to Mrs. Frizzell late in September. 
She driving her from 
Carthage to Joplin accompanied by 
Mr. Frizzell’s aunt, Mrs. Bessie 
Dowling of Thermopolis, Wyo. An 
struck the coupe 
squarely, completely demolishing it 
and fatally injuring Mrs. Dowling, 
who died two days later. Mrs. Friz- 
zell sustained a fracture of the spine, 


* * 


was coupe 


interurban car 


two of the right hip, severe head 
wounds and body bruises. 
* 


Standard Stove Closes With 
Tri-State 
The Standard Electric Stove Co., 
Toledo, O., has just secured the Tri- 
State Electric Co., Sioux Falls, S. D., 
as a distributor. A. S. Graham is the 
general manager and N. T. Ronan is 
sales manager. F. M. Bostater of the 
Standard company has recently been 
there and traveled over a large part of 
their territory which he believes pre- 
sents: exceptional opportunities for 
The prevailing rate 
for current is three cents throughout 
most of the territory. 
* * 


* * 


* 








| Prize Drawing at Radio Show 


A stunt was worked by the Paragon 
Electric Sales Co., of Philadelphia, 
Pa., at a recent radio show, which was 
productive of good results. Each 
dealer who stepped up to the booth was 
asked to fill in a questionnaire ask- 
ing for certain information as to the 
lines he carried, his jobber, etc. At- 
tached to this was a stub bearing a 

| number which entitled him to a chance 
| on a drawing for valuable radio prizes 
| given by Paragon. 


give even greater co-operation than in | 


The Chicago Fuse Mfg. Co., Chi- | 
cago, Ill., announces the appointment | 
of George N. Roberts as district sales | 
manager of its New York office, suc- | 

















“AUTEX” Extension 
Reels 


TO YOU, Mr. Salesman 
—See that your house 
provides you with sales 
sheets on “Autex” Reels 
for your price cata- 
logues. There is a large 
and constantly increas- 
ing demand for these 
Reels, and there is no 
reason why you should 
not assist your firm in 
securing their share of 
the business in them. 
Fully approved by the 
Underwriters. 


The following illustration shows an in- 
terior sectional view of the Jonas-Cadil- 
lac Service Station ‘at Milwaukee, Wis., 
where over 100 “‘Autex” Reels have given 
over four years’ satisfactory service. 


BE oe aE Be. ome bth be 


Gai gag ap! 


THE CINCINNATI SPECIALTY MFG. CO., Inc., 
Manufacturers 
1915-17 Powers St. CINCINNATI, OHIO 

















A man is known by the hotel 
he selects. 


A hotel is known by the pa- 
trons it keeps. 


Discriminating people who ap- 
preciate the spirit of Hotel 
Cleveland are the kind of pa- 
trons we seek. 


1000 rooms 1000 baths 


Rates reasonable, too 


HOTEL CLEVELAND 


Cleveland, Ohio 
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Charges Charges 

4, 6 or 12 volt “B” storage 
storage ‘‘A”’ : batteries 

batteries up to 120 volts 

or in series 

any multiple 

thereof Made in 2 amp. 


up to 12 volts . 3 senile s and 6 amp. sizes 


- 


eee en ae ed 














ELECTRICAL DIVISION 
BAGLE CARBURETOR co 
CLEVELAND OHIO 


THE EAGLE BATTERY CHARGER 


Any man who will listen to facts becomes an ardent Eagle Battery Charger customer 
without the influence of sales pressure, price arguments or the gift of gab. 


Take a moment or two to compare Eagle facts to the most inflated claims or 
appraisals made for other battery chargers—and you've convinced yourself. 

THE SPECIAL TRANSFORMER CANNOT BURN OUT RADIO TUBES 

VARIABLE CHARGING RATE ENABLES YOU TO CONTROL CHARGE 


CHARGES 120 VOLTS OF “B” BATTERY IN SERIES. DISTINCTLY AN EAGLE FEA- 
TURE. THE AUTOMATIC SWITCH IN THE PRIMARY AUTOMATICALLY CUTS OFF 
AT ZERO 


ALWAYS UNDER CONTROL BECAUSE CHARGING RATE IS VARIABLE. QUIET, 
EFFECTIVE IN ITS WORK. BULB RECTIFIER CONSTRUCTION TUBE APPLIED BY 
SPECIAL ARRANGEMENT WITH GENERAL ELECTRIC CO. IT’S LEGITIMATE. 

Plenty of other good talking Foints, too. 

But the Big Point is this:— 

You can sell them—We can supply them with the right kind of service. 

Get in on this while the season is young. 


THE EAGLE CARBURETOR COMPANY 


ELECTRICAL DIVISION 
11502 MADISON AVE. CLEVELAND, OHIO 
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220 Broadway, 
New York 


Rialto Bldg., 








POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 


2844 Summit St., 
Toledo, O. 


San Francisco, Calif. 

















NORTHERN WHI 


VALUABL. 
\/PORMAT 





TE 


WESTERN RED 
GUGRANTEED GRADES 


24 Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashInOn BELL Poles 


SEND FOR BOOKLET CONTAINING 
ABLE 








Northern 
White Cedar 


Western 





CEDAR POLES 


Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minnesota 








The 
of 


job. 
longer profits. 


A jobber line that jobbers sell. 


TRENTON 





Electrical Supp 
an? Specialties 


“TECCO” Wiring Devices and Electri- 
cal Supplies and Specialties look better— 
are better and give better results on the 
Sell faster, in bigger quantities with 





Write for 


details of our jobber proposition. 


TRENTON ELECTRIC AND CONDUIT ©. 


NEW JERSEY 


El 











New Loud Speaker Line 
Announced 

A new line announced by The 
Amplion Corp. of America, 280 Madi- 
son avenue, New York, N. Y., in- 
cludes loud speakers in four sizes and 
phonograph units in two sizes, All 
models are equipped with the new 
Amplion ‘Floating Diaphragm” fea- 
ture. The diaphragm, kept from con- 
tact with metal by rubber gaskets, 
rests on a narrow ledge in the case, 
lightly held there by a spring ring 
with enough to prevent 
“chatter” when extreme volume is de- 
sired. Unusual sensitivity, purity, 
clarity and naturalness of tone are 
said to result. 

Another feature is the use of rub- 
ber insulation between the loud speak- 
ing unit and the elbow of the loud 
speaker, and between the elbow and 
horn, to eliminate distortion, ring or 
resonance. The loud speaker units 
may also be detached from the loud 
speaker and with proper adapters at- 
tached to phonographs or used in loud 
speaking cabinets. All the 
dragon-shaped elbow which provides 


pressure 


have 


unusually long tone travel. 

also have an adjustment which per- 

mits “tuning’’ them to individual sets. 
x * & 


Square D Porcelain Plant Re- 
ports Good Business 

The porcelain business, declares H. 
S. Freeman, sales manager of the 
Square D porcelain plant, Peru, Ind., 
is picking up and there is every indi- 
cation that the current year’s busi- 
ness will exceed the good year enjoyed 
during 1923. The manu- 
facturers both standard and _ special 


company 


electrical porcelain products. 

The hand-to-mouth buying which 
marked a few earlier months of the 
year seems to have disappeared and 
buyers have a tendency to anticipate 
their demands further in advance. An 
increase in business from manufac- 
turers who buy porcelain parts for 


their equipment has been noted, indi- 


| cating that their own sales are 
steadily increasing. 
* * * 


Radio Corp. Moves Frisco 
Office 

On September 15, the Pacific Di- 
vision, Radio Corporation of America, 
moved to its new quarters in San 
The offices will occupy the 
entire seventh floor of the Rosenstock 
building at 28 Geary street. 


Francisco. 


All units | 








HOOD RIVETED ON 
Wrigley Toggle Bolts 


Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 


First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman St., Chicago, Ill. 











PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 


























WALGER 


CONNECTORS 


tt A Raat. STAIR. 





Do a better job 
in one-fifth the 
time at one- 
half the cost. 


No solder, no 
blow torch 
necessary. 


Makes every 
connection 
100% perfect. 


-H. STOVER & CO. 
PITTSBURGH, PA. 









AIR - BLAST 


FANS 


A dealer merchandis- 
ing plan with a 
punch—built around 
that big Peerless fan 
feature, the air-blast 
blade. 


Write us for details. 
THE PEERLESS 
ELECTRIC CO. 

Warren, Ohio 
RIE SIE ot 
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GENERAL 
PORCELAIN CO. 


Parkersburg G. P.co W. Virginia 


Sear ore 






Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 











YAGER’S 


Soldering 


Salts Paste 


Make good because made good. 
Have no regrets. Insist. Write us 
for particulars. 


ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 1923 Blue 
Beok. 
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~NEW YORK CITY: 


A Central Station 


ie Festi 
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aes 7s J stone 


eee -, Dealers “alike. 




















ACME PIPE STRAPS 


Complete Factory Stock 
SPOT SHIPMENTS 
Standard with all Jobbers 


JOBBERS ONLY 


ACME PIPE STRAP CO. 


DETROIT, MICH. 








| Electric Ce., 


| Hubbard 
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Hubbard & Co. Build Factory 
On Coast 

Better to supply the Western trade, 
and Co., Pittsburgh, Pa., 
manufacturers of pole line hardware, 
has announced that it will erect a 
plant Emeryville, Calif. The 
company has purchased a site on 
Forty-Fifth street 


in 


and will soon be- 
gin construction of the first unit of 
the Pacific Coast plant. It was ex- 
pected that this plant would be com- 
pleted and in operation by the middle 
of October. 

Hubbard 11 


& Co., now have 


| manufacturing plants throughout the 


| country, and, in addition to pole line 


| hardware also make _ bolts, nuts, 
shovels, spades, screws and railroad 
tools. R. M. Kerschner, formerly 


of the electrical de- 
partment, Pacific 
Coast manager and has already taken 
up his new duties. The electrical lines 
of the company are sold on the Pacific 
Coast entirely through the Western 
and the Pacific States 


sales manager 


has been made 


| Electric Co. 


| radio, 


* 


Starr Equipment Men Push 
New Set 


* * 


The Starr Equipment Corp., of 
Brooklyn is producing a radio set 
that employs a new circuit. 

The recent addition of F. Clifford 


Estey, as vice president in charge of | 


sales, 
presenting long experience the 
radio field, A. B. Starr president has 
in 


in 


for several years been interested 
both experimentally and upon 
a commercial basis. 

member of the firm, 
Judd, is well known as an 
in the field of radio 


His articles on radio have 


Another 
Francis L. 
authority con- 


struction. 


a wide following, and are of especial 


help to the radio fan building his own 
set. 


rounds out an organization re- | 















New 
JUNIOR 
BELL RINGING TRANSFORMER 


Where 
quired 
cost ot 
tional 
using 


con 
you 
a sf 


the 


labor 


duit or pipe 
can eliminate 
yecial box and addi- 
in installation by 
new Dongan Junior 


1s Fe- 
the 


lransformer. 


An 


get comple 


immedi 


demand exists 
information. 


ite 
te 


DONGAN ELECTRIC MANUFACTURING CO. 


2993 Franklin Street, 


Transformers 


of 


Detroit, 
Merit 


Michigan. 


for 15 Years. 








MERCHANDISED Binding Posts 


Nationally advertis se 
merchandise ops 
graved in 25 
come off! 


Send for our new 


) H-H-EBY MFG.,CO. @ 
Philadelphia, Pa. 


different markings, and 


i, ‘attractively package d quality 
furnished either plain or er 
they 


catalogue—it’s ready NOW! 











Velvet Frost 


Reg. 





U. S. Pat. Off. 


Enables ycu to per- 
manently frost any 
lamp in 2 
Safe and 
economical to use. 
214, 5 and 10-lb. 


cans, 


clear 


minutes. 


McKAY COMPANY 


275 Water St. 


New York City 


Western Representatives 


Atlantic-Pacific Agencies Corp., 


San Francisco 
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Galvanized 
Pipe 
and 


Conduit 


ef X Straps 
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MERWIN 
MFG. CO. 


ERIE, PA. 
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190Wireholder 


There are four good reasons why every Central Station 
in your territory should be using Peirce No. 190 Wire- 


holders. 


1. The Linemen like them because they are easy 


to install. 


2. The Superintendent likes them because he can 
depend on them to support the service wires un- 


der all conditions. 
3. The Manager likes them 


because of their low 


first cost, low installation cost and no main- 


tenance. 


4. The House Owner likes them because they are 
neat and inconspicuous and do not split the wood 
or make rust stains on the building. 


Write for a sample to take with you on your next trip 


and see how easily it goes over. 


[HUBBARD & COMPANY 


PITTSBURGH 


CHICAGO 
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Columbia Hot Shot contains 
4, 5 or 6 cells ina neat water 
proof steel case. 








HOT canal - T 
BATT a | [=] "BATTERY ("= 


FOR MOTOR IGNITION 
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> |SALESMEN: A 
"great national ad- 
» A vertising campaign 
Sjis helping dealers 
"4 sell Columbia Bat- 
"| teries. And inten- 
"j sive advertising in 
"4 all the important 
"trade magazines is 
_Ghelping you sell 

‘| Columbias to the 
* Adealers. This is a 
reproduction of the 
Wicurrent § advertise- 
ment in trade 



























FOR QUICK TURNOVER 


Dealers who handle Columbia Eveready 
Dry Batteries enjoy quick turnover. The 
small amount of capital they put into bat- 
tery stock is quickly back in the cash register 
with its profit, then out again, and so on, 
many times each year. 

Small investment, rapid turnover, adequate 
profit on each individual sale—these make 
Columbia Eveready Dry Batteries mighty 
desirable for you to handle. Order from 
your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC. 


New York San Francisco 
National Carbon Company, Limited, Toronto, Ontario 


Columbia 
Dry Batteries 


—they last longer 








‘ papers. 
4 
2 
for Gas engine Firing blasts Ringing burglar alarms Motor boat ignition Lighting tents and 
ignition Heat regulators Protecting bank vaults Telephone and outbuildings 
Tractor ignition Doorbells Calling Pullman telegraph Running toys 


Starting Fords Buzzers porters 


Electric clocks Radio “A”’ 
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when he said “Tis not in mortals to command success, but we’ll 
do more,—deserve it!” 


At the dawn of 1924 we said ‘‘Watch our smoke!” We were 
ready for a strong sales drive; we had the merchandise, the or- 
ganization, the plant facilities, and the finances. We started fast 
and set a hotter pace every month. We did not command suc- 
cess—we deserved it! 1924 was a wonderful Hold-Heet year. 
And again we say “Watch our smoke!” 1925 is surely going to 
break records for us and for our good distributors. 


Ea Anim py 2 


Candidly speaking, it’s a lucky jobber who has the Hold-Heet 
sales franchise. He’s got something! Make no mistake about 
that. Hold-Heet is the fastest selling line in the industry. It 
means quick turnover, good profits and permanent good will for 
every Hold-Heet dealer. And when an electrical jobber has a 
franchise with these elements in it, rest assured he is fortunate. 


When 1924 opened we had over 300 jobbers. Today we have 
approximately 100. Because the Hold-Heet franchise is of proven 
value we demand proven service as its price. That our policy is 
sound and successful is borne out by the fact that our 1924 volume 
increased 250% over 1923. Every Hold-Heet jobber made 
money from the line. And next year he will make more. 


America is pretty well spotted with good Hold-Heet jobbers— 
only a few territories are open. If your house hasn’t the Hold- 
Heet franchise, find out why. Possibly there’sanopening. Ask 
the Chief to look into the matter. Ifa deal can be worked out, 
your house will be a better house to work for and both you and 
the boss will make more money in 1925 than you ever did before. 

Helpfully yours, 


RUSSELL ELECTRIC COMPANY 


The World’s Largest Manufacturers 
of Lamp Socket Heating Devices 


340 W. HURON ST. CHICAGO, U.S.A. 
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